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Now, now, Mr. Truman. 
+e + + 


U. S. mines’ output last year hit 
a new high value of $15,620,000,000, 
according to Secretary of the In- 
terior J. A. Krug. 
, * * 


* 
World War II veterans totaling 
12,700,000 were employed as of 
June 30, it is said. This is nearly 
90 percent of the ex-GIs. 
4 +. * * 


It’s all right if “the man who 
‘loans the tools is out,” but be sure 
'to keep the fellows with the pleas- 
"ant, prompt greetings on the job 
_in the service department. 

* 


W's Their Business 
' Let’s not get too excited about 
he wild statements blown in every 
ion from Washington when 
lighter-weight orators get go- 


A/' ‘o. 3167 


: Politicians have to eat and buy 
othes, too. 
* = e 
Dne Solution, HST 
If President Truman is so wor- 
‘ried about meeting expenses on 
$75,000 salary, he has one good 
y out: 
' Reduce taxes so the Treasury 
‘won't take such a big cut out of 
‘his annual stipend. 
- » 


ore Oil Tankers 
An all-time top in oil tanker con- 
fruction is underway to meet the 
eed for petroleum products and 
eeor transportation from the Mid- 
East. 


Sixty are being built or are on 
leeder in this country. The. Euro- 
total is 294 in either of the 


"above stages. 
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Revival of Probe 
Of Auto Dealers 
Still Undecided 


Macy’s Final Report 
Pins Responsibility 
On Manufacturers 


By William Ullman 
Washington Correspondent 


ASHINGTON.—With Rep. Will 

Whittington, Mississippi Demo- 
crat, now chairman of the House 
Public Works committee, under 
which the Macy subcommittee on 
questionable trade practices oper- 
ated in the 80th Congress, the out- 
look for organization of another 
automobile investigating group in 
the 81st Congress was still unsettled 
late last week. 

Whittington, who was a mi- 
nority member of the Macy com- 
mittee and did not take a very 
active part in its motor trade 
hearings, while declining to com- 
mit himself in the matter, did 
say, however, that he was “en- 
thus about the evidence 
turned up but thought generally 
that extension of such a probe 
should be ruled upon by the new 
Congress, 
It is believed that Whittington’s 
further interest in the matter may 
be sparked by the closing session 
tactics of one area automobile deal- 
ership whose officers were reported 
to have left town when Macy agents 
were seeking to subpoena the com- 
pany’s books for investigation. 

> 


+ . 
Year raccron expressed dis- 
taste for such tactics and 
added that he believes “those who 
(Continued on Page 59, Col. 1) 


NADA States Its Case 


_Gives the Record on Efforts for Fair Dealing; 
Blames Minority for Black Eye 


NY7ASHINGTON.— The promised 
NADA brochure dealing, in the 
n, with so-called questionable 
trade practices and attempts of 
‘the association to discourage them 
‘im the motor car field, made its 
“appearance here last week follow- 
close upon the passing of the 
)80th Congress and the simultane- 
ous demise of the Macy subcom- 
“mittee. 
’ The NADA publication is en- 
) titled “The Truth About the Cur- 
rent Automobile Situation” and 
is designed for distribution 
among association members, pub- 
| lic officials and the press. 
/ The booklet contains reproduc- 
prions of various posters, press re- 
re es, radio scripts and statements 
es NADA officials, demonstrating 
‘that NADA long has actively op- 
"posed all of the unfair practices 
hi cently criticized by the Macy 
| subcommittee. 
3 * * * 
PAGE is devoted to a dis- 
cussion of Macy group activi- 
Hties, the attitude of NADA toward 
them and newspaper comment on 
‘the efforts of the congressional in- 
|) ¥estigators and the association to 
amp out bad trade activities. 
F ADA is quoted as agreeing with 


ie 
F 
¢3 


Chairman Macy to the effect that 
he automotive industry, and not 
©ongress, is the proper agency to 
bring about reforms within the 
notor family. Quotes are used 
“from the Washington Post and the 
Washington Star approving this 
policy. 
The Post also is quoted as com- 
| plimenting NADA on the good 
' spirit it has shown in accepting 
h the chairman’s self-housecleaning 
» suggestion. NADA’s recent criti- 


4 


cism of the subcommittee for in- 
dicting the nation’s 45,000 dealers 
as “gougers,” after making only 
a limited examination of local 
Washington trade practices is re- 
peated. 

Factories are blamed for aiding 
in giving the public an unfair im- 
pression of dealer trade practices. 
For instance, so-called “factory 
list” prices for new cars ignore 
many dealer costs such as taxes 
and freight, it is declared. Many 
“extra accessories” which dealers 
have been accused of “unloading” 
on the public often are built in 
at the factory or pressed on deal- 

(Continued on Page 60, Col. 1) 


POSTWAR STUDEBAKER IMPROVED AND REFINED—There's been 
rR Loewy body 


the company has retained be advanced 


big exterior improvement, while performance of both Commander and 
nts is the use of alligator leatherette for 


improvements 
displaying the new models in coming weet. 


The a me of the Industry 
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long list of 
desig a fest introduced 


trim in Regal deluxe Com 
The model pictured above is a Commander 
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a ° 4 nw 1949 Studebaker models, oe 
New sn gm gy bumpers 
nes hon b been ste ip. Among ng the interior 
Champions. debater dealers will begin 
five-passenger coupe 


Increased Power, |’49 Output Gets Slow Start; 
"48 Revised: 5,271,674 


New Interiors 


For Studebaker 


OUTH BEND. — Redecorated in 

the passenger compartments and 
improved in. performance under 
the hood, the new 1949 Studebaker 
car models were announced to the 
public last week. 

Raymond Loewy’s | streamlined 
postwar design, first mcorporated 
in Studebaker models 2% years 
ago, has been retained for 1949. 
Newly designed wrap-around 
bumpers are the major exterior 
change on the Champion and Com- 
mander series. 

The new Studebakers current- 
ly are being shown to dealers 
at a series of meetings through- 
out the country. They will be 
placed on public display by deal- 
— coming weeks, Studebaker 


Advertised-delivered prices for 
the 1949 Studebaker cars have been 
raised by amounts ranging from 
$26.75 to $63. All Champion series 
closed models are up $53, while the 
increase in the Champion convert- 
ible is $26.75. All Commander 
closed cars and the Land Cruiser 
are up $63, with the Commander 
convertible up $36.75. 

+ ” * 
ACCORDING to K. B. Elliott, 
sales vice-president, Studebak- 
er stylists sought to introduce in 
the '49 cars an interior effect in 
keeping with the postwar body 
lines. 
The 1949 upholstery advances in- 
(Continued on Page 57, Col, 1) 


By Bernie Thomas 
Associate Editor 
AUTOMOTIVE production got off 

to a slow start in 1949, inventory 
operations closing some plants and 
model changes curtailing others. 
U.S. output last week included only 
71,290 cars and 23,728 trucks—a total 
of 95,018 units. 

Six-day schedules in most Chrys- 
ler divisions failed to offset inven- 
tory shutdowns at Packard, Dia- 
mond T and Federal, plus curtailed 
production at Chevrolet and Pon- 
tiac. In the previous holiday week, 
U.S. plants built 62,958 cars and 
16,942 trucks—a total of 79,900 ve- 
hicles. 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


107,979 


Week Week Wook 


For complete production totals 
by makes, see table, page 61. 


Hopes Dim for Early Change in Reg. W 


ASHINGTON. — Relaxation of 

credit controls on automobiles 
is not likely in the immediate fu- 
ture, it was indicated behind the 
scenes here last week. 

At the front of the stage was 
President Truman asking for a 
program of continued control 
over credit, broad price and wage 
power, more spending and higher 
taxes, chiefly at the expense of 
business. 

NADA reported continuing con- 
ferences with the Federal Reserve 
Board indicated a reluctance of the 
board to act immediately. R. M. 
Evans, governor of the board, who 

has been assigned administration 


of Regulation W, said that the 
board felt that the current market 
tightness might reflect a normal 
seasonal slump, changes in models 
and other causes. 

+ * oe 

EFORE the board would con- 

template any change, he said, 
it would want to know the size of 
the defense budget and European 
Recovery Program, since both of 
these could be highly inflationary, 
Evans said. 

Meanwhile, Rep. Wright Pat- 
man, of Texas, who in the past 
has demonstrated understanding 
of the problems of the auto deal- 
ers, demanded easier credit terms 
on autos, saying he favored 24 
or even 30 months to pay instead 
of the present 18. 

Patman is in line for the chair- 
manship of the House Small Busi- 
ness committee this year. It was 


in this capacity in 1945 that he 
provided great help to auto dealers. 
e”:. &.@ 


N ADDITIONAL indication that 

FRB will go slow on any Regu- 
lation W change was the failure 
to give the National Used Car 
Dealers Assn. an early chance to 
make a formal presentation against 
the regulation. 

NUCDA’s appointment, at 
which the organization will be 
represented by its general coun- 
sel, the Washington law firm of 
Buckley & Danzansky, has been 
set for Jan. 26. 

Meanwhile, however, NUCDA 
counsel has been discussing the 
regulation informally with the 
board. 

* * e 
ey HIS message to the new Con- 


gress, which is likely + give 
(Continued on Page 8, Col. 


Meanwhile, final Automotive 
News’ tabulations showed that 
U.S. plants during 1948 built a 
grand = of 5,271,674 cars and 
trucks, the second highest pro- 
duction year in_ history. 

Broken down, 1948 produetion in- 
cluded 3,899,388 cars and 1 
trueks. Truck production was the 
highest of alltime; car production 
was third highest in history. 

© - 


S. PRODUCTION-WISE, the 

* “Big Three” ended 1948 in the 

following order: General Motors, 
first; Ford, second, and Chrysler, 
third. 

Paced by Chevrolet, which alone 
accounted for 1,165,671 cars and 
trucks, General Motors built a to- 
tal of 2,048,019 vehicles in its U.S. 
plants. Chevrolet car and truck 
output was that division’s largest 


Ford’s 1948 production included 
1,049,246 vehicles, of which 549,065 
Were passenger cars. Output of 
Fords was down slightly in 1948 due 
the company’s model change, but 
production of Mercurys, Lincolns 
and trucks more than made up the 
deficit. 

Just missing the million mark, 
Chrysler built a total of 989,344 cars 
and trucks in its U.S. plants, ac- 

(Continued on Page 61, Col, 1) 


months, plus 44 states for No- 


1947 oe 
471,119— 2 
278,138— 3 
218,706— 4 


Make 


92,518— 9 
83,141—11 
64,297—138 
42,101—17 
42,875—16 
46,400—14 


2,804,709 
For further details see page 
34, today’s issue. 
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May Reveal Name Today... 


Claim of New ‘Angel’ 
Delays Tucker Suit 


By Mel Adams 
Staff Correspondent 


CHICAGO.—Two days before the 
Tucker Corp. was scheduled to com- 
bat a consolidated suit by two 
groups of creditors seeking reor- 
ganization under chapter 10 of the 
bankruptcy act, Attorney Lewis F. 
Jacobson appeared last week before 
Federal Judge Michael T. Igoe in 
U. 8. District Court. 

After hearing Jacobson’s story 
to the effect that he represented 
certain unidentified interests 
“willing and ready to try to put 
the Tucker organization back on 
its feet,” Judge Igoe issued an or- 
der delaying for 60 days all bank- 
ruptcy, liquidation and receiver- 
ship actions against the company. 

Meanwhile, however, the 60-day 
court stay notwithstanding, it was 
reported that the government was 
continuing its probe of the business 


Tax Ruling Upset 
Dealers Win Fight 


On OPA Base 


wASHINGTON.—A dealer 
wno during OPA days paid for 
goods in excess of OPA prices 
and resold at a profit is entitled 
to use as the cost of the goods 
the actual amount, according to 
a Tax Court ruling reported by 
NUCDA last week. 

The decision was given Dec. 
23 in the case of Sullenger vs. 
Commissioner of Internal Rev- 
enue. 

It was contended by the rev- 
enue commissioner and hotly 
contested by dealers that the 
OPA price should be used for 
cost even though the actual 
price paid was in excess of that. 
Such a method would force 
dealers to pay taxes on ficti- 
tious profits greatly in excess of 
actual profits. 

The effect of the decision is 
to nullify Internal Revenue Rul- 
ing 3724. 





practices of the Tucker Corp. 

Jacobson told Automotive News 
that he came into court at the sug- 
gestion of Preston Tucker, presi- 
dent of the Tucker Corp., and Floyd 
Cerf, chief underwriter of the stock 
issue. He added that he represents 
the prospective buyer, however, and 
did not appear in behalf of Tucker 
or Cerf. 

Not all of those interested in 
the Tucker case took the report 
of a new potential backer at its 
face value. Luis Kutner, attorney 
for creditors, opposed the time ex- 
tension, branding as phony Jacob- 
son’s assertion that he had found 


a backer. 

Cliff Knoble, resigned advertising 
manager of Tucker, asserted that a 
“desperation” message to dealers 
was sent out only 48 hours before 
the claim of a new financing deal 
was made in federal court. 

Tucker was reported to have 
wired distributors and dealers, with 
the exception of the anti-Tucker 
elements, urging that they pledge 
$2,000,000 to pull the company out 
of its immediate difficulties. 

He offered to assign to them the 
company’s inventory and its sub- 
sidiary, Aircooled Motors. 

Chicago Journal of Com- 
merce reported that it was told by 
Knoble that a Chicago syndicate 
now stands ready to put up the 
$2,000,000 asked of dealers on the 
same terms offered them provided 
that Tucker withdraw from the 


picture. 

As to the identity of the prospec- 
tive buyers, the attorney said their 
names will be revealed later. It is 
reported that the alleged backer’s 
name will be revealed today (Jan. 
10), when, Jacobson is to file a for- 
mal statement of his client’s pro- 


posal. 

“And let me clear up one point,” 
he said. “My client is not James D. 
Mooney, president and chairman of 
Willys-Overland, who has been fre- 
quently publicized in connection 
with Tucker Corp.” 

(In Toledo, Mooney also issued a 

(Continued on Page 58, Col, 3) 


They’re Rolling Off Line Next to ’48 Models. . . 


Chance Visitor Sees the New Plymouths 


By Bernie Thomas 
Associate Editor 


ROM WHAT we had been read- 

ing in the gossip columns of De- 
troit newspapers, it seemed to us 
that Chrysler Corp. must be holding 
open house with its new models. 

Time after time we read where 
this or that roving reporter had 
dropped in to see the new Chrysler 
offerings. These thoughts were run- 
ning through our mind as we hap- 
pened to be driving past the Plym- 
outh plant in Detroit during the 
holidays. 

Oddly enough, right in front of 
the plant we noticed our heater 
wasn’t working. It was fate. There 
was the Plymouth plant: A place 
to get warm, and a chance to find 
out whether Chrysler really did 
have an “open-door” policy re- 
garding its new cars. 





After all, nobody had told us we 
couldn’t see the new Plymouth. 
7. * * 


S° WE STOPPED, got out and 
walked to the plant gates, waved 
a frozen mitt in salutation to a 
guard, who waved cheerily back. 


Then we walked into the plant 
and—lo and behold, oh forunate we 
—witnessed a production feat of no 
little proportion. 

In front of our very eyes were 
two long assembly lines. 

On one line, Plymouth was run- 
ning off its 1948 models, with appar- 
ently still quite a few to go. 

But only about 50 feet away, on 
the other line, men were busy as 
bees assembling Plymouth’s 1949 
postwar offering. 

Blushingly, we must admit, we 
were an uninvited and, perhaps, un- 
welcome guest. We should have put 
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NEW FRONT SUSPENSION FOR ‘49 CHEVROLET—Key figures inspect the design, one of 


the anor eopneerns features for the new cars. L 
neer; T. H. Keating, general sales manager; Hugh Dean, manufacturing 
general manager, and E. W. Ivey, chi 


ee 


postwar picture of top division management. 
Jan. 22. 


John G. Wood, chief engi- 
manager; W. F. 
administrative assistant. This is the first 
The new model will be introduced nationally 


eft to right: 


Closed-Shop Ban Sustainer 
Jolts T-H Repeal Drive 


By Mac Gordon 
Associate Editor 


ABOR’S DRIVE to shed the legal 

fetters on its management rela- 
tions was sharply jolted last week 
by—of all agencies—the U.S. Su- 
preme court. 

Topheavy court majorities upheld 
laws of three states forbidding the 
closed shop, one of the most sought- 
after objectives in the labor move- 
ment. 

Capitol Hill observers reported 
that the surprising ruling upset 
prospects for early passage of a 
bill repealing the Taft-Hartley 
law, which also contains a closed- 
shop ban. 

Labor leaders, however, said they 
would now carry their fight against 
union-restrictive laws into Congress 
and convening state legislatures. 

* * 7 
No@ ONLY does the Supreme 
court decision permit states to 
outlaw the closed shop, government 
lawyers declared, but also it appar- 
ently validates curbs on such forms 





our hands over our eyes and left 
immediately. But we didn’t. Curi- 
osity leaves our will power limp 
under such circumstances. 

as + 


HOWEVER, under some inhibi- 
tion, we must regretfully de- 
cline to tell you anything about the 
1949 Plymouth—except maybe a few 
little things. 

Like, for instance, the new Plym- 
outh will have pontoon fender styl- 
ing of a more conservative nature 
than some of the other postwar 
models already on the streets. The 
back of the sedans will hump. 

And it probably wouldn’t hurt 
to tell that the 1949 Plymouth will 
have a V-type windshield, sans 
curved glass and somewhat sim- 
ilar to the current Plymouth, but 
offering much more vision. 

The rear window will offer nearly 
twice as much vision as the one in 
the current model. Upholstery is 
beautiful, and leather guards pre- 
vent foot scuffing. 

Confidentially, don’t worry about 
headroom in the new Plymouth. 
The car is approximately 5 feet 
9 inches high. 

And, by the way, the new Plym- 
outh will take in fresh air by vent 
channels in the front fenders. 

+ * * 
ASH STYLING is conventional 
(We got up real close). There 
are three instrument discs, with the 
speedometer centered, and all are in 
front of the driver. 

Another thing (and this is all 
we're going to tell), chrome has 
been used economically but very 
wisely. A wide strip is used where 
you usually find the front fender 

















of union security as the union shop 
and maintenance of membership. 
In a closed shop, an employer can 
hire union members only. In a 
union shop, a concern can hire non- 
union workers but they must join 
the union after a specified proba- 
tionary period, usually 60 days. 
Closed-shop and union-shop em- 
ployes must maintain their union 
membership or be fired. A special 
maintenance-of-membership prac- 
tice applies in some open shops 
where workers don’t have to join 
the union but those that do must 
stay in good union standing. 
Several federal attorneys ex- 
pressed the opinion that the court 
ruling made it certain that many 
features of the Taft-Hartley law, in- 
cluding the closed-shop ban, would 
be upheld as constitutional if they 
ever reached the high tribunal. 
* - - 


FFECT of the decision on the 

new Democratic Congress was 
to befog the original plans of New 
Dealers to wipe out the Taft-Hart- 
ley law and restore the provisions 
of the Wagner act. 

It appeared likely that a new la- 
bor measure retaining many Taft- 
Hartley clauses would be introduced 
after lengthy hearings by the House 
and Senate labor committees. 

Even Rep. John Lesinski, pro- 
labor chairman of the House Labor 
committee, said last week he would 
favor retention of portions of the 
Taft-Hartley act. Earlier Lesinski 
had voiced a desire for outright re- 
peal of the 1947 law. 

One section of the Taft-Hartley 
statute regarded as certain to be 
junked in any event was that per- 
mitting court injunctions to be ob- 
tained against unions in deadlocked 
national emergency strikes. 

+ * + 


ONE OF THE most surprising 
things about the Supreme court 
ruling was the switch of the so- 
called “liberal” wing to the side 
opposing the stand of labor. 

The court upheld the closed-shop 
bans in three states—North Caro- 
lina, Nebraska and Arizona. The 
vote on the North Carolina and 
Nebraska laws was a unanimous 
9 to 0. Justice Frank Murphy was 
the only dissenter in the Arizona 
case, 

Author of the majority opinion 
was Justice Hugo L. Black, one of 

(Continued on Page 61, Col. 3) 


Chevrolet Bows _ 


To Public Jan. 22; 


Previews Begin 


DETROIT. — The 1949 Chevrolet 
will make its bow to the public 
Jan. 22, following two weeks of 
special previews for Chevrolet deal- 
ers from coast to coast. 

Elaborate announcement-day 
plans are being made by Chevrolet 
dealers, and the greatest advertis- 
ing campaign in Chevrolet history 
is scheduled to break at the time, 
the division said. 

Residents of the New York area 
will get an advance look at the 
new Chevrolets when the General 
Motors show, “Transportation Un- 
limited,” opens to the public in the 
Waldorf-Astoria hotel on Jan. 20. 

The first Chevrolet preview, for 
700 members of Chevrolet’s whole- 
sale sales organization, was held 
Jan. 6-7 at the Masonic temple, 
Detroit. T. H. Keating, general 
sales manager, sounded the key- 
note of the 1949 sales campaign. 
Top General Motors executives ad- 
dressed a banquet. 

During this current week, special 
showings of the new car for Chev- 
rolet’s 7,000 dealers are being held 
in each of the eight regions of the 
country. These sessions are mod- 
eled after the Detroit convention, 
but are to be concluded in a single 
day. 

The first dealer showing will be 
held today (Jan. 10) in Detroit for 
dealers in Michigan, Ohio, Indiana 
and West Virginia. Two are sched- 
uled for Jan. 11 in New York for 
the Atlantic Coast region, and in 
Washington for the Eastern region. 

The dealer meeting for the South- 
west region will be held in Fort 
Worth Jan. 13. Three meetings are 
scheduled for Jan. 14: in Chicago 
for the Great Lakes region, Kansas 
City for the Midwest region and 
San Francisco for the Pacific Coast 
region. 

The last dealer meeting is in At- 
lanta, Jan. 15, for the Southeastern 
region. 


9,000 to Attend 
SAE Sessions 
Opening Today 


DETROIT.—Approximately 5,000 
members of the Society of Auto- 
motive Engineers will gather here 
this week to attend the society’s 
annual meeting, which opens today 
(Jan. 10) and will continue through 
Friday. 

Paul G. Hoffman, chief of the 
Economic Cooperation Administra- 
tion, will make the principal ad- 
dress on “Recovery—The Road to 
Peace” this Wednesday at the so- 
ciety’s annual banquet. 

More than 35 papers will be pre- 
sented during the five-day session 
by speakers prominent in the auto- 
motive and engineering fields. 

During the convention, the mem- 
bership will officially install Stan- 
wood W. Sparrow, Studebaker vice- 
president, as president of the SAE. 
He will succeed R. J. S. Pigott. 


Son of Henry Ford II 


Named Edsel Bryant 
DETROIT.—The son born to Mr. 
and Mrs. Henry Ford II has been 
named Edsel Bryant Ford II, after 
his grandfather, the late Edsel Ford. 
The middle name is in honor of 
Clara Bryant Ford, the child’s pa- 
ternal great-grandmother. The 
Fords have two other children, 
Charlotte, 7, and Anne, 5. 














TOP FORD DEALERS IN INDIANA—AIl existing sales records were broken in a three- 
month campaign conducted by Indianapolis district Ford dealers, according to O. F. Yando, 
district manager. More than $15,000 in prizes was awarded at a party in French Lick for more 


and another wide strip sets off the 
place where you know the rear 


HUDSON ASSEMBLY PLANT IN MEXICO CITY—Automotriz de Mexico, S. A., distributor fender is 


in Mexico City, recently completed and put into operation a modern assembly plant. | is ii | f th into which 
Picture shows the first new car coming off the line. Left to right: E. M. Walsh, export rep- Well, just one more thing, there an nek ak deldas os eee tan ae doe “Emil Getenie Gédeate 
resentative; M. Robleda, plant manager; Senorita H. Ancira Gonzalez, general manager: | is an indentation in the trunk Motor Sales, Monon, Ind.; C. McCord, McCord Auto Sales Co., Winslow, Ind.; J. c Doyle, 


G. Jiminez, retail sales manager, and WwW. Thoreson, export representative. The plant. ich 
covers 36,000 square feet, contains an engine test room, paint spray booths and automatic 


drying ovens. 


door for a license plate. 


regional sales manager, Detroit; Yando; Graham Hatcher, Hatcher Motor Sales, Fort Wayne, 
P.S.: The new colors are nifty. 


and George Hoster, Hoster-Roberts, Inc., Indianapolis. 
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Machis All one | 


By John 0. Munn 





















(The 


opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 






















At THE start of the year per- 
haps a review of what hap- 
pened in this industry 25 years 
ago would be interesting to older 
dealers who were in business at 
that time. It will remind a lot of 
the younger dealers of conversa- 
tions that took place in their homes 
during that rather unusual year 
of 1924. 
| Twenty-five years is a long time 
in this trade. The industry itself 
: is 50 years old, but automobile deal- 
ers’ contribution to it was not sig- 
nificant until about 1910. From the 
federal government standpoint, 
however, it is not so long. It is 
only three administrations ago— 
| Roosevelt, Hoover and Coolidge. 
Coolidge was elected for a second 
term in November of that year. 
After the boom of the first 
World War, there was a bust in 
1921. Many automobile manufac- 
turers, as well as dealers, were 
forced out of business during the 


by another 53 percent. 

Cars were short in those days 
and, like now, many manufacturers 
and dealers benefited by the over- 
flow market. But the two previous 
years’ production proved too much 
for 1924. After a record-breaking 
volume in January of 240,000 cars, 
the market softened and the year’s 
output declined 11 percent. 


Storage of Cars 


Was Necessary 
qe it was customary to build 
cars in the winter and early 
spring months to stock dealers to 
take care of the spring market. 
There were no driveaway trucks 
then. Few roads were good enough 
to drive new cars away in the win- 
ter time, so winter storage of cars 
was necessary. 

Dealers were overstocked in the 
spring even though car prices were 
29 percent less than before the war, 
as com with commodities, 
which were 67 percent more. The 
average retail price of a car in 1924 
was $825. During that year five of 
the leading manufacturers ac- 
counted for 84 percent of the busi- 
ness. About 100 other manufactur- 
ers divided up the remaining 16 
percent. 

Then, unless a dealer had a 
contract for a major line, he was 
not content or was he able to 
successfully confine his effort to 
one price class. Many dealers 
handled two, three, or four lines 
of cars. 

Balloon tires and four wheel 
brakes were a big controversy. An 
independent manufacturer had of- 
fered them the year previously. 
The public was demanding them. 
A great many manufacturers dur- 
ing the spring of the year offered 
this new equipment as optional at 
an additional price. Most of the 
new models by the following year 
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contained these advancements as 
standard equipment. 
* <a * 


Here’s Maker Lineup 


25 Years Ago 


HE FOLLOWING manufactur- 

ers were active in the market 
to the extent indicated. A few not 
mentioned were still in business 
attempting to refinance or merge. 
They soon passed out of the pic- 
ture. 

E. L. Cord was elected vice-pres- 
ident and general manager of Au- 
burn. Roy H. Faulkner was ad- 
vanced to director of sales. The 
volume was around 500 cars a 
month. There were plans for a 
straight eight as well as a $750 car 
to attract business the next year. 

Buick had factories both in 
Detroit and Flint. The line con- 
sisted of 17 models; 160,000 cars 
were built. The four-cylinder car 
was replaced by a six, a4 sold 
for $1,150 as a roadster, and $1,665 
in a five-passenger sedan. 

Cadillac produced 17,000 V-8s. 

Chevrolet was just in its ascen- 
dency and building up a capacity 
of 3,000 a day. Over 300,000 cars 
were manufactured during the 
year. The four-cylinder touring car 
listed at $510. R. H. Grant, former- 
ly president of Delco Light, was 
made general sales manager. In 
September, a 6 percent Purchase 
Certificate Plan was inaugurated 
calling for weekly or monthly pay- 
ments until one-third of the pur- 
chase price was paid in. This was 
to match Ford’s weekly purchase 
plan inaugurated a year previously. 

Dodge had a very successful year, 
building on the average 900 cars a 
day. Graham Brothers, who built 
trucks for the Dodge line, were 
taken in to operate as a division 
of Dodge. a 


Two Million Fords 


Built in Year 


pe was making a strong 
bid with a complete line. The 
Locomobile and Princeton were 
built at Bridgeport; the Durant, 
Star and Flint in the Michigan 
area. Collin C. Campbell, formerly 
sales manager of Chevrolet, be- 
came vice-president. Star and Dur- 
ant dealer contracts were put on 
the direct basis. The Star, a four- 
cylinder car, was offered with four- 
wheel brakes, balloon tires and 
five disk wheels in the fall of the 
year at $745. 

This year Ford produced a mil- 
lion cars in 132 working days. The 
production totaled around two mil- 
lion for the year. These were the 
famous Model T’s, the sedan of 
which was selling at $580. The car 
was to be discontinued entirely in 
1926. To add to volume, Ford this 
year started for the first time a 
manufacturing and merchandising 
program in accessories. The first 
items included windshield wipers, 
rear view mirrors and dash lights. 

Hudson produced 133,000 cars 
for the year and introduced the 
six-cylinder Essex. Both Hudson 
and Essex coaches were selling 
at about the same price as open 


cars. 

Hupmobile was a 40,000-car-a- 
year producer, and like many other 
manufacturers was planning on a 
straight eight to meet competition. 

Ned Jordan was writing history 
with advertising copy, paying divi- 
dends, and assembling about 30 
cars a day. 

Lincoln, which had been bought 
out by Ford two years previously, 


HARRISBURG, Pa. — (UTPS) — 
Adopting as a slogan, “Every 
School Child a Trained Driver,” 
automobile dealers and AAA auto- 
mobile clubs in this state have 
joined forces in getting behind a 
coordinated program to advance 
driver training in the state’s high 
schools as far as possible. 
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WASHINGTON.—The Federal 
Reserve Board’s view of the terms 
applicable to an automobile sales- 
man’s credit purchase of a new 
car to be used as a demonstrator 
is set forth by the agency’s law 
department in the current issue of 
the Federal Reserve Bulletin. 

Stating that the question had 
been raised (by the NADA, it is 
understood), the legal department, 
in a section devoted to installment 
credit, had this to say: 

“Re Automobile Demonstrators: 
Questions have been raised con- 
cerning the exemption under Sec- 


a new automobile for use prin- 
cipally as a demonstrator. The 
questions relate to the circum- 


Richards Speaks 
Jan. 12 Before 
Milwaukee Assn. 


MILWAUKEE. — The Milwaukee 
County Automobile Dealers Assn. 
will hold its annual banquet and 
membership meeting Jan. 12 in the 
Marine dining room of the Mil- 
waukee Elks Club at 6:30 p.m. 


The banquet will be followed by 
the installation of the 1949 officers 
and directors. 


Karl M. Richards of the Automo- 
bile Manufacturers Assn. will be 
principal speaker. His subject will 
be “The Second One Hundred Mil- 
lion Cars.” 


Erwin Deising, president; Edward 
C. Wehe, entertainment committee 
chairman, and Robert M. Blanding, 
executive secretary, are handling 
the details of the meeting. 

Blanding announced that the 
meeting will be attended by ap- 
proximately 250 members and 
guests. 

New-car dealers now members of 
the association number more than 
at any previous time in the his- 
tory of the organization, he said. 
There are approximately 105 mem- 
bers for the 1949 season. 
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: ‘Every School ‘Child ; a ‘Trained Driver’ 
Pa. Dealers Push Driver Training 





Claude S. Klugh, general manager 
of the Pennsylvania Automotive 
announced that the agree- 
ment to coordinate the efforts of 
PAA and the Pennsylvania Motor 


Assn., 


Federation, representing 59 mem- 


ber AAA clubs in the state, was 


reached at a joint meeting of mem- 
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stances under which the exemp- 

tion is applicable. 

“The board's view is that (a) the 
salesman must be a bona fide sales- 
man of new automobiles of the 
same make and year as the auto- 
mobile purchased as a demonstra- 
tor—the exemption is not applic- 
able to salesmen whose sales are 
confined to used cars nor to per- 
sons who are not employed prin- 
cipally as salesmen, such as me- 
chanics, parts clerks, office work- 
ers, etc.: (b) the phrase “used by 
him principally as a demonstrator” 
is not intended to require that the 
automobile be used principally for 
the transportation of his prospec- 
tive purchasers, since the phrase 
may also include the salesman’s 
use of the automobile for other 
bona fide demonstration practices. 

“From a practical administrative 
standpoint, although not specific- 
ally required by the regulation, it 
would be desirable in all such cases 
for the registrant, whether the 
dealer or a financing institution, 
to have in his or its records a 
statement or other record of the 
facts establishing the exemption of 
any such paper.” 

In the same report it was 
noted that consumer installment 
credit, which was brought under 
FRB regulation again in Sep- 
increased “much less 
rapidly” in October than in the 
preceding months or in October 
of last year. 

Credit for both autos and other 
consumer durable goods showed 
“sharply reduced growth,” al- 
though output of new cars was 
at a postwar high and sales of 
other durable goods were main- 
tained in large volume, the FRB 
said. 


bers of the safety committee from 
both groups. 

Announcing that the agreement 
was subsequently approved by 
PAA’s board of directors and 
PMF’s executive committee, 
Klugh in his announcement to 
dealers stated: 


“As you well know, our activity 
in this field is based on the good 
which will be accomplished by the 
inclusion of these courses in the 
Pennsylvania high schools, We urge 
your renewed efforts in this most 
important safety activity, and trust 
that we will have your full co- 
operation.” 


Klugh headed up the following 
representatives of PAA’s safety 
committee at the meeting: A. A. 
Martin (Pontiac), president of the 
eee Auto Trade Assn.; W. 

M. McCune (Ford), Kittanning, a 
PAA director; C. L. Wheat (Chev- 
rolet), Waynesboro, and I, Walter 
Sell (Studebaker), Johnstown. 


PMF-AAA clubs were repre- 
sented by: R. B. Maxwell, Harris- 






























E, , Harris- 
burg, and Marie E. Riedel, Pitts- 
burgh. 


Klugh, announcing that “it was 
felt that our present plan of inde- 
pendent action had a tendency to 
conflict with other established pro- 
grams and often caused duplication 
of effort,” said the governing bodies 
of the two groups approved a six- 
point program. 

The agreement outlines the gen- 
eral duties of each group in fur- 
thering the high school driver train- 
ing program, 

Both organizations “favor put- 
ting AAA decals and the name of 
the dealer on each car” donated 
to the schools. It was also sug- 
gested that at presentation cere- 
monies “the dealer shall be shown 
presenting the car in the presence 
of the appropriate school and 
AAA officials.” 


It was also agreed that “where 
objections are raised to any part 
of the program that it should not 
preclude the adoption of the ap- 
proved program.” 

A further suggestion was that the 
program include both private and 
parochial schools. 


Cincinnati Picked 
By Ohio Dealers 
For 1949 Parley 


COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn, will hold its 
1949 convention Oct. 9-11 at the 
Netherlands Plaza hotel in Cincin- 
nati, R. E. Reinhold, association 
president, announced last week. 

Reinhold also named the follow- 
ing to serve as a convention com- 
mittee: 

Walter Hallerman, chairman, Cin- 
cinnati; Clifford Jacobs, Cincinnati; 
R. J. Rodgers, Dayton; A. K. Kir- 
sten, Cincinnati; Heber Jones, Mid- 
dletown; Leonard G. Murray, 
Dayton; Mrs. Erdie Turner, Cincin- 
nati, and Walter R. Hamer, Colum- 


____bus, secretary of the association, 


Indiana Dealers to Hear 


Wright Wednesday 


INDIANAPOLIS.—More than 500 


members of the Automobile Deal- 
ers’ Assn. of Indiana, Inc., 


will 


WALTER CHRYSLER had just 


mers. Chalmers was discontinued, 
and the new Chrysler was offered 
at the start of the year. Prices 
ranged from $1,300 to $1,900. Max- 
well was restyled and enough cars 


was producing about 600 cars a 
month. 


Diehl Motors Gutted 


By $250,000 Fire 

BELLINGHAM, Wash. — A fire 
which swept through Diehl Motor 
Co, here caused damage estimated 
at more than $250,000, according to 
company officials. 

The entire structure was gutted, 
including 70 cars and trucks and a 
large supply of tires and spare 
parts, the company said. 


* * 


Chrysler Hard Pressed 
To Meet Demand 






taken over the Maxwell-Chal- 


(Continued on Page 58, Col. 3) 





gather in convention here Jan. 12 to 
discuss problems involving business 
ethics, safety and community rela- 
tions. 

Joseph E. O’Daniel of Evansville, 
president of the association, will 
open the morning session in the 
Claypool hotel. 

G. L. Schaus of South Bend, chair- 
man of the association’s $50,000 
safety program, will tell the conven- 


tion what dealers have accomplished 


under the direction of the associa- 


tion in the prevention of accidents 


and the teaching of safe driving. 


Principal speakers will be J. C. 
(Larry) Doyle, manager of the cen- 
tral region of Ford Motor Co.; Ben 
T. Wright, president of NADA, and 
Alexander M. Campbell, assistant 
U. S. attorney general. 

Samuel C. Hadden, newly ap- 
pointed director of the Indiana 
state highway commission, will ad- 
dress the dealers in the use and 
needs of the highways. 

The session will conclude with a 
banquet and the election of eight 
new directors, Herman Schaefer, 
executive secretary of the associa- 
tion, announced. 
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Confidence Is Wonderful, 
But Watch for Curves 


a is a buyer’s market? There seems to be some 
confusion over this, which may be traced to a former 
attitude of over-confidence on the part of some dealers. 


_At any rate, it appears that an individual dealer can work 
himself into a buyer’s market all by himself, while the 
make of car he handles may be selling easily in other areas. 


This sometimes results in over-confidence being replaced 
by under-confidence, with a dealer then employing frantic, 
emergency devices to move cars. And that may cause his 
operation to go downhill instead of up. 


Meantime, other dealers handling the same make of car 
may be begging for more cars instead of customers. These 
are the dealers who made the most of traffic in their show- 
room—when they had the traffic. These are the dealers who 
started training salesmen at a time when it seemed silly 
and annoying to have them around taking up space. These 
are the dealers with a reservoir of potential customers in 
good service and used-car operations. 


* * * 


The market in 1949 holds a number of uncertainties, as 
it does usually. It may be a lot better than some dealers 
think, and it could be a lot worse than the majority of 
dealers think. 


*For every scared dealer today you will find a hundred 
who are complacent. They still have more orders on the 
books than they know what to do with. It seems foolish 
to look around for more. Their make of car is so popular 
that they don’t have to worry about what happened to Joe 
down the street. They’ll take care of building a sales force 
when the time comes. People have more money than they 
know what to do with, anyway. 


Maybe. Yes, maybe they are right. But people do seem 
to find ways of spending all the money they can get, even 
if they can’t get the car they want. 


* * * 
And how many of those orders on the books are there 


because the dealer’s make of car still sells for a premium 
on the used-car market? 


How many will stand and wait in your line when they 
are being offered inducements to buy a car right away at 
some other dealership? 


Orders can go off the books faster than they went on. 


Maybe, if you thought real hard, you might find a few 
spots in your organization where you could make an asset 
of salesmen while you are training them. 


Then, when it does happen—as it will to all of us—it 
might not happen so hard. 





AS I WRITE this, the chances 
are just 50-50 on whether the ex- 
cess profits tax will be reimposed 
on corporation earnings. If they 
are, it will be for the first time, 
except under the stress of war. 

The tax is a vi- 


UNFAIR cious one and 
TO SMALL will always work 
BUSINESS out unfairly in a 

high percentage 
of cases. Do you recall when 


the tax was imposed for the first 
time during the last war, how it 
affected many struggling busi- 
nesses, both large and small, who 
were just getting a start? It af- 
fected little the concerns with a 
long record of constant annual 
earnings. They continued to pay 
normal taxes on their profits, but 
they were not penalized, as was 
the business which, because it was 
new or was just beginning to hit 
its stride, was forced to deprive 
its stockholders of the share of 


i-|the earnings to which they were 


entitled. 
* * 

THE REESTABLISHMENT of 
such a tax would, in my opinion, 
be especially unfair during the 
present year. Look about you and 
you will see thousands of new con- 
cerns which have been established 
since the war. That a majority of 
these have been promoted or 
financed by ex-service men is a 
fact worthy of consideration, but 
not necessarily the deciding fac- 
tor. Business, large or small, is 
the root of all prosperity in the 
United States. To encourage new 
establishments, which will in them- 
selves offer new competition, is the 
safeguard of our entire economic 
system. It is the only protection 
which the consumer knows for a 
certainty will guarantee him price 


control. 
. * * 


THEN, TOO, as we have pointed 
out so many times in this column, 
this whole system of taxing the 
corporation is fundamentally 
wrong. It amounts to double taxa- 
tion and has been so labeled by 
many an economist. Let the busi- 
ness, large or small, earn what it 
will. Its earnings will always be 
measured by its service to its cus- 
tomers. Let it expand freely as its 
management decides, but let gov- 
ernment determine a fair share of 
its earnings which must annually 
be distributed to its stockholders. 
That is where federal taxation 
should come in—collecting from 
the individual citizen of this coun- 
try a share of his total net earn- 
ings. Heaven knows income taxes 
are high enough, but at least you 
lend encouragement to those of 
modest means to invest and be- 
come partners in the great pattern 
of American business. 


So far it has not been indicated 
whether or not you or I can make 
our influence felt among those 
who will decide the fate of the 
excess profits tax in Washington. 
But it would not seem out of place 
to register at least an interest in 
what they propose to do down 
there. Most congressmen (and 
there are many new ones) are more 
susceptible to letters from home 
than we sometimes give them 


credit for. 
+ 7 * 


IN THE NEXT few weeks you 
are bound to hear a lot of discus- 
sion about the demise of the Taft- 
Hartley law and the substitution 

of something 

LABOR LAW which many now 

KEY TO fear will surpass 
PROSPERITY? the old Wagner 
Act in its molly- 
coddling of labor. Recently that 
staunch weekly, Business Week 
(Dec. 18, 1948), analyzed the rea- 
sons why the Taft-Hartley act had 
failed and why a return to a Wag- 
ner Act would mean catastrophe 
in which labor would be the great- 
est loser. The editorial points out 
that the big opportunity for a 
workable labor law, fair to both 
employer and employe, can be 
worked out based on the experience 
gained from two old laws, both of 
which were too one-sided. 

No industry in this country is 
more directly affected by the terms 
of the new law than is our own. 
The automotive industry and its 
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‘Could They: 


This is an open forum for the discussion of any subject of interest to our 


and your letters are welcomed. No attention is given to unsign 


readers, 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Reds Challenged 


Over 10,000,000 cars and trucks 
were produced in the past two 
years—all this, with the most dev- 
astating war in history ending less 
than four years ago. 

Do you suppose there are 10,000,- 
000 people in Russia that can even 
drive an automotive vehicle?—Ray 
P. JoHNSON, vice-president, Morse 
Chain Co., Detroit. 


Stolen Car 


We are offering a $100 reward for 
information and recovery of 1948 
two-tone gray Hudson super eight, 
club coupe, motor No. 483-88236, 
serial No. 483-88236, Arkansas li- 
cense No. 47-124, ignition key No. 
1002. 

This car was in possession of 
Charles W. Frederick when last 
seen. Claims to be president of 
Ozark Travelers Aid. Age about 64. 
Weight between 160 and 170 pounds. 
Height about 5 feet 8 inches. Brown 
hair—N. M. Looper Motor Co., 
highway 64, Clarksville, Ark. 

+o e - 


Most Interesting 


We have found “Dealers Tell Me” 
column always quite informative, 
interesting and on topics of great 
interest to dealers. We believe this 
column is one of the features which 
make Automotive News the periodi- 
cal that is the most interesting of 
the many ones we receive on the 
industry.—Sam G. RaHALL, presi- 


multiple dependencies is still the 
“golden goose” of American pros- 
perity. To hamper it further by 
an unfair labor law, which could 
put this great industry at the 
whim of a labor dictator, would 
be all Joe Stalin need ask for.— 
G.M.S. 


ed 


dent, Rahall Motor Sales (Kaiser- 
Frazer), Beckley, W. Va. 


* * * 


Practical Ideas 


Many practical ideas have been 
printed in “Dealers Tell Me” col- 
umn, I always read it.—C. S. Van 
BurKaLow, general manager, Wal- 
ter D. Wood (Chevrolet), Norris- 
town, Pa. 

+ * * 


Outstanding 


I am a close reader of AuTOoMo- 
TIvE News, and to me John Munn’s 
column is the outstanding column 
of the paper. His advice and exam- 
ples are down to earth and are 
readily accessible to large or small 
operations. — M. B. WIson, presi- 
dent, B. & R. Wilson, Inc. (Ford), 
Smithfield, N. C. 


Coming Events 


JANUARY 

Jan, 10-14—Detroit (Book-Cadillac hotel) 
Annual meeting, Society of Automotive 
Engineers. 

dan, 17-19—Edgewater Park, Miss. (Edge 
water Gulf hotel). Annual convention 
Truck-Trailer Manufacturers Assn. 

Jan, 24-27 — San Francisco (Civic audi 
torilum), Annual Convention and Equip- 
ment Show of NADA, 

FEBRUARY 

Feb. 18—Omaha (Fontenelle hotel). An 

nual meeting, Nebraska New Car Dealers 


Assn. 
MARCH 

March 25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au 
tomobile Dealers Assn. 

March 25-28—Toronto (King Edward ho 
tel). Annual convention, Canadian Auto- 
motive Wholesalers Assn. 

March 29- Apr. 1—Toronto (National Ex 
hibition grounds), Canadian automotive 
service show. 

OCTOBER 

Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 
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Listen to what people “In the know” 
are saying about the 


Great New 
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Favored Over Profits Levy... 


Study Graduated Tax 
On Corporations 


By William 

Washington Correspondent 
YY AssINGTON. —A_ graduated 

corporation tax as an alterna- 

tive to a peacetime excess-profits 
levy is being given earnest study 
by a sizable number of both Dem- 
ocrats and Republicans in the new 
Congress, according to authorita- 
tive Capitol Hill sources. 

The excess-profits tax proposal, 
advanced by President Truman 
last summer in a message to Con- 
gress, is said to be distasteful not 
only to the GOP holdovers but also 
to many staunch administration 
supporters. 

Influential Rep. Monroney, Ok- 
lahoma Democrat, went on rec- 
ord last week with others in ex- 
pressing the hope that 
would not be pressed to institute 
such an impost. He said he would 
prefer a revision of the regular 
corporation tax to put it on a 


Chrysler Sued 
By N. Y. Dealer 
For $250,000 


ALBANY, N. Y.—A $250,000 suit 
which may have a vital effect on 
all factory-dealer relationships in 
New York has been filed against 
Chrysler Corp. by Clarence E. 
Preston of Preston Motor Sales 
(DeSoto), Oneonta. 

Preston’s main contention is that 
his original contract with the 
Chrysler company, under which the 
company had the power to cancel 
without cause, was unilateral in 
effect and therefore contrary to 
public policy. The contract which 
was cancelled by Chrysler was 
executed at Detroit in September, 
1939, Preston said. 

In his complaint Preston charged 
that although he fulfilled all con- 
ditions required in the contract, 
Chrysler cancelled it and failed to 
deliver automobiles to him, caus- 
ing him serious damages. 

He also charged the corporation 
with failing to carry out stipula- 
tions of a modified contract, en- 
tered into in 1941. At that time, 
in return for Preston’s agreement 
to continue in business during the 
war emergency, Preston said. 
Chrysler waived its right to cancel 
the contract for a definite period 
after the end of the emergency. 

Under this modified contract, 
Preston Motors was to maintain 
an establishment for the furnish- 
ing of parts for, and service and 
repairs to the products manufac- 
tured by the Chrysler Corp., and 


to furnish promotional and adver- bil 


tising matter displaying the name 
of the corporation. 

A new contract entered into by 
Preston and Chrysler increased the 
service contracts and territory cov- 
ered by Preston Motors. Preston 
charged he spent large sums of 
money to carry out the terms of 
the contract, but that Chrysler, in 
Juné of 1945, broke the contract 
by reducing the area and services 
of Preston Motors, and since that 
time has failed to perform the 
conditions required of it. 

Chrysler Corp. has entered a gen- 
eral denial of all allegations, and 
defended its right to cancel the 
contract. 





DOUBLE CELEBRATION—Dua! honors were awarded to K. R. Bishop 
dealer, who was feted by his employes on the occasion of his 25 
resented with the Ford Four-Letter dealer award by 


Ford 


Ford dealer. At the same time he was 


graduated basis somewhat simi- 
lar to the individual tax. 

Without committing itself, the 
Treasury, at Monroney’s request, 
prepared figures showing that a 
graduated schedule proposed by 
some members of Congress could 
raise $2 billion additional revenue 
at the present level of corporate 
income. 

a * > 

HE SCHEDULE under discus- 

sion—which is wholly unofficial 
and does not bear the approval of 
the Democratic leadership in the 
new Congress—calls for rates on 
corporations as follows: 

Ten percent on the first $10,000 
of corporate taxable income; 20 
percent on the next $10,000; 30 per- 
cent on the next $30,000; 35 percent 
on the next $200,000; 40 percent 
on the next $750,000; 45 percent on 
the next $1 million, and 50 percent 
on all taxable income above $2 
million. 

The existing regular normal cor- 
poration tax is 25 percent on the 
first $25,000; a graduated rate rang- 
ing from 25 percent to 38 percent 
on income between $25,000 and $50,- 
000, and 38 percent on all above 
$50,000. 

Those who favor this sort of 
a tax to an excess profits levy 
point out that it would be more 
broadly spread among businesses 
and would avoid the great diffi- 
culty experienced in determining 
what profits are normal and what 
profits are excessive. 

But the proposal is not without 
its opponents. Some of the experts 
have pointed out that it might turn 
out to be quite an inflationary de- 
vice—corporations, instead of cut- 
ting prices, might boost prices to 
offset the effect of the increase 
and thus pass on the added taxes 
to the customers. 

> . . 
'TTHE ORIGINAL administration 
idea in proposing an excess 
profits tax as a counter against 
inflation was that it would induce 
some corporations to cut prices. 
When President Truman 


message to Congress he merely 
asked for higher corporation 
taxes. He urged then that an ad- 
ditional $3.2 billion be raised 
from that source without indi- 
cating the process by which it 
should be done. 

In the 80th Congress a group of 
House Democrats, led by Rep. Ray- 
burn, then minority leader—now 
speaker—proposed a modified ex- 
cess profits tax and slightly higher 
personal exemptions as a_ substi- 
tute for the Knutson tax reduction 

1. 


But Rayburn’s proposal was re- 
jected, 159 to 258. 


K-F vs. Otis Trial 
Stays in N.Y. 


NEW YORK.—tTransfer to Cleve- 
land of Kaiser-Frazer Corp.’s $19,- 
276,069 suit against Otis & Co. 
Cleveland brokerage firm, was re- 
fused last week by Federal Judge 
Sylvester J. Ryan. Otis sought the 
transfer on the grounds that its 
principal office is in the Ohio city 
and that witnesses would be incon- 
venienced in traveling to New York. 


right), Paris (It.) 
anniversary as @ 


O. F. Yando (left), sales manager for the Indianapolis district. 












SANTA STYMIED—This seasonal window display by MacVicar Motors, Inc. (Lincoln-Mer- 


cury), Rapid City, S. D., shows 


him —? to patch a "b 
station wagon. A. N. MacVicar reports that the id 


lowout"’ on his Mercury 
lea won first place in the local merchan- 


dising display contest sponsored by the junior chamber of commerce. 


By Bernie 
Associate Editor 
With registration statistics al- 
most complete for 11 months, 
Chevrolet appears to have captured 
both the car and truck sales race 
for 1948. 

Latest tabulations reported by R. 
L. Polk & Co. show Chevrolet al- 
ready having 638,515 new cars reg- 
istered in 1948, or only 2,194 less 
than this GM division titled in all 
of 1947. Car registry figures from 
five states for November and all 
states for December are still un- 
reported for all makes. 

Pulling up second in car sales 
again is Ford, with a command- 
ing lead over Plymouth in third 

Latest figures credit Ford 
with registering 417,098 cars; 

Plymouth, . 

Taking firm holds on fourth and 
fifth place, respectively, to give 
General Motors’ makes three spots 
in the first five, are Buick and 
Pontiac. The former shows 220,895 
cars registered; the latter 205,116. 

+. 


LTHOUGH almost certain to 
+*% drop a notch from its 1947 
standing, Dodge perches safely in 
sixth place in 1948 with 189,286 
cars titled, or more than 25,000 
ahead of Oldsmobile’s 163,473. 

After ending up 10th in 1947, 





New Stock Issue 
Asked by Playboy 
To Start Output 


BUFFALO. — Playboy Motor Car 
Corp. last week had launched a new 
attempt to raise at least $2,900,000 
to finance the production of a small 
automobile in a former Chevrolet 
plant here on Kenmore Ave. 

The corporation registered with 
the Securities & Exchange Commis- 
sion 1,000,000 shares of common 
stock, Class A, 20 cents preferential 
series, $3 par value, and 1,000,000 
shares of common stock, Class B, 
5 cents par value, to be offered pub- 
licly in units of one share of each 
class, 

Playboy said the offering price, 
underwriters and underwriting 
terms would be filed by amendment. 
According to the prospectus, the 
proceeds of the sale would be used 
as follows: 

Installments on plant, $500,000; 
equipment, $1,000,000; outside tool- 
ing, $125,000; engineering, $135,000; 
pre-production expense, $340,000, 
and working capital, $800,000. 

“The purpose of the offering is to 
finance a limited production of 
12,000 Playboy convertible coupes 
per year on a two-shift basis,” a 
company announcement said. 

The company, which so far has 
produced only pilot models, esti- 
mated that the price range of the 
cars would be $1,300 to $1,500. It 
was explained that original plans to 
sell the car for $985 f.o.b. Buffalo 
had been changed under the limited 
output program because of increased 
production costs. 


Dealer Gives Car to Aid 


Fire-Stricken Family 
BENTON, Ill.—Benton Motor Co. 
donated a used car for an auction 
to aid John Eldridge, father of six 
children, whose home here was de- 
stroyed by fire. 
The car netted $212, which was 


added to $275.30 raised at a theater 
benefit and other sums raised by 


individuals. 


It’s Chevrolet Again 


Holds Big Lead in ’48 Car and Truck Sales; 
Ford Runner-up in Both Classes 


Studebaker has an iron grip on 

eighth place in 1948 with 129,002 
cars registered. Mercury, eighth 

in 1947, should get ninth spot in 

1948, holding a 20,000 unit lead 
a Kaiser’s sales total of 102,- 

However, Kaiser is on the way 
to making the biggest 1948 sales 
jump in the industry. Virtually sure 
of 10th place, Kaiser was 14th in 
1947. 

An excellent production year as- 
sures.Hudson of jumping one spot 
in 1948. Hudson at present has a 
slim lead over Nash for 11th place. 

o o +. 


HE REST of the entries in the 

listing seem certain to wind up 
according to a pattern already set 
as follows, from 12th to 20th: 


12. Nash; was ninth in 1947. 

13. ‘Chrysler; 11th in 1947. 

14. DeSoto; 13th in 1947. 

15. Packard; 17th in 1947. 

16. Frazer; same in 1947. 

17. Cadillac; 14th in 1947. 

18. Lincoln; same in 1947. 

19. Crosley; 20th in 1947. 

20. Willys; 19th in 1947. 

According to tabulations from 
all states during 1948 through 
October and another 43 states in 
November, Chevrolet also has a 
clear-cut lead for the 1948 truck 
sales leadership. 

Ford, with 211,024 trucks regis- 
tered, again is running second be- 
hind Chevrolet’s 273,933. Then fol- 
lows the only significant change in 
the truck listing: International, 
with 117,033 trucks titled, leads 
Dodge’s accounting of 104,339. 
Those positions were reversed at 
the end of 1947. 

Willys, with 70,913 trucks regis- 
tered, holds the same fifth place 
rating it ended up with in 1947. 
Following are GMC, Studebaker, 
White and Reo in that order (the 
same sequence as in 1947). 

Switching places in 1948, Dia- 
mond T’s registry of 9,955 com- 
ge units is ahead of Mack’s 

The rest of the truck makers 
complete the field in the following 
order: 

. Diveo; was 13th in 1947. 

. Federal; 12th in 1947. 

. Brockway; 15th in 1947. 

. Autocar; 14th in 1947. 

. Crosley; no 1947 rating. 

. FWD; same as in 1947. 

. Sterling; same as in 1947. 

. Kenworth; no 1947 rating. 

. Ward LaFrance; 19th in 1947. 

Hudson, which placed 16th in 
1947, had registered only 116 units 
in 1948, according to latest avail- 
able figures. 


, | day. 










Packard to Open 
National Service 


Parley Jan. 12 


DETROIT. — Packard Motor Car 
Co.’s regional and zone parts and 
service managers will attend their 
first postwar national service con- 
ference here this week. 

More than 30 field men will be 
present at the conference, which 
will begin Wednesday (Jan. 12) and 
continue through the following Fri- 
They represent all Packard 
regional and zone offices throughout 
this country and Canada, as well as 
the company’s Export division. 

Karl M. Greiner, general sales 
manager, will sound the keynote of 
the three-day program to be headed 
up by E. D. Longenecker, parts and 
service manager. 

Longenecker’s entire staff will 
take part in the program. Those in 
the field organization expected to be 
present include: Eastern regional 
parts and service manager J. M. 
Kaelin; J. W. Dimmock, New York 
zone; R. M. Bent, Boston; D. S. 
Southworth, Buffalo; Milton New, 
Philadelphia, and W. E. Whitesell, 
Washington. 

Central regional parts and service 
manager R. Y. Weller; H. N. John- 
son, Detroit; W. V. Mulloy, Cleve- 
land; E. M. Nelson, Pittsburgh; 
N. M. Houk, Cincinnati, and W. N. 
Hall Atlanta. 

Midwestern regional parts and 
service manager D. S. McNally; 
J. K. Williams, Chicago; R. Stevens, 
Minneapolis; R.S. MacArthur, Kan- 
sas City; W. Gardham, St. Louis, 
and J. G. Sliter, Dallas. 

Pacific Coast regional parts and 
service manager F,, O. Russ; C. P. 
Pratt, San Francisco; L. P. Butts, 
Los Angeles; W. A. Townsend, Port- 
land; G. W. Pratt, Salt Lake City; 
J. A. Hinote, Reno, and A. S. Peder- 
sen, Phoenix. 

Canadian zone offices will be rep- 
resented by G. O. Rutherford, Wind- 
sor; J. O. Touchette, Montreal, and 
H. S. Aspinall, Toronto. In attend- 
ance from the Export division will 
be R. W. Helwig, F. R. Crossley, 
W. S. Valentine and Ralph Haynes. 


Tax Indictment 
Hits J. C. Carter, 
Florida Dealer 


JACKSONVILLE, Fla. — J. C. 
Carter, head of J. C, Carter Co., 
Inc., Buick dealer here at 39 E. 
Ashley St., was free last week on 
$1,500 federal bond on charges of 
income tax evasion. 

He was arrested when he sur- 
rendered to the U. S. marshal’s 
office, following grand jury indict- 


ment. 

The indictment alleges that dur- 
ing the years 1943-46, inclusive, Car- 
ter filed false returns in what was 
termed an attempt to swindle the 
government of a sum approximat- 
ing $25,000. 


Garage Bankruptcies 
Increase in Canada 


OTTAWA, Ont. — There was a 
sharp upswing in the number of 
commercial failures in the garage 
business in the third quarter of 
1948, the Canadian government re- 
ported here. 

Eight such bankruptcies were 
registered compared with three in 
the same period in 1947. In the first 
three quarters of 1948, 23 such 
bankruptcies were recorded as 
against nine in the corresponding 
period of 1946. 








UNCLE SAM AND STUDEBAKER—Tourists and residents of Bradenton Beach, Fla., welcome 


the appearance of "Uncle Sam" in the person of H. 
postal fraternity known as the "Star Route Service." 


C. Ditmas. Ditmas is a member of the 
He uses two 1925 Studebaker models, 


one of which he calls the ‘town car."" Ditmas has been delivering the mail on his Bradenton 


route for more than 20 years. 











re 


ae 


oe a ee he rh OD 


-- lUmTUlUMMMUC 











AUTOMOTIVE NEWS, JANUARY 10, 1949 _ 





KAISER-FRAZER 
100% FACTORY 
NEW-CAR WARRANTY 
POLICY? 











1. THE OWNER. His pride in his car 
and faith in K-F dealer integrity gets a 
tremendous ‘‘booster shot’’ from the 
friendly service any K-F dealer can afford 
to give him under this policy. While the 
owner is traveling during the new-car 
factory warranty period, service by the 
away-from-home dealer is as prompt 
and courteous as the service given by the 
dealer who sold the car. 


2. THE DEALER. With the factory pay- 
ing the bill for all new-car factory war- 
ranty work done on any KAISER or 
FRAZER car by any K-F dealer, such 
warranty work stops being a nuisance 
and becomes a dependable source of 
service department profits. We pay our 
dealers full retail price on labor and full 
cost of parts on such warranty work. 


3. KAISER-FRAZER. We’ve built the 
world’s fourth largest dealer organiza- 
tion in two short years—and put more 
than 325,000 fine cars in the hands of 
satisfied and influential owners. We’ve 
done this by finding new ways to earn 
the loyalty of both dealers and owners 
—of which our 100% factory new-car 
warranty policy is only one example. 


KAISER-FRAZER SALES CORPORATION 
Willow Run, Michigan 
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Auto Costs Face 
New Boost as 


Freight Goes Up 


WASHINGTON. — Auto makers’ 
costs headed upward again last 
week when the ICC granted rail- 
roads an interim boost in freight 
charges averaging slightly over 5 
percent. 

The increase is of a blanket na- 
ture and applies to raw materials 
shipped to assembly plants as well 
as finished vehicles delivered 
throughout the nation. 

The increases announced will re- 
main in effect until the ICC rules 
on the railroads’ request for a per- 
manent 13 percent hike in freight 
rates. 

In Detroit, meanwhile, ICC ex- 
aminers heard statements from 
Chrysler Corp. officials at a closed 
hearing on the rate-discrimination 
petition against Ford and General 
Motors. 

Chrysler and the independent 
auto producers have joined in de- 
manding relief. 





PS) @ Atleast that’s been proved in retail sell- 
ing—to the advantage of merchants all 
over the country. And automobile dealers 
who have transformed their showrooms 


THIS PICTURE OF AN AUTOMOBILE SHOWROOM in Lawrence, 
Kansas, shows how “open vision” design—in which an attractive 
interior is utilized as a powerful display feature—gives a show- 
room attractiveness, smartness and sales appeal. “Pittsburgh” 
modernization should not be regarded as an expense—but, when 
adequately planned, as an investment that brings worthwhile 
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As Truman Gives Program er 





Hopes Dim for Early Change in Reg. W 


(Continued from Page 1) 

him more support than the old, 
President Truman recommended 
legislation to continue the power 
to control consumer credit and en- 
large the power to control bank 
credit. 

Highlights of Truman’s requests: 

1. A $4 billion increase in taxes, 

aimed chiefly at corporations. 

2. Power to impose sweeping 
controls, to curb wages and 
prices, power to allocate key ma- 
terials in short supply. 

3. Repeal of the Taft-Hartley 

labor law. 
4. Broadened social security pro- 


In 1904, the “Auto-Bolide” thrill- | gram 


ed Frenchmen. A tunnel was erect- 
ed above the audience, with an 
opening in the ceiling. A car 
steered by a man, would coast 
through this tunnel and clear a 
80-foot leap while turning a somer- 
sault. 


to Buy or Sell something? Try 


Want 
AUTOMOTIVE NEWS Want Ads! 


with modern “open vision” 
which the entire showroom 


comes, in fact, an eye-catching, impres- 
sive and sales-producing display—have in- 
creased their list of customers; boosted 
their sales and profits. They’ve found, by 
doing a thorough remodeling job—no half- 
way measures!—that this has been a real 
investment in the future of their business. 

You, too, can achieve the same results. 
Why not plan now to remodel your show- 


returns. Architect: Verner Smith, Lawrence, Kansas. 


“PITTSBURGH” 





PITTSBURGH 


GLASS - 


PAINTS - 


CHEMICALS - 


PLATE 


5. Authority to build steel plants 


Baum-Liberty Names Reno 

Milton K. Reno has joined Baum- 
Liberty Motors, Inc. (Studebaker), 
Pittsburgh, Pa., as director of serv- 
ice. He was formerly with Metro- 
politan Buick Co. as service man- 
ager. 


if necessary to end shortages. 
6. Universal military training. 
7. Aid to farmers. 
8. Civil Rights law. 
* * ? 
N OPPOSING stiff credit con- 
trols, Rep. Patman asserted that 





Clevelanders Seeking 


‘Immediate Delivery’ 

CLEVELAND. — A poll con- 
ducted here by the Cleveland 
Press reports that almost half 
of those questioned would buy 
new cars now “if they could get 
immediate delivery.” 

Among those not in the mar- 
ket for a new car, 40 percent 
blame “too high prices,” 24 per- 
cent say they don’t need a new 
car, while 15 percent maintain 
they don’t want to go into debt 
to buy a car. The remaining 21 
percent offered varying reasons. 








designs — in 
interior be- 


Address 


City 


BRUSHES - 
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Pittsburgh Plate Glass Company 
2088-9 Grant Building, Pittsburgh 19, Pa. 


Powe whore it pays 


room with Pittsburgh Glass and Pittco 
Store Front Metal? 

Talk over your needs with your archi- 
tect. He’s thoroughly familiar with Pitts- 
burgh Products. And he will see to it that 
you get a well-planned, economical design. 
We'll be glad to cooperate with both of 
you in every way. Also, if you wish, you 
can arrange for convenient terms through 
the Pittsburgh Time Payment Plan. 

Meanwhile, get your free copy of our 
fully illustrated book, “Modern Ways for 
Modern Days.” It contains scores of ex- 
amples of “Pittsburgh” modernization 
jobs. Fill in and return the coupon below. 





Without obligation on my part, please send me a FREE copy of 
your book, “Modern Ways for Modern Days.” 
i citnwesn bausubousensien nupsiel 


PLASTICS 


COMPAN Y 











“a credit squeeze is being imposed 
by the Federal Reserve Board that 
can start a chain reaction leading 
to a wholly unnecessary depression. 
Already warning signals are ap- 
pearing like led up to the 1929 
panic.” 

Patman said that he was par- 
ticularly concerned over how the 
present credit squeeze is hitting 
small business and depriving mil- 
lions of people of the chance to 
buy automobiles. 

FRB’s Evans indicated that the 
board was fully aware of the prob- 
lem facing the dealers and is pres- 
ently studying every phase of oper- 
ation of the control nationally. 

NADA said after the confer- 
ence that it would continue vig- 
orously its efforts to achieve 
some remedy in the situation, but 
pointed out that the “fact must 
be faced that there are no pres- 
ent prospects of amendment to 
Regulation W.” 

“In light of these and other 
facts,” NADA said, “dealers will be 
well advised to intensify their mer- 
chandising and selling efforts.” 


Chrysler Plans 
‘Medal of Merit’ 


Service Award 


DETROIT.—Chrysler division an- 
nounces the creation of a “Medal 
of Merit” service award, to be giv- 
en to dealers meeting a newly- 
established and flexible standard of 
excellence in service operations. 
Eligibility will be determined by 
the individual dealership’s point 
score against 25 factors that can 
be reduced to absolutes, the com- 
pany said. 

These 25 factors take into con- 
sideration all elements involved in 
a service operation; namely, man- 


agement, personnel, equipment, 
adequate space, efficient layout and 
departmentalization. 


To score the required number of 
points, a dealership must have 
strength in all of these elements. 
There also will be a factor of pro- 
jected expansion and improvement. 


The required point total will be 
on a graduated scale so that deal- 
erships in various car-allotment 
brackets will have an equal chance. 


The award will be a blue and 
gold citation suitable for display 
in the service department of the 
dealership, with a replica to be 
hung in the dealer’s private office. 


Nominations for the award will 
originate with the district man- 
ager. Upon his recommendation, 
the regional manager will person- 
ally check the establishment under 
consideration. 

When the report is favorable, 
the regional service manager will 
be called on for his verdict. With 
the approval of all three of these 
officials, the request is subject to 
review by the general sales staff 
of Chrysler division. 

Citations will be presented per- 
sonally by regional managers with 
suitable ceremonies. 

In order to assist dealers in pub- 
licizing the fact that they have 
been honored by this citation, the 
factory has prepared a four-page 
folder to be mailed by the dealer 
to all owners and prospects, plus 
advertising in local papers. 


Truckstell Alters 
Convention Plans 


CLEVELAND.—The Truck- 
stell distributor convention, 
originally scheduled to be held 
in San Francisco following the 
NADA convention, has been 
postponed, according to D. W. 
Meyer, president. 

Instead of a general conven- 
tion, the distributor committee 
this year has decided on region- 
al sales meetings, feeling that 
these will give the various dis- 
tributors a better chance to 
train salesmen for the competi- 
tive era ahead. It is hoped that 
the truck field executives of 
Ford, Chevrolet and Dodge will 
be able to attend these regional 
meetings, Meyer said. 
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Before entering a competitive 
market, experienced retail mer- 
chants consider many angles. 
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They check for evidence of cotebitabad 
product position ... for instance the 
reputation for extra value of Dodge 
trucks ... the large number of earlier 
passenger cars and Dodge ‘‘Job-Rated”’ 
models now in active service... the unshak- 
able owner loyalty built through the years. 
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They weigh, too, sound company policies. In 
the case of Dodge these contribute much to 
- making the Dodge dealer agreement the richest 
- prize in the industry. 





i But one advantage is quite unique to Dodge... 
; the stability made possible by the 3-way sales and 
ff service potential of Dodge cars and trucks together 1 


with Plymouth cars, all combined in one agreement. 


There is no other like it. 


DODGE « PLYMOUTH +¢ DODGE ‘‘Job-Rated’’ TRUCKS 





i DODGE DIVISION OF CHRYSLER CORPORATION... 7900 JOSEPH CAMPAU, DETROIT 11, MICHIGAN 











FOB FACTORY 


‘49 Models Blossoming 
In Rainbow of Colors 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


eee of a buyer’s market in passenger cars sug-| inator. 
/% gests a resurgence of novel color treatments for body 

exteriors and innovations in upholstery fabrics and interior 
trim. Kaiser-Frazer already has disclosed plans for a whole 


new dazzling array of body¢— 
colors in the best California 
traditions, and Studebaker 
this week reveals new color treat- 
ments and striking interiors for its 
1949 models. 

Since the end of the war the 
frenzy to obtain almost any kind 
of a new car has outweighed con- 
sideration of such minor details as 
color or upholstery, whereas pre- 
war prospective buyers would pon- 
der for hours the various color 
combinations available, poring over 





A. H. Allen 
catalogs and fingering display mod- offered him. Exceptions, of course, ' tions. Additional paint lines, reser- 


AUTOMOTIVE NEWS, JANUARY 10, 1949 


were the thousands who had indus- 
try connections and could specify 
what they wanted; even there, 
however, the choice was narrowed 
down. 

Once buyers again became choosy 
over details, manufacturers per- 
haps will be inclined to broaden 
their color choices and to intro- 
duce new shades or combinations 
of colors to whet jaded appetites. 
The historic remark attributed to 
the late Henry Ford—“Give ‘em 
any color they want so long as it 
is black”—will rest with its orig- 


* > * 


More Complications 


TYLISTS and designers insist 
the selection of a new automo- 
els. on dealer) bile rests largely with the female 
floors before or-| Segment of the population and that 
dering. the ladies are predominantly in- 
In recent years| fluenced by color, all the more so 
manufacturers| ince increasing color conscious- 
have not been too| mess has entered the home. Th 
concerned over| Poor guy who has to keep the two- 
colors. It was just | tone Cerulean Blue and Desert Tan 
“so many blues, | Sedan looking something like it did 
so many greens,|When it came from the factory 
so many tans, so| Will just have to rub his polishing 
r many grays, etc.” | Cloth a little harder. 
Let the buyer| More colors mean more compli- 
take what was/cations to body finishing opera- 





BACK IN 8.A.—BEFORE AIRFLYTE—John S. 


voirs, pumps, spray guns and re- 
lated equipment are needed, along 
with extra precautions in masking 
where combinations are specified. 

An unexplored idea in colors is 
their adaptation to tire sidewalls. 
The problem of keeping white side- 
wall tires even reasonably clean for 





Goff, president of John S. Goff, Inc. (Nash), 


e Portiand, Me., is shown at the wheel of his 1918 Nash, used to publicize 1949 Nash Airflyte. 


any period of time is almost be- 
yond solution. 

Why not, then, blue sidewalls, 
green sidewalls, gray sidewalls, 
even magenta sidewalls? The 
color might be selected to har- 
monize or contrast with the body 
hue and thereby create an en- 
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No. 5050 Glove Compartment Gauge 
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EQUIP EVERY CAR YOU SELL WITH A 


It’s LOW COST 
TIRE LIFE INSURANCE 


It’s only natural that car buyers want to get EXTRA 
safety, EXTRA mileage, EXTRA comfort out of 
their new tires. Be sure there's a handy gauge in the 
glove compartment of every car you sell. 

Many miles of tire life and comfort can be LOST if 
exact pressures are not maintained at all times. This is 
especially true with extra low pressure tires. 

So include a Schrader Glove Compartment Gauge 
as “optional equipment” that goes with every car. 
Your customers will thank you when they get greater 
safety, longer tire life, freedom from flats, finer riding 
and steering comfort, and a way to check tire pres- 
Sures, wherever they are. 

See your regular supplier today for a complete 
stock of world-famous Schrader Gauges. 


7 
A. Schrader’s Son—P.O. Box 240, Brooklyn 1, N.Y. 
i 


A. SCHRADER'S SON 
Division of Scovill Monufac- 
turing Company, Incorporated 
BROOKLYN I7,NEW YORK 


So er 
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Glove Compartment Gauge 


GOOD WILL AND EXTRA DOLLARS FOR YOU! 


1. Big Half-page Advertisements in p 
November Saturday Evening Post and 
Country Gentleman tell why car 
owners should have their own per- 
sonal gauge. 


2. Streamers, prominently displayed, 
are constant reminders to your cus- 
tomers to own their own handy gauge. 








3. Giant Display Poster in color for » 
use in sales and service areas drives 
home the same important message. 





Schrader gives you absolutely free, the above tie-in advertising 


materials. You get them by simply mailing this coupon. 


Send me at once: 


Display poster 28 x 42 0 
Window streamer 24 x 9 (2) CT) 
Reprints of advertisement CD 
Name & Title : 

Company. 

Address 
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tirely new overall effect. 


Rubber compounders should be 
able to work out the necessary pig- 
ments to produce a wide range of 
colors, since if they can make 
black or white they ought to have 
little trouble with the in-between 
shades. There again, however, the 
| problem of manufacture and dis- 
tribution, keeping different colors 
separated and the stocking of re- 
| placement warehouses, gets a little 
snarled. 





o + . 

Merry Christmas (Delayed ) 
L2tra from a Chicago friend: 

“On Dec. 17 I took delivery on 
a 1949 four-door custom sedan. The 
early delivery I received was sur- 
prising. I purchased the car from 
a dealer who has had all my serv- 
ice work the past eight years. 

“I had discussed the 49 model 
with him informally in_ recent 
months, but it was not until about 
six weeks ago or less that I told 
him I wanted one for spring de- 
livery. He said he would put me 
down, would accept no money 
down. 

“There the matter rested until 
Dec. 11 when I stopped in his 
agency to pay a bill. In an offhand 
way I asked how deliveries were 
stacking up and he asked if I was 
getting anxious. I assured him I 
wasn’t—was merely inquiring. 

“Then he asked if I would like 
a car for Christmas. This took 
my breath away, but I asked 
what he had in minds He showed 
me a maroon metallic which I 
could have refusal on; and with 
or without tradein of my old car 
—it made no difference to him. 

“The car had more in the way 
of accessories and appointments 
than I probably would have speci- 
fied, but he said the car was just 
as he received it from the factory 
except for undercoating which he 
had applied. It had radio, heater, 
electric clock, sideview mirror, 
front grille guard, trunk guard, 
seat covers, oil filter, oil bath air 
cleaner, white sidewall low-pres- 
sure tires and wheel rings. 

“In its essentials, the car was 
pretty much what we would want 
in the spring, and maybe we 
couldn’t get exactly what we would 
want then. So we closed the deal 
and turned our old car over to the 
youngsters. 

“Please tell me if new-car deliv- 
eries are slackening off, or whether 
my dealer really did me a favor.” 


Philadelphia L-M Dealer 

| Televises Opening Fete 

| Hollywood may preview its 
films with searchlights, celebri- 
ties and fanfare, but an entirely 
new kind of premiere was in- 
augurated when Philco station 
WPTZ staged a television show 
for the formal opening of a Phil- 
adelphia showroom. 

Hundreds of invited guests at- 
tended the gala opening of Ger- 
mantown Lincoln-Mercury, Inc. 
WPT1Z televised 30 minutes of 
the special one-hour show featur- 
ing local television personalities. 
The program used a new Lincoln 
convertible for a stage setting. 
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That “waffle” you see coming hot 
off the griddle is the “luxury layer”’ 
of an automobile cushion. 


It’s made of Hewitt Restfoam! 


And it’s one of the major comfort 
improvements that make the new 
cars ride so smoothly. You see, 
Restfoam is a luxurious cushioning 
material that yields to every con- 
tour of your body. Yet it gives you 
firm, natural support. 


What’s more, Restfoam is light- 
weight, sanitary, long-lasting. It is 
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cars you offer are cushioned with 
nationally advertised Restfoam. 


self-ventilated by millions of tiny, 
interlaced air cells. And it keeps 
its shape—for keeps! 


Millions of riders in cars, planes, 
trains and buses are becoming accus- 
tomed to this extra comfort. You 
can sell them more easily when the 


REST 


HEWITT RESTFOAM DIVISION, 


HEWITT-ROBINS 


( 


For further information about Rest- 
foam, call George P. Hooper, Man- 
ager of Automotive Restfoam Sales, 
1914 Fisher Bldg., Detroit 2. Phone 
TRinity 3-6970. 
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Expensive Cars 
Beg for Sales 
In Louisville 


| LOUISVILLE. — The outlook for 
1949, in the opinion of local dealers, 
indicates a steady falling off in de- 
mand and prices of used cars, sales 
of which are generally conceded to 
be around 30 percent below what 
they were when Regulation W be- 
came effective. Used-truck sales 
have also been off considerably. 

In new cars it is felt that the 
lower-priced field, including Chev- 
rolet, Ford and Plymouth, will con- 
tinue fairly active well into the 
year. In the higher-priced field, at 
least some dealers have cars on 
hand, the best showroom stocks in 
years and in fact are reported to be 
making very prompt deliveries. 

In new trucks all dealers are well 


supplied other than in pickups. 
Panels are moving slowly. 

There is no doubt but that the 
higher-priced car dealers do have 
cars on hand and need sales. On 
the other hand, lower-priced car 
dealers are still taking orders, and 
it may still be several months be- 
fore anyone can obtain immediate 
delivery. 

Repair parts, accessories, etc., are 
in much better supply than they 
were, dealers say. 

Service departments are generally 
quite busy, due to the fact that 
there are far more cars on the road 
today than at any previous time in 
the history of the industry. 


Ryan Motor Formed 


Articles of incorporation have 
been filed by Ryan Motor Sales, 
Sioux Falls, S. D., listing authorized 
capital at $75,000. Directors are Pat 
Ryan, F. H. Wiedenman and Eu- 
gene ©. Mahoney. 


Saleswoman 
Mrs. Calligan Outsells Men 


At K-F Dealership 


MINNEAPOLIS.—Proof that the 
fairer sex can do as well as men 
in selling automobiles is found in 
Minnesota’s only feminine car 
salesman, Mrs. Helen Calligan of 
Northwest Kaiser-Frazer Motors. 

Mrs. Calligan joined Northwest 
four months ago and soon began 
outselling her male colleagues. 
From the start she has sold an 
average of five cars a month. 

J. L. Conlon, her boss, says she 
has proven how automobiles can 
be sold well by anyone, man or 
woman, who studies the product. 
Mrs. Calligan says that there is not 
only a place but a definite need 
for women in this field. 





o Buy or Sell something? Try 


Want t 
AUTOMOTIVE NEWS Want Ads! 





Get your 
mechanics off 
the floor 


—and you cut shop costs 


up to 50% 


FAMOUS ROTARY DEPENDABILITY 





ROTARY 
FREE-WHEEL LIFT 


Write for complete story and name of distributor near you. 


ROTARY LIFT COMPANY, 1037 KANSAS, MEMPHIS, TENN. 









ROTARY 
ROLL-ON LIFT 
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ROTARY 
TRUCK LIFT 
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Short Takes 


The Christmas card N. F. Law- 
ler, Nash advertising director, sent 
to newspaper ad managers was so 
effective it backfired. 

Neatly done in red and green— 
to give it the Christmas “touch”’— 
the outside flap read: “Please in- 
sert enelosed copy December 25, 
1948, and January 1, 1949.” 

Inside, there appeared a beau- 
tiful picture of the ’°49 Nash with 
“Yes, Nash Goes All the Way— 
to Extend Best Wishes for,” etc. 
—and bearing Lawler’s signature. 

But here’s the rub: Lawler re- 
ceived scores of telegrams from 








INSTALLATION COST 


Sis 








. at the factories 


the advertising managers askin; 
him to rush the mat for the ad 
+ * 


Airborne Executives 


Edgar Kaiser, general manager of 
Kaiser-Frazer, flies an average of 
more than 100 hours per month in 
company-owned and operated air- 
craft to transact business in the 
widespread Kaiser industrial em- 
pire. 

Not far behind in total miles 
flown is Clay P. Bedford, vice-presi- 
dent in charge of manufacturing. 
Many of the important policy deci- 
sions affecting the corporation are 
said to result from conversations 
held aloft while en route from one 
plant to another. 

> * * 


Mason, Too 

Also regarded as a keen air 
traveler is George Mason, Nash 
president, who not only likes 
travel by company plane but also 
owns his own four-place Howard 
monoplane. 

On the other hand, H. C. Doss, 
sales vice-president, travels by air 
whenever necessary but much 
prefers a train. 


Rice’s Reception 

Although he lives far outside De- 
troit, Bill Rice, Plymouth’s director 
of service, bought himself a tele- 
vision set and hired an expert to 
install it. 

The expert worked all one day 
getting things set up but failed to 
complete the job before nightfall. 
As a temporary measure, he stuck 
various wires and metal rods into 
the ground to act as an aerial un- 
til he could complete the job. Re- 
ception worked out fine. 

A few days later, the installer re- 
turned. However, the completed job 
proved unsatisfactory. Finally, after 
much adjusting and changing, 
things were set correct but recep- 
tion never has quite come up to 
that first installation, Bill’s friends 
declare. 


2 Ohio Auctions 
Get Tax Offer 


TOLEDO.—An offer to settle for 
$1,000 back fees allegedly due the 
county on used-car auctions con- 
ducted by Earl (Doc) Greiner and 
the Toledo Auto Auction was made 
last week by Prosecutor Joel S. 
Rhinefort. 

Rhinefort said the settlement 
would be accepted in lieu of an 
examination of the two auction 
firms. The fees are demanded 
under Ohio’s 107-year-old statute 
which requires a 2 percent payment 
on auction sales. Greiner has since 
moved his auction operation across 
the Ohio state line into Michigan. 





Swan-Rawls Motor Co. 
Swan-Rawls Motor Co., Inc., New 
Bern, N. C., has been organized 
with capital stock of $75,000 to deal 
in automobiles. Principals are H. 
G. Swan, W. F. Rawls and Helen 
Swan. 





25 YEARS AGO—The progress of V@ite 
Chevrolet Co., Zanesville, O., is exemplified 
by comparing the wrecker the company used 
in 1924 with the two units in use now. The 





company has been a Chevrolet dealer for 
34 years. 
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Here You Are, 
Mr. Parts Manager: 


PATENT APPLIED FOR 





VERY SIMPLE! These S-P- (small parts) BOXES oper- 


ate like drawers, fitting into 4” bin openings. Size, 11x3%4 
inches. Smaller boxes nest inside them (see photo). 


VERY CH EAP! You buy 24 S-P-Boxes as illustrated 
(each having four smaller boxes nested inside) for $6.80, 
postpaid. 


EASY TO FIND P ARTS! Simply staple your bin- 
labels to the nesting boxes, as shown. VERY CONVENIENT 
for ordering and for inventory. Easy to change labels, to 
interchange nesting boxes. 


VERY FLEXIBLE! Steel drawers, besides being far 


more expensive, are rigid and cannot be adjusted for 
group sequences. With S-P-BOXES, the smaller nesting 
boxes can be shifted as desired. 


SPECIAL 
S-P-BOX CASE 


FOR 


WHOLESALE 


_, MERCHANDISING 


to independent garages 
and fleet owners 


. - - also ideal for 

your Radio Department, and additional small parts 
storage wherever needed. Has 24 drawers with nesting 
boxes as pictured above. Cost postpaid $10.60. 





$-P-BOXES 


VERY DURABLE! S-P-Boxes and the nesting-boxes 
are made of heavy chip-board, covered in the standard 
dark green color of your bins. Sturdy construction. 


Now in Use by Hundreds of Dealers, who 
report that their Bin Bay Capacity is increased 3 or 4 times! 


THE ANSWER TO YOUR QUESTION, "Where can 
| find more room for these Small Parts?" YOU'VE 


GOT THE ROOM NOW when you sub-divide it with 
neat, efficient S-P-BOXES! 





SEND YOUR CHECK 
$6.80 PER SET 


(If you please—no C.O.D.'s) 
ONE SET consists of 24 S-P-Boxes as pictured above—a total 
of 120 individual boxes, 1980 cu. in. capacity, for $6.80. 


TWO SETS $13.60 FOUR SETS $27.20 
THREE SETS $20.40 FIVE SETS $34.00 
SIX SETS $40.80 


Shipped in heavy cartons, parcel post postpaid. Guaranteed 
100% satisfactory or money refunded . . . Mail check to 


DRAPER DISTRIBUTING CO. 


1450 N. MICHIGAN AVE. BOX 530 SAGINAW, MICH, 


13 






Will Quadruple Your Space in Small Parts Bins and Tables! 











14 





AUTOMOTIVE WASHINGTON 


CIO Attemp 


AUTOMOTIVE NEWS, JANUARY 10, 1949 


ting to Sell 


Industry Control Plan 


By William Ullman 

Washington Correspondent 
Ts CIO LAST WEEK instituted a campaign among 
members of Congress to sell its industry council plan, 
under which labor would assume management authority in 


key. industries. The industry council 
tionary in concept, was first proposed 
Murray in 1940 and is being @— 


revived as a part of postwar 
planning. It was given re- 
newed approval at the recent CIO 
convention. 

Congress will be pressured for leg- 
islation to compel industry accept- 
ance of the scheme. Under Murray’s 
proposal, a national production 
board would be set up to work out 
an over-all program of production 
for key industries, The board would 
include representatives of labor, 
agriculture, government and man- 
agement. 


ay which is revolu- 
y CIO President Phil 


_The CIO be- 
lieves that labor 
must have a voice, 
through the pro- 
duction board and 
industry councils, 
in the big deci- 
sions of key in- 
dustries. These 
decisions would 
affect production 
and employment 
levels, rate and 
nature of capital 
investment, rate and nature of tech- 








William Ullman 


nological changes, maximum prices, 
minimum wages, guaranteed annual 
wages, the size and location of in- 
dustrial plants, utilization and con- 
servation of natural resources, and 
the policies of big corporations in 
the field of labor relations, public 
information and foreign affairs. 
+. + > 


Plant Sites Decided 


S OUTLINED, the industry 

council plan would extend to 
deciding the best location for indus- 
trial plants, while management 
would be required to accept the 
decision. 

This is necessary, the CIO says, 
because plants have been moved 
to avoid labor restrictions, and 
because many plants have been 
located uneconomically. John 
Brophy, who has been chosen to 
aie the plan for the CIO, says 
of it: 

“No one quarrels with genuine 
union-management cooperation 
where we can get it. But the indus- 
try council plan is far more than a 
kind of suggestion-box proposition, 
since it calls for public planning 
and controls, and covers all the de- 
cisions of big industry which affect 
the lives of the people.” 

He explains that the plan might 
have been invoked in the steel in- 








Underwood Corporation 
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Accounting Machines...Adding Machines... Typewriters 
Carbon Papér... Ribbons ' 
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One Park Avenue 


LET ME SHOW YOU HOW 
| CAN ANSWER “YES” TO 
THESE QUESTIONS... AT 
THE N.A.D.A. CONVENTION 
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See the Premiere Showing of the 
Underwood Sundstrand Automo- 
bile Dealers Accounting Machine 
at the National Automobile Deal- 
ers’ 


Association Convention, 


Underwood Exhibit, Civic Audito- 
rium, Larkin Hall, San Francisco, 
Calif., January 24, 25, 26, 27, 1949. 


Mail coupon now for free fol- 
der giving detailed information 
about the new Underwood Sund- 


strand System. 


New York 16, N. Y. 


Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


© 1949 


AN—1-10-49 


Underwood Corporation 
One Park Avenue, New York 16, N. Y. 


Please send me your complete new folder illus- 
trating the approved Underwood. Sundstrand Auto- 
mobile Dealers Accounting Machine System. 


WAM CP COOEINYS «oe on cv cc cc cect cacdaween 
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Street Address 





GRACEFUL CURVES—A ~— semi-circular 
Hanna Pontiac Co., La Mesa, Calli 


the attractive planting box, which forms the base 


dustry in the postwar period. The 
CIO, he adds, has taken the posi- 
tion that much greater steel capac- 
ity is needed. The CIO thinks that 
expansion now under way is insuf- 
ficient. 

Thus, under the plan, the steel in- 
dustry could have been ordered by 
a production council to expand its 
business, even though it were 
against the better judgment of 
management. 

The CIO thinks that labor also 
should have a voice in fixing the 
prices of big industrial corporations. 

* * * 


Sawyer Reviews 1948 

EVIEWING THE NATIONAL 

economic situation at the year 
end, Secretary of Commerce Charles 
Sawyer pointed out: 

Economic developments were 
characterized by expansion of pro- 
duction, sales and incomes, and a 
continued rise in prices. 

Sustained large business invest- 
ment and an increase in government 
expenditures were major factors in 
raising the value of the nation’s 
output. 

Among the causes of rising 
prices were large supplies of pur- 
chasing power in the hands of 
consumers, heavy industrial and 
commercial demands for new 
equipment, easy financing terms 
for new housing construction and 
extensive expenditures by foreign 
countries both for essential con- 
sumers’ goods and rehabilitation. 

National income as distinguished | 





Supply Catching | 


Demand, Warns | 


S-W President | 


CHICAGO.—Almost daily, items 
for domestic use are being added 
to the list of things for which sup- 
ply has overtaken demand and con- 
tinued rising prices force more and 
more customers out of the market, 
James S. Knowlson, president of 
Stewart-Warner Corp., declared last 
week. 

Expressing his views for the com- 
ing year, Knowlson warned that 
attempts to appraise the future 
must be classified as pure specula- 
tion. “Never have there been so 
many imponderables or such need 
for hedging prophecies with ‘if’,” he 
declared. 

“It would seem that another 
round of wage increases would 
most certainly result in higher 
prices,” Knowlson said. “Whether 
the effect would be to maintain 
the inflationary spiral or increase 
the slump in business is anyone’s 
guess. 

“It is well to remember, how- 
ever, that ‘the last price increase’ 
is definitely deflationary. For as 
an ever increasing number of cus- 
tomers is priced out of the mar- 
ket, an ever increasing number of 
men is put out of jobs and the 
downward course is thereby accel- 
erated.” 

Knowlson added it is a matter 
of great encouragement that, de- 
spite what appears to be a con- 
tinuing effort on the part of some 
to embitter the relationship be- 
tween men and management, good 
industrial relations prevail. 


Gates Names Son 


Van E. Gates, son of L. O. Gates, 
is the new manager of the South 
Bend (Ind.) branch of the L. O. 
Gates Chevrolet Corp., 333 S. La- 
fayette Blvd., succeeding Harry N. 
Richard, who has taken over a 
Chevrolet dealership in Bay City, 
Mich. 


showcase softens the angular lines of Jack 

bs f., and focuses attention on the display room. The graceful 

curved line of the —_ glass show windows is res by the illuminated marquee and 
n 


the showcase. 


from gross product rose to about 
$224 billion from $202 billion in 1947. 


Personal Income Up 


PensonaL INCOME $approxi- 
mated $211 billion, a rise of about 
8 percent from 1947. Civilian em- 
ployment averaged close to 60,000,- 
000 persons, an advance of about 
1,333,000 over 1947. 

Output of goods was moderately 
higher than in 1947, with postwar 
peak rates established in the pro- 
duction of steel, petroleum, automo- 
biles, refrigerators, and paper. 


In the case of some metal manu- 
facture, shortages of some basic 
materials, principally steel, con- 
tinued to hold output below de- 
mand. Automobiles are the out- 
standing example among con- 
sumer goods of a large backlog of 
demand carried over into 1949, 

The value of construction put in 
place was $17.8 billion, one-fourth 
higher than in 1947. The number of 
housing units started was one-tenth 
higher than in 1947 and reached 
approximately the 1925 record high. 


Total new capital requirements of 
United States corporations declined 
from $28 billion in 1947 to $26 billion 
in 1948, primarily as a result of 
smaller requirements for customer 
financing and for additions of in- 
ventories. Requirements for invest- 
ment in plant and equipment, how- 
ever, reached a new high. 

New capital requirements were 
financed through internal financing 


| to a larger extent than in 1947. In 


external financing, there was much 
less reliance on bank credit and an 
increased use of bond flotations in 
the capital markets. 

* ” os 


Business Activity Down 


HE RATE OF increase in the 

business population slackened in 
1948, after a sharp increase during 
the early postwar years. The total 
business population rose by less 
than 100,000 to 3,900,000 firms during 
1948, compared with net gain of 
more than 600,000 in the two pre- 
ceding years. 

The rise in economic activity was 
not uniform throughout the year, 
since nearly all of the advance in 
the gross national product occurred 
after a period of hesitation in the 
first quarter. 

During the second and third 
quarters industrial production 
and prices moved upward and 
wage rates rose, increasing the 
total flow of income of business 
and consumers. Chief factors in 
this general expansion were re- 
duction of individual income 
taxes, passage of the Foreign As- 
sistance Act, and the prospect of 
increased military expenditures. 

In the final quarter of the year, 
there was an easing of inflationary 
pressures as production and prices 
flattened out at the level reached 
during the summer expansion. 


Florida Gasoline Tax 
Yields $44 Million 


TALLAHASSEE, Fla. — Florida's 
gasoline tax yielded a record total 
of $44,335,641 in 1948, compared with 
$40,882,425 in 1947, according to 
state Comptroller C. M. Gay. 

The state road department got 
$25,334,652 of the total 1948 collec- 
tions for highway construction and 
maintenance. The state board of 
administration received $12,677,326 
for retirement of old boom-time 
county road construction debts, with 
surpluses reverting to counties for 
new construction. The state gen- 
eral fund received the remaining 
$6,333,663 for operation of schools 
and other general governmental 


purposes. 
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WHAT YOU SELL AS A DEALER FOR 


“MO 
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YOU SELL the brilliant new Austin’s 35- 
mile-per-gallon economy ... plus the power and 
efficiency of its high compression valve-in-head 
engine... You sell the Austin’s easy parking and 


smooth maneuverability in traffic .. . 


YOU SELL the Austin’s Continental smart- 
ness that makes it a style standout .. . its roomi- 
ness to match high price cars . . . its impressive 
list of fine features ...These are among many 


plus values you sell as an Austin dealer. 


AUSTIN is permanently established in the 
American market, the leader in imported cars. 
There is a growing nationwide network of Amer- 
ican dealers. A complete stock of replacement 


parts in this country. 


A LIMITED NUMBER of protected dealer 


franchises are still available. This is an unusual 
opportunity for a valuable franchise in the pop- 


ular price field. 


YOU are invited to write for full information. 


AUSTIN FEATURES 


Standard on all Austin motor cars—no extra cost 


@ Up to 35 miles per gallon 
@ Continental styling 
@ Leather upholstery 


@ Independent front wheel suspension 
@ Interior jacking 
@ Heater and defrosters 


@ Valve-in-head high compression engine 


THE AUSTIN MOTOR COMPANY, LTD. (ENGLAND) 
250 West 57th Street, New York 19, N. Y. 


Austin models include: A-40 Devon 4-door Sedan; Dorset 2-door Sedan; “Sheerline” Custom Sedan; “Atlantic” Club Convertible; 
“Countryman” Station Wagon and commercial models, 
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Nov. Rubber Use 
Gains Slightly 
Over Oct. Total 


NEW YORK.—November rubber 
consumption was estimated at 89,- 
378 long tons in the monthly report 


issued by the Rubber Manufactur- | 


ers Assn. last week. The November 
figure is about 1% percent higher 
than October, when 88,028 tons 
were consumed. 

Consumption of natural rubber 
during November was up 3.71 per- 
cent to 51,569 tons, as compared 
with 49,723 the previous month. 

November consumption of syn- 
thetic rubbers declined slightly to 
37,809 tons from 38,305 tons in Oc- 
tober, a reduction of 1.30 percent. 

Amounts of synthetic rubber 
used by types were as follows: 
GR-S, 29,013; neoprene, 2,933; butyl, 
5,023; all others, 840. 

The report estimated consump- 
tion of reclaimed rubber in No- 
vember at 23,310 long tons, slightly 
higher than the October consump- 
tion of 22,959 tons. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 
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SOME READING MATTER—Chevrolet's rec- 
ord newspaper advertising campaign to herald 
1949 models on Jan. 22 is dramatized by 
stacks of newspapers towering around Toni 
Banish. Each of the 5,972 newspapers pictured 
above represents an individual daily or weekly 
which will carry the announcement. 











New and Higher Taxes Head Proposal Prospects . . . 
Auto Industry Faces Busy Legislative Year 


NEW YORK. — Numerous issues 
of concern to the automotive indus- 
try will come before state legisla- 
tures during 1949. Regular sessions 
are scheduled in 44 states and spe- 
cial sessions likely in the others. 

Regular sessions get underway in 
January in 43 states, with an Ala- 
bama session to start in May. 
States without regular 1949 ses- 
sions, but where special sessions 
may be called, are Kentucky, Lou- 
isiana, Mississippi and Virginia. 

Highway financing will be 
among the major issues up for 
action. Increased automotive taxes 
on bond issuance, or both, will be 
proposed in more than half the 
states for expanded highway mod- 
ernization programs. This will 
extend a trend of the last two 
years which saw gasoline taxes 
boosted by 10 states, together with 
other automotive tax raises and 
bond issuance for road purposes 
in other states. 

New revenues will be sought in 
many states for matching federal 
highway aid, a total of $900,000,000 
of which will be available for the 


fiscal years ending June 30, 1950 and 
1951, in addition to amounts re- 


have struck at the diversion prac 
tice through constitutional amend 


maining from authorizations for|™ent. Diversion is by no mean: 


prior fiscal periods. 

Additional revenues also will be 
sought for rural and other road 
projects beyond those included in 
the federal-aid program, and for in- 
creased road aid to counties and 
cities. Long-range highway pro- 
grams being planned in many states 
call for revenues far in excess of 
those available from present com- 
bined state and federal sources. 


Diversion Amendments 


To curb the paradoxical situation 
in which highway funds are di- 
verted to nonhighway uses at the 
same time new taxes are proposed 
to support highway construction, 
state constitutional amendments to 
outlaw the diversion of highway- 
user tax revenues to unrelated pur- 
poses will be proposed in states 
which haven't already adopted such 
measures, 

With Massachusetts adopting an 
anti-diversion amendment at the 
November election, 21 states now 


THIS 12 MINUTE SELLING PLAN 
BUILDS FINANCE SALES 


Appoint a sales finance specialist and equip him 


Thousands of dealers across the country are suc- 
cessfully using this booklet today to explain the 
protections of the Universal C.1.T. Finance Plan 
to every one of their customers. It tells car buyers 
of the benefits they receive when they finance their 
car purchases through Universal C.I.T. And, 
because this booklet tells, it sells! 


Here is the way for you to get all the finance 
income to which you are entitled, plus-additional 


profits in every department of your business. 


UNIVERSAL C.I.T. 


UNIVERSAL C.1.T. CREDIT CORPORATION - OVER 300 LOCAL OFFICES IN PRINCIPAL CITIES 








with this book. It provides a simple, effective 
method for you to build customer good will and 
confidence—so use it with every prospect. Your 
Universal C. I.T. representative will show you how. 


This is one of the sales helps developed during 
our two-year continuing study of dealer prob- 
lems and opportunities. This study has been 
made available to dealers in presentation form— 


have you seen it? 








wiped out, however, and actuall; 
increased 80 percent from 1946 to 
1947, 

Besides campaigning to add new 
states to the anti-diversion list, 
highway interests will seek legis- 
lative action in some states to re- 
coup amounts previously diverted. 
More than $2 billion in state high- 
way-user taxes, which would have 
financed 95,313 miles of highway 
construction, were diverted to non- 
highway purposes in the 13-year 
period between 1934 and 1946. 

Toll roads will continue to be pro- 
posed in some states, with the trend 
toward such highway financing 
likely to spread despite the general 
opposition of highway-user organ- 
izations. However, the difficulties 
experienced in attempting to get 
some previously - authorized toll 
projects underway, because of ques- 
tionable traffic potentials, will be 
cited as indications of the fallacy 
of the toll road idea as any broad 
solution to the nation’s highway 
problems, 

General Taxes 

Besides being hit by such higher 
automotive taxes as may be en- 
acted, the automotive industry and 
its related branches also may have 
to share in the burden of new and 
increased general taxes. The over- 
all trend in state taxes appears vir- 
tually certain to continue upward 
during 1949 under the influence of 
inflationary pressures and mount- 
ing demands for broader services. 

In 1947, the last year of heavy 
state legislative activity, taxes were 
creased by more than half the 
states. New or increased taxes were 
enacted by four states in 1948, al- 
though comparatively few legisla- 
tures convened. 

In many of the 1949 sessions, 
the question will be what new or 
increased taxes to enact rather 
than whether or not there should 
be any boost. Hope of any gen- 
eral tax reduction in the states in 
the early future isn’t in the pic- 
ture. 

New and increased general sales 
taxes and selected sales taxes on 
such products as gasoline will be 
widely proposed, with tightening of 
present sales tax administration 
also in prospect. 

The alternative to seeking new 
revenue from sales taxes will gen- 
erally be new or increased levies 
against individual and corporate in- 
come. In some instances combina- 
tions of new or higher sales and in- 
come levies may be sought. 


At Local Level 


A trend toward higher taxes at 
the local as well as state level also 
is continuing, with the problem of 
easing the fiscal burdens of munici- 
pal governments to be raised in 
most state legislative sessions. Bills 
proposing increased state financial 
aid to political subdivisions or 
broadening of local taxing author- 
ity, or both, will flood state law 
mills, 

Meanwhile, despite increasing 
efforts in that direction, the pros- 
pect is not bright for early major 
action toward the elimination of 
overlapping taxation among fed- 
eral, state and local governments. 

Proposals for legislation imposing 
new curbs on labor unions, such as 
was enacted by many states in 1947, 
will get a chilly reception in most 
states during 1949 and some of the 
existing so-called anti-labor meas- 
ures may be repealed. The Novem- 
ber election results are being inter- 
preted generally in the states as 
well as in Washington as showing 
strong sentiment against extension 
of legislative curbs on labor unions 

Such legislation relating to labor 
relations as may be enacted by the 
states during the coming year prob- 
ably will be designed, for the most 
part, to provide new and stronger 
conciliation and mediation ma- 
chinery. 

Jobless Taxes 

Lower unemployment compensa- 
tion tax contributions by employers 
and more liberal benefits to recipi- 
ents will again be sought in a num- 
ber of states in extension of a trend 
which saw such measures enacted 
by at least 19 states in the last two 
years. 

State legislation in the unem- 
ployment compensation field may 

(Continued on Page 21, Col, 3) 
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s it a man’s world? By land, sea and air, the influence 


of women turns up in the most unexpected places! But where style 
and comfort count, it’s not surprising that feminine opinion is highly 
valued. You have designs that were meant to please women. 
If you have designs on their influence, reach them in the 


magazine that more women buy and believe in.. . 
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NEW YORK. — An ecver-increas- 
ing level of highway user tax reve- 
nues will be available to the states 
from existing tax rates, the Ameri- 
can Petroleum Industries commit- 
tee asserts in its current Tax Eco- 
nomics Bulletin. 

“Although final official figures 
will not be available for some 
months,” the APIC says, “it is a 
foregone conclusion that the year 
1948 will mark another new peak 
in state highway user tax revenues. 
Furthermore, all underlying factors 
point to a continuation of the up- 
trend in these receipts in 1949, with- 
out any increase in tax rates. 

“One of the main factors con- 
tributing to the sharp gain in 
state automotive tax revenues 
during recent years has been the 
tremendous growth in motor ve- 
hicle ownership,” it was declared. 
“This, in turn, may be attributed 
to two principal factors. 

“First and most important is the 
marked expansion in new car and 
truck production since the end of 
the war. Almost 12,000,000 vehicles 


lasting. 


Good News for All 


No Increase in Road Users’ Current Tax Rate 
Foreseen in ’49 by API 







rolled off the assembly lines during 
the past three years, with over 
5,000,000 turned out in 1948 alone. 
This is the largest number of new 
motor vehicles produced in a single 
year since 1929, when the total 
approximated 5,358,000, and com- 
pares with the 1941 figure of 4,840,- 
500. 
“The second important factor 
contributing to increased motor ve- 
hicle ownership is the extended life 
of the average vehicle. It is esti- 
mated by competent authorities 
that the production of replacement 
parts has tripled since prewar 
years. This, of course, means that 
a greater number of old cars and 
trucks have been made fit for con- 
tinued service. The indicated aver- 
age age of a passenger car at the 
present time is 8.9 years, compared 
with 5% years before the war. 
“Similarly, the average age of a 
commercial vehicle is now slight- 
ly over eight years, as against 5% 
years in 1941. As a result of 
greater repair and rehabilitation 
activities, the scrappage of old 
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IN TOWN WITH POPULATION OF 603—Pepin, Wis., was the scene recently of the grand 
opening of Britton Sales and Service, Inc. (Ford). The dealership is owned and operated by 


M. E. and Elwood Britton. More than five-sixths of the town's population attended. 


vehicles in recent years has been 
far below that of normal times.” 
The combination of sharply in- 
creased new production schedules 
and the extended service life of 
old vehicles finds reflection in 
motor vehicle registration figures, 
the APIC notes. According to a 
recent estimate of the Public Roads 
Administration, it points out, total 
registrations for 1948 are placed at 
approximately 41,000,000 vehicles. 
This is an indicated gain of 8.6 
percent over 1947 and surpasses the 
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‘“"Thank You” Note 


Hyatt has a long and unequalled experi- 
ence as specialists in roller bearings. Our 
design engineers, laboratory technicians, 
backed by modern machines, manned by 
skilled operators, show the way in serving 


GAIN for the fifty-seventh year, all the 
folks at Hyatt say sincerely — “We 
thank you.” 


Here at Hyatt it is not our custom to think 
only of our customers at greeting time. 


That “the customer is boss” is constantly 
kept before our four thousand workers 
every working day. 

Witness the slogans, some of which are 
reproduced here, contributed by Hyatt 
employees. 

With this spirit prevailing, it is natural 
that every Hyatt man and woman is imbued 
with a desire to make Hyatt Roller Bearings 
precisely accurate, dependable and long- 


old and new Hyatt friends. 


prewar registration peak of 34,472,- 
145 vehicles in 1941 by over 16 per- 
cent. 

“An important feature from a 
revenue standpoint, moreover,” the 
bulletin continues, “is the fact that 
commercial vehicles now account 
for a greater proportion of total 
registrations than before the war. 


These commercial vehicles consume | 


more motor fuel per unit than pas- 
senger cars, and the larger vehicles 
also pay correspondingly higher 
registration fees. Commercial units 


HYATT’S Fifty-Seventh 


You just can’t stay in business as long as 
Hyatt has without always looking ahead and 
giving workers the highest quality materials 
and the most modern equipment with which 
to produce the finest grade of roller bearings. 


Our objective for 1949, as always, is your 
complete satisfaction with Hyatt bearings 
and service. Hyatt Bearings Division, Gen- 
eral Motors Corporation, Harrison, New 
Jersey; Chicago; Detroit; Pittsburgh; and 


Oakland, California. 


“THE CUSTOMER IS BOSS” SLOGAN SERIES e* @ @ 


Our Business From Day To Day 
Depends On What The Customers Say 


HYATT ROLLER BEARINGS 














AUTOMOTIVE NEWS, JANUARY 19, 1949 


now account for about 18 percent 
of total motor vehicles on the road, 
compared with slightly over 14 per- 
cent before the war. 

“The increased number of mo- 
tor vehicles on the roads in recent 
years has, of course, been accom- 
panied by a commensurate in- 
crease in demand for motor fuel. 
In fact, consumption of motor 
fuel has tended to increase to a 
relatively great extent, because of 
the intensified use of motor vehi- 
cles and the increasingly vital 
role which they are playing in 
our economic life, 

“In addition to greater consump- 
tion, motor fuel tax collections for 
1948 will also reflect tax increases 
put into effect in a number of 
states since the early part of 1947. 
Accordingly, total receipts from 
gasoline taxes and motor vehicle 
fees for the year should run con- 
siderably above the 1947 totals 
of approximately $1,200,000,000 and 
$646,000,000, respectively, which 
themselves exceeded prewar peak 
receipts by about 25 percent, 

“The steadily broadening base of 
automobile ownership, coupled with 
the constantly expanding use of 
motor vehicles for private and com- 
mercial purposes, provides a sound 
basis for the conclusion that the 
states may count upon an ever- 
increasing level of highway user tax 
revenues from existing rates.” 


10 Firms Named 
To Wis. Auto 


Award Honors 


MILWAUKEE.—During the Wis- 
consin centennial celebration last 
summer, it was announced that 
awards would be made for leader- 
«hip, industry, resourcefulness, in- 
veutiveness, tinancial risk, manage- 
ment and selling ability in various 
umes of endeavor among state in- 
dividuals and companies. 


On Dec. 27 the awards to those 
engaged in the automotive indus- 
try were announced by the com- 
imittce chairman, Robert A. Olen, 
general manager of Four Wheel 
vrive Auto Co., Clintonville, Wis. 
‘rhe individuals and companies in 
tne automotive field thus honored 
are as follows: 


Corporations: Alemite Co. of 
Wisconsin, Inc.; H. Barkow Co.; 
Blackhawk Mfg. Co.; Briggs & 
Stratton Corp.; Heil Co.; Globe- 
Union, Inc.; Perfex Corp.; Solar 
Mfg. Co.; A. O. Smith Corp.; Ster- 
ling Motor Truck Co. 


Individuals: R. F. Bell and the 
late L. R. Smith, A. O. Smith Corp.; 
S. A. Fulton, Fulton Co.; W. G. 
Sternberg, Sterling Motor Truck 
Co.; John Weiland, Nash body 
plant; C. O. Wanvig sr., Globe- 
Union, Inc.; Julius P. Heil, Heil Co. 


Distributors: L. D. Frint, Frint 
Motor Co.; Frank J. Edwards, Ed- 
wards Motor Co.; George W. 
Browne, George W. Browne, Inc.; 
A. O. Hall, Hall Chevrolet Co.; 
Harry De Boer, De Boer Motors. 


In discussing the awards, Chair- 
man Olen said that these firms 
and individuals “have helped to 
make the automotive industry the 
largest single segment of industry 
in Wisconsin.” The names of those 
honored will be inscribed on a spe- 
cial roster. 


Power Equipment Firms 


Report Merger Approval 


NEW YORK. — Merger of two 

power equipment manufacturers— 
Combustion Engineering Co., Inc., 
and Superheater Co.—has been con- 
summated by approval of stock- 
holders of both companies, The 
merger created Combustion Engi- 
neering-Superheater, Inc, 
_ The original Combustion organ- 
ization was founded in 1914. The 
Superheater company was organ- 
ized in 1910 as the Locomotive Su- 
perheater Co. 





Dickerson Starts Business 
For L-M in St. Louis 


Dickerson Motors, Inc., is the 
newest Lincoln-Mercury distribu- 
tor in the St. Louis area. The com- 
pany is now occupying temporary 
sales and service quarters at 1602 
Hodiamont Ave. and maintains a 
used-car center at 5956 Natural 
Bridge Ave. 

It will move into new quarters 
at 6116 Natural Bridge Ave. in 
April when the building is com- 
pleted. 
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Letter Momes Hast 
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Better Homes & Gardens shows plans for a 
flock of houses every year. 

Why is not one shown without a garage 
— usually for two cars? 

Because the suburban kind of living 
BH&G writes for can’t be carried on at all 


without at least one car. 
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A GARAGE with every house 


BH&G’s readers are the heart of the passen- 
ger car market: families in comfortable 
suburban-type homes, with high incomes, 
who take at least one car for granted and 
buy new cars often. (2.8 years was their 
average in 1940, against a national average 


age of 5.7 years.) 
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Dealer Business Counsel 


Advises Budgeting Expenses on Gross Profit 
Produced by Total Sales Volume 
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(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


i HIGHER your percentage of 
absorption or overhead recov- 
ery, the better your opportunity to 
do a competitive new-car job. We 
are very definitely 
already in a com- 
petitive, or buy- 
er’s market, espe- 
cially in trucks 
and high - priced 
and medium- 
priced new cars. 
The steadily in- 
creasing number 
of contacts that 
have te be made 
in delivering a 
low - priced new 
car when the order comes up is a 
definite indication that it won’t be 
too long before we will be in a 
buyer’s market in low-priced new 
cars. 

The closer that service and parts 
income comes to equaling or ex- 
ceeding the total operating and 
fixed expenses, the better the posi- 
tion you are in to do a competitive 
selling job. 

In the past 60 days service and 
parts income has been on the 
downward trend and expenses in 
general have remained about the 
same. 

Although many dealers would 
like to reduce expenses, they don’t 
know where to start, and, as a 
result, the percentage of overhead 
absorption or recovery is decreasing 
rapidly. : 

Some factories are furnishing 
guide figures to dealers in an effort 
to help them plan their expense 
reductions. However, the basis used 
for establishing some of these ex- 
pense guide figures is not as sound 
and practical as it could be. 

* * 





J. B. Van Tassel 


R EXAMPLE, some factories 

release expense guide figures on 
a basis of so much expense in the 
business for each new car sold; 
others figure on a basis of so much 
expense for each $1,000 of new-car 
retail volume, and then there are 
other expense controls set up on a 
basis of so much expense for each 
dollar of service and stockroom 
gross profit. 

My recommended method is so 
much for each expense account in 
the business on a basis of total 
dollar sales volume, depending on 


Detroit °48 Sales 
Certain to Top °47; 
Cars Up 11,000 


DETROIT.—New and used-vehicle 
sales here last year appeared cer- 
tain to surpass 1947 levels, on the 
basis of November figures released 
by the Detroit Auto Dealers Assn. 

For 11 months through Novem- 
ber, 117,135 new cars had been titled 
in Wayne county, compared with 
106,189 in the same period of 1947. 
November car sales alone totaled 
11,551, as against 9,402 in the same 
1947 month. 

New-truck sales for all months | 
but December in 1948 totaled 13,172, | 
compared to 11,682 the year pre-| 
vious; used cars, 86,138 against 





73,366, and used trucks, 5,331 against | 
4,977. 
Eleven-month 1948 compilations | 
showed Ford rapidly closing the car | 
sales margin built up by Chevrolet 
when the former company was 
closed for model changeover. 

At the end of November, the | 
year’s totals were 21,453 Chevrolets 
and 21,134 Fords. In that month 
Ford out-registered Chevrolet by 
three to two in Wayne county. 

Another seesaw race was in prog- | 
ress for third place as the year| 
drew to a close. Benefitting by 
Buick’s changeover shutdown, | 
Plymouth pulled ahead of Buick by | 
9,724 to 9,152 entering December. | 
Buick had seized third place from 
Plymouth in October. 

Eleven-month figures gave Ford 
4,183 and Chevrolet 3,698 in new- | 
truck sales. 








Neelands Runs Service 
John Neelands has been named 
service manager for Buxton Mo- 
tors (DeSoto), it is announced by 
G,. E. Buxton, owner. 


the amount of gross profit the total 


sales volume produces, 

For example, let us assume the 
total sales volume of all depart- 
ments is $100,000, or 100 percent. 
The total cost of sales is $75,000, 
or 75 percent of total sales, and 
the total gross profit is $25,000, 
or 25 percent of total sales, 

Now if your desired net profit 
is 10 percent of your total sales 
volume, you cannot spend more 
than 15 percent of -the total sales 
and still make your desired net 
profit of 10 percent. 

However, when you budget the 
total expenses of the business on 
the basis of the performance of 
one or two departments or on the 
basis of sales volume or units only, 
disregarding the amount of profit 
the sales volume or units will pro- 
duce, you are operating on a very 


unsound basis, 
* + 


* 
CAN well remember when deal- 
ers were very well satisfied with 


NEW CAR DEALEKS + 
BEST CUSTOMEKS prick 





a selling profit of $50 for each new 


car delivered, Now if you were to 
budget your total expenses of the 
business today on a basis of $100 
for each new car delivered without 
taking the profit produced per new 
car into consideration, you would 
stand to lose $50 per car—quick. 
Also, let us assume that your 
expense is projected on a certain 
percentage of your total service 
and stockroom gross profit on a 
national average basis, and it so 
happens that you are a large new 
and used car dealer, and your 
service is farmed out or your 
percentage of gross profit on 
service or parts is lower than the 
national average, here again you 
would stand to lose money. 
However, where you budget, fore- 


cast, or check your expense on a|) 


basis of total sales volume in line 
with the total amount of gross 
profit the total sales volume pro- 
duces, you are controlling expenses 
on a basis of the projected and the 
total results of all departments, all 
sales, and all gross profits. 


Epiror’s Nore: Any questions 
on business management will be 
gladly answered by J. B. Van 
Tassel, care of Automotive News. 


GOODYEAR TRACTIONIZER—This portable 
piece of equipment is used by the company's 
dealers for performing the new Winter-Grip 
treatment on tire tread. The process per- 
forates the tread with thousands of tiny holes 


|—giving greater skid resistance and better 


traction for icy roads than any type winter 
tread previously tested, the company states. 
Tractionizer requires but 13 inches by 32 inches 
of floor space and weighs approximately 75 
pounds. 








Du Pont Offers 
New Enamel 
WILMINGTON, Del. — Develop- 
ment of enamels for some alloys of 
aluminum, to enhance the metal’s 
durability, utility and beauty, was 
announced here by the du Pont Co. 
The new enamel for aluminum is 
vitreous. It is fired on aluminum 
strips, sheets and castings in fur- 


naces like those used to apply por- 
celain to steel, du Pont officials said. 


Ohio Parts Firm Reports 


a National Sales Plans 


NEWARK, O.—Granville Sales 
Co., automotive parts and specialty 
distributors with offices here, has 
announced a reorganization and ex- 
pansion program intended to place 
the firm’s business on a national 
basis. 

Operating through agents and 
commission men, the company will 
now cover nearly the entire coun- 
try, H. B. Moody, new general man- 
ager, said. 


Read A. H. Allen’s ‘‘FOB Factory’’ in 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 








Recent five-city survey shows why 


Post is top-notch car salesman 


Just think for a minute of the people in your town 
whom you’d like to have driving your cars—mer- 
chants, salesmen, doctors, skilled mechanics— 











the good solid citizens whose very ownership of a 
car makes others say, ‘“That’s the car for me!”’ 
You can name scores of them right offhand. 
They are the folks you want! 


Look what happened when leading new car 
dealers in Newburgh, N. Y., Plainfield, N. J., 
Framingham, Mass., Washington, Pa., and Joplin, 
Mo., were asked to hand-pick their best customers. 
A research firm then asked these key prospects: 
‘*In which one weekly magazine do you pay the 
most attention to the advertising?’’ The Post won 
in a landslide, as you can see by the chart at right. 


What’s it mean to you? Plenty! The Post is one 
of your salesmen—and a mighty good one. It 
makes a lot of calls in your territory. It picks out 
the right people to call on...the folks who are 


able to buy. And most important, it sells them! 
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Johnstown, Pa., goes all out 


HIT THE JACKPOT—S Motors, Inc. (DeSoto-Plymouth), 
ape ‘ cal y the DeSoto- Plymouth dealers 


to advertise "Hit the Jackpot" radio quiz show sponsored 
of America. 


Bryant and Woodward Named | will be known as the Greenville 


| Motor Co. 
7 
Willys Dealer in Texas | Bryant announced a new show- 


Joe Bryant and Carl Woodward room for the firm is now being 
were recently named dealers for | constructed. The building will be 
Willys vehicles for Greenville and|30 by 40 feet and will contain a 
Hunt county, Tex. The new firm| parts department and offices. 





‘pick best customers... 
Ihe Saturday Evening lést 





‘New and Higher Taxes Head Prepessl Provpeus see 


_ Auto Industry Faces Busy Legislative Year 


(Continued from Page 16) 


be affected by developments in 
Congress, where there will be pro- 
posals for extension of coverage 
to persons now excluded because 
they are employed by small firms 
and for liberalized benefits. 

Cash sickness benefit systems, de- 
signed to compensate workers for 
loss of wages while absent from 
employment because of non-occupa- 
tional sickness or disability, will be 
widely proposed but are unlikely to 
spread rapidly until more expe- 
rience is built up by the three states 
which have already adopted them— 
New Jersey, California and Rhode 
Island. 

Compulsory health insurance pro- 
grams providing prepaid medical 
care, supported either wholly or 
partially by employers, may be pro- 
posed in some states but appear un- 
likely to get far unless federal legis- 
lation of this type calling for state 
participation is enacted. The trend 
in the states is more likely to be 




























Of the people who read both the POST and LIFE— and who named one 


31% 


or the other as the place where they pay most attention to advertising: 


69% 


Of those who read both the POST and COLLIER’S— and who picked one 
or the other as the place where they pay most attention to advertising: 





20.6% 


Of those who read both the POST and TIME—and who named one or 
the other as the place where they pay most attention to advertising: 


Leading new car dealers were called on in five 
Cities. These cities provided a cross-section of 
suburban-metropolitan and independent com- 
munity thinking, and were geographically con- 
sistent with car registrations. 





Each new car dealer was asked to give 
his key prospects and customers by 
name. For no one knows better than he 
the importance of these people to his 
own business. 








































Then, an impartial questionnaire was sent 
by Automotive Research to all these key 
prospects, asking them— 
—in which weekly magazine they paid the 
most attention to advertising. 


‘; towards cash sickness benefit sys- 
tems than outright compulsory 
health insurance. 


Wage-Hour Laws 
Proposals for state wage-hour 
laws modeled after the federal Fair 
Labor Standards Act will be pressed 
with greater vigor in state legisla- 
tures, many of which, like Congress, 
picked up a greater number of 
“New Deal”’-minded solons at the 
November election. 
While no state has yet enacted 
a replica of the federal wage-hour 
law, support for such measures 
will be stronger in 1949 than at 
any time since the early days of 
the federal measure. 

Also likely to continue is the 
spreading trend of recent years to- 
ward liberalization of workmen’s 
compensation laws through in- 
creased benefit rates, enactment of 
new occupational disease laws, and 
establishment of second injury 
funds. 

Such liberalizing legislation has 


been enacted by more than half the 
states in the last two years, while 
Mississippi's 1948 legislature en- 
acted such a law for the first time. 
Mississippi for years had been the 
only state in the nation without a 
workmen's compensation statute. 


Along with liberalization of work- 
men’s compensation laws, state leg- 
islatures will give increasing con- 
sideration to measures designed to 
promote greater industrial safety. 


Fair Employment 


Fair employment practice acts, 
outlawing racial and religious dis- 
crimination in employment, will 
again be proposed in many legisla- 
tures. Progress claimed to have 
been achieved in the four states 
which already have adopted such 
laws will be cited by proponents. 

Highway safety will be the aim 
of many bills. Proposals for new 
or more effective compulsory mo- 
tor vehicle inspection programs 
will be widely introduced, but 
remain more controversial than 
most other types of safety 
measures, 


Bills relating to speed restrictions 
also probably will get varying re- 
ceptions. Continuing will be the 
trends toward adoption of more ef- 
fective drivers’ licensing laws and 
more stringent motorists’ financial 
responsibility measures. 


Bills designed to aid cities in at- 
tempting to provide adequate park- 
ing facilities and otherwise relieve 
urban traffic congestion will be pro- 
posed in many states. Legislation 
giving municipalities new or broad- 
ened powers to provide off-street 
parking facilities has been increas- 
ingly enacted in recent years. 


Size and Weight 


Proposals to further extend the 
trend of recent years toward lib- 
eralization of motor vehicle size 
and weight restrictions will be 
widely pressed, Such measures have 
been enacted by at least 22 states in 
the last two years, but they may 
find tougher sledding in 1949 ses- 
sions as a result of the efforts of 
opponents to blame deteriorated 
highways in some states on heavy 
trucks. 

With the availability of new cars 
still far short of demand, state law- 
mills are certain to be flooded dur- 
ing the coming year with widely 
varying types of bills designed to 
protect the car-buying public from 
unscrupulous dealers. 

Some of these measures will at- 
tempt to curb the sale of slightly 
used new cars at inflated prices, 
while others will be aimed at the 
sale of mechanically defective ve- 
hicles. Some may be of a radical 
price-fixing character; others will 
call for higher dealer standards 
through licensing regulations. 

Adequate motor vehicle title laws 
will be sought in states now lacking 
such statutes. Some 32 states and 
the District of Columbia already 
have title laws requiring automobile 
owners to be able to prove a clear 
title to their cars. 


Pricing Issue 


General legislation affecting re- 
tail merchandising and pricing may 
be raised as controversial issues in 
many states. Efforts probably will 
again be made to add Missouri, 
Texas ahd Vermont to the 45 states 
which now have fair trade laws, 
permitting manufacturers to estab- 
lish minimum resale prices for their 
products. At the same time, oppo- 
nents of fair trade legislation are 
reported planning to seek repeal of 
such measures where they’ve al- 
ready been enacted. 


Unfair trade practices acts also 
may be raised as issues. Now effec- 
tive in some 18 states, these meas- 
ures follow a pattern prohibiting 
the sale of a product at a price 
lower than its invoice or replace- 
ment cost, plus the cost of doing 
business, which, in the absence of 
proof to the contrary, is usually 
deemed to be 6 percent. 


Although no new state chain- 
store taxes have been enacted in 
recent years and the trend has 
been away from such legislation 
for some time, chain-store tax 
proposals probably will reappear 
in a number of states during 1949. 
| There are no present indications, 
| however, that such measures, 





































































among other things 







stemming from efforts of inde- 
(S@e BUSY, Page 22, Col, 1) 








22 


Busy 


(Continued from Page 21) 
pendent merchants to gain pro- 
tection from chain store competi- 
tion, will be favorably received. 


There will be revived controversy 
in the states, as well as in Congress, 
over taxation of cooperatives. State 
legislators generally are likely to 
remain cool to proposals for elimi- 
nation of tax exemption privileges 
enjoyed by cooperatives in competi- 
tion with private business. 

A trend toward enactment of new 
and broader laws seeking to curb 
abuses in the field of installment 
selling appears likely to spread dur- 
ing the coming year. Some nine 
states already have such laws, with 
some intended only to require full 
disclosure of all charges and terms 
while others regulate interest rates. 


Rugel and Davis Given 


Posts in Credit Assn. 

Dan F. Rugel, Rugel Motors, Inc., 
and Dick Davis, Davis & Williams 
Motor Co., El Paso, Tex., were 
elected to offices in the Tri-State 
Assn. of Credit Men at a meeting of 
the association in El Paso. 

Rugel was elected first vice-presi- 
dent and Davis is second vice- 
president. 
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AUTOMATIC SPRAY PAINTING FOR NASH CARS—Shown is a stall at Nash Motors final 
assembly plant at Kenosha, Wis., where hoods are sprayed automatically under control of a 
watchful battery of electric eyes. Depth of coat is electronically controlled. The paint gun 
moves up and down and sideways automaticall 
to insure adequate coverage, the company states. 
the range of colors available to Nash buyers. 


Hyland Again Heads Up 
St. Louis Parts Assn. 

ST. LOUIS.—Dan F. Hyland has 
been reelected president of the 
Greater St. Louis Automotive Parts 
& Equipment Assn, Inc., for the| Inc. Mount Holly, Va., with maxi- 
third consecutive year. mum capitalization of $50,000, has 

Also elected to office were Harry | been reported by the Virginia Cor- 
Soffer, vice-president, and G. R.| poration commission. Robert Mur- 
Porter, secretary-treasurer. New! phy is president of the firm. 


The array of pipes is required to supply 





members of the board 
Jimmy Kirn and Ray Vocgeli. Bill 
Hudgins will head labor relations. 


Murphy Incorporates 
Formation of Robert Murphy, 


All Business is Local 


during the operation and the hood is turned | 








CLEVELAND.—tThe truck indus- 


try is returning to more “normal 


operations” 
“healthy situation,” 


and that’s a very 


according to 


Robert F. Black, 


president of 
White Motor Co. 


for the coming 
year, Black said 
that the time has 
|'come when the 
“builder who can 
demonstrate he 
has a product 
| that will perform 
|}a job with high 
include 


Looking ahead 


R. F. Black 


efficiency and 
minimum cost will have a definite 
advantage.” 


Since 1940, White Motor Co. has 
spent $13,000,000 for modern ma- 
chinery and two new plants, 
Black said. That includes $3,000,- 
000 for the new Montreal factory, 
built in 1946, and the Cleveland 
unit which went into production 


A Leading Market...and 


d Leading Newspaper! 





Ever since the beginning of the automobile 
business, the Cleveland Plain Dealer has 
been among the leading metropolitan news- 
papers of the nation in passenger car adver- 
tising lineage. Year after year, the high 
reader interest and reader influence of the 
Plain Dealer have been essential factors in the 
maintenance of Cleveland’s high new car 
sales record in this most lucrative North- 
eastern Ohio automotive market. 


Marketing Data for Advertisers 


The Plain Dealer Market Survey department 
has compiled factual market data for your use. 
This information, valuable in appointing and 
locating dealerships, as well as assisting in 
establishing sales quotas, is available upon 
request. Call or write today for an appoint- 
ment to receive this individualized service. 








Black Sees Rosy Year 


Truck Industry's Return to ‘Normal’ Market 
Called a ‘Healthy Situation’ 








in the spring of 1947, That addi- 
tion also cost $3,000,000. 


Black said the company’s service 
and parts business has increased to 
four times the prewar level. The 
number of distributors has grown 
to 195 from 50 before the war. 


He pointed out the company has 
sales representation in 95 percent 
of the market for “our types of 
trucks, compared with 45 percent 
in 1940.” 


Surveying the current year, Black 
estimates total company sales this 
year will approximate $100,000,000, 
compared with $117,000,000 in 1947. 

However, he maintained that 
“1947 was not a typical year. It 
reflected a war-starved demand, 
I would call 1948 a good year, and 
we should do better in 1949.” 

Black bases his optimistic predic- 
tion of increased sales in 1949 on 
the company’s re-entry into the 
14,000 - to- 19,000 - pound classifica- 
tions, a field in which White was 
strong before war production 
forced it to shift to heavier ve- 
hicles. 

As to the company’s bus field, 
Black says there is a huge poten- 
tial. enough to keep the bus market 
at full capacity production for a 


ear. 

He adds that municipalities, now 
in the process of adjusting fare 
structures, will soon be in need for 
new vehicles to expand their bus 
service. 






New Drop Seen 
In Farmers’ 
Buying Power 


NEW YORK.—A further curtail- 
ment of farmers’ purchasing power 
is forecast by the Alexander Ham- 
ilton institute. 

“Farm cash income in the United 
States from marketings and gov- 
ernment benefit payments during 
the first nine months amounted to 
$21,543,000.000 this year as com- 
pared with $20,565,000.000 last year. 
an increase of 4.8 percent,” the 
institute says. 

“This gain in income, however, 
was more than offset by a rise in 
the prices of goods bought by the 
farmer. As a result, the farmers’ 
purchasing power was 4.2 percent 
lower than a year ago. 

“This situation seems likely to 
rrow worse rather than better. 
Since September, the prices of farm 
vroducts have been running below 
the level of a year ago, indicating 
that farm income in the last quar- 
ter will be lower than in the same 
period last year. 

“The decrease in income is ex- 
nected to offset the gain in the 
first nine months, so that the farm- 
ers’ income for the full year of 
1948 will be no larger than that 
of 1947. 

“Meanwhile, the prices paid by 
farmers will continue to average 
higher than a veer ago. causing 
a further curtailment of the farm- 
ers’ purchasing power. This devel- 
opment will tend to have a de- 
pressing effect on industrial activitv 
until the prices of manufactured 
goods are reduced.” 


4 English Fords 
On Canada Market 


TORONTO. — Ford dealers 
throughout Canada are now carry- 
ing four models of the English- 
manufactured Ford passenger cars 
and trucks. They are the Ford 
| Anglia, two-door sedan with 90-inch 
| wheelbase; Ford Prefect. four-door 
sedan with 94-inch wheelbase, and 
|the Thames model delivery trucks 
in one-quarter ton and _ half-ton 
sizes with 90-inch wheelbase. 

These are the first British-built 
Fords offered for sale in Canada 
following the appearance of the 
ears at the Canadian national ex- 
hibition’s motor show last Sep- 
tember. 


Comer Co., Inc. 


P. B. Comer Co., Inc., Greensboro, 
N. C., has been organized with capi- 
tal stock of $100,000 to sell automo- 
tive parts. Principals are P, B. 
Comer sr. P. B. Comer jr. and 
Harry Comer. 
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Auto Outlook Finds 
Favor With Analysts 


By George Deery 


Associate Editor 


WITH 1948 having rolled off 

Father Time’s assembly line, it’s 
the style to ponder the possibilities 
for 1949. 

The new year seems to present a 
picture more mixed for business 
generally than it does for the auto- 
motive security outlook. 


Estimated earnings for 1948 in 
the current analysis on automobiles 
by Standard & Poor’s Corp., a New 
York financial forecasting firm, are: 


Chrysler, $9.50; Fruehauf, $4.50; 
General Motors, $9.25; Hudson, 
$4.50; Nash-Kelvinator, $4; Stude- 
baker, $8; White Motor, $4.50; 
Kaiser-Frazer, $2.75; Packard, $1; 
Reo, $2.60, and Willys-Overland, $2. 

The approximate yields on these 
issues, it states, are topped by 9.5 
percent by White, followed by 
Nash’s 88 percent. Others are 


Chrysler, 7.7 percent; General Mo- | - 


tors, 7.6 percent; Hudson, 5.3 per- 
cent; Fruehauf, 5.4 percent; Pack- 
ard, 7.8 percent, and Studebaker, 
7.6 percent, 
a J 7 

hewn General Motors and Chrys- 

ler are given a “buy” rating by | 
this statistical agency. With the | 
exception of Chrysler, which en- 





countered strike losses, spreads in | 
the passenger car division earnings | 
widened on the increase in sales | 
and, giving effect to the deficit in- | 
curred by Packard in the 1947 pe- 
riod, combined taxable earnings ad- | 
vanced 48 percent for the first nine 
months of 1948, it adds. 
“Gains of Kaiser-Frazer, Pack- 
ard and Studebaker were much | 
greater than the composite, which 
reflected the huge weight exerted 
by General Motors,” it points out. 
Discussing the pleasanter aspects 
after pointing to some of the uncer- 
tainties which generally apply to 
many industries, Standard & Poor’s 
declares that “On the favorable side 
of the ledger is the continued 
strength in the market for popular- 
priced cars. 
> Z | 
wy IS evident not only in the 
large dealers’ order backlogs, 
but also in the used-car field. The 
latter is now experiencing a sea- 
sonal decline in activity, aggravated 
by reimposition of strict credit 





Auto Stocks 








Jan.3 Dec. 27 
Chrysler ................... 51 53% 
I os inch ciescs socéxie, 6% 71% 
General Motors .... 5734 5834 
MIO sdivcsthcciescaene 12% 13% 
Kaiser-Frazer ........ 8% 8% 
Nash-Kelvinator .... 145% 14% 
Packard ................... 4% 4 
Studebaker .............. 19% 22% 
TN iat csc nck 1 1% 
Willys-Overland .... 6% 71% 
Average for —_— 
10 Stocks .............. 18.23 19.08 





terms under Regulation W. How- | 
ever, giving effect to recent price | 
declines, popular models still com- | 
mand premiums. 
“In addition, in view of prob- | 
able slackening demand from | 
some peacetime users and in- | 
creased steelmaking capacity, we 
tend to the belief that enough 
steel should be available to per- 
mit the 1948 production showing | 
at least to be matched. 
“Finally, while costs are still in 
an uptrend and growing competi- | 
tion may prevent fully offsetting | 
Price advances, sustained large- 
Scale operations, probable improved 
labor productivity, and benefits as 
new facilities get into full play sug- 
gest a trend toward lower unit 
costs.” 
In conclusion, the service predicts 
that “On balance, prospects of pas- 





Jacobs Retires Stock 


F, L. Jacobs Co. has retired 
through open market purchases 
1,280 shares, representing $64,000 
Par value, of its $50 par 5 percent 
convertible cumulative preferred 
Stock, as provided for by the sink- 
ing fund, Rex C. Jacobs, president, 
announced last week, 





senger-car builders appear excellent 
through the first half of 1949 and, 
following larger payments by all 
companies in this group in 1948, 
some further dividend increases 
may be forthcoming. 
* * * 

““MHE OUTLOOK for commercial 

vehicle independents varies 
widely,” says the analysis. “Al- 
though well below the postwar 
peak, earnings of some should sta- 
bilize at relatively high levels meas- 
ured by prewar standards, Others 
will be severely depressed and 
smaller total disbursements are 
likely. 

The comments on General Mo- 
tors are, “The common, a market 
leader, has considerable attrac- 
tion. The high grade $5 and $3.75 
preferreds have moderate income 
appeal.” 

Its opinion regarding Chrysler: 


high price-earnings ratio, although 
lower than General Motors, and is 
the more volatile of the two leading 
motor shares, 

“In view of the favorable outlook 
for profits for some time ahead, the 
stock of this strongly situated auto- 
mobile producer has appeal.” 

+ * + 


Earnings 

Dana Corp. and subsidiaries— 
Quarter to Nov. 30: Net profit, 
$2,967,792, or $1.91 a common share 
on net sales of $30,977,063, com- 
pared with $2,516,368, or $1.61 a 
share, on sales of $29,807,031 in No- 
vember quarter of 1947, when $225,- 
000 was reserved for inventory. 

* * * 

Fram Corp. and wholly-owned 
subsidiary — Eight months to Aug. 
31: Net profit, $501,310, equal to 
$1.72 each on 286,170 common shares 
on net sales of $9,202,695. For all of 
1947, net profit was $402,538 or $1.36 
a share on net sales of $12,611,629, 

+ + * 

Murray Corp. of America—Quar- 
ter to Nov. 30: Net earnings, $1,- 
158,976, or $1.17 a share, compared 
with $959,312, or 95 cents a common 
share, for November quarter a year 


| ago. 
7 





“The issue normally commands a 


+ * 
| Gabriel Co., for the quarter ended 











FORD DEALERS —this unique 


safety accessory is the 
‘thottest’’ seller on the market! 


@ Safety that Ford owners go for! The new 
SAFE-T-SCOPE turns automatically in advance 
of the wheels the instant you turn the car. It 
“looks around corners”... helps you see where 


you’re turning. 


@ Plenty of “eye appeal!” Designed especially 


for the new Ford. 
beautiful car. 


The finishing touch for a 


@ Easy to install! No need to drill a single hole 
in the car. Easy to center and focus. ; 
® Priced to sell! Looks like a lot more than 


it costs. 





SAFE 


THE LIGHT THAT “LOOKS AROUND CORNERS” 





| Sept. 30, reports a net profit after | 





VILLAGE DEALERSHIP—Maintained by Valley 


all charges, including provision for 
federal income tax, of $227,527 
against $87,766 for the same period 
in 1947, After allowance for pre- 
ferred dividends, the earnings per 
common share were 66 cents per 
share against 22 cents per share 
in 1947, For the nine months ended 
Sept. 30, net profit after all charges, 
including provision for federal in- 
come tax, was $441,799 compared to 
$274,588 for the same period in 1947. 
After allowance for preferred divi- 


dends, the earnings per common |ager, has announced. 


Pontiac Co. in Pinconning, Mich., @ com- 
munity of 3,000, the building is new and equipped to take care of the service needs of 
customers in this farming territory. 


share were $1.24 per share, com- 
pared to 71 cents per share in 1947. 
* + * 


Thompson Products, Inc., and 
subsidiaries —- Nine months: Net 
profit, $3,621,345, or $7.62 a common 
share, against $3,327,103, or $6.93 a 
share, last year. 


Fick Promotes Davis 


Harry M. Davis has been made 
new-car sales manager of Rudy 
Fick, Inc. (Ford), Kansas City, 
Dave Trigg, general sales man- 


@ Exclusive selling features! Never needs oiling 
or greasing. Special "Stay Tight” Bearing pre- 
vents rattling, even after long service. Exclusive 
Auto-Free” Control prevents interference with 
steering or damage to light mechanism. if light 
should ever become frozen or locked in position. 


Get the facts NOW! 


Cash in on the tremendous interest that this unusual 

product is stirring up everywhere. Write for full details 

and prices. Just fill in coupon and mail TODAY! 
This is a Sherman Product... 

FORD DEALERS KNOW WHAT THAT MEANS! 


SAFE-T-SCOPE COMPANY 


2335 Goodrich St., Ferndale 20, Michigan 
DIVISION OF SHERMAN INDUSTRIES, INC. 


rf 
| 

| 

| 

| 

| Pleaserush me full details and prices onthe newSAFE- 
T-SCOPE ...the light that “looks around corners!” 
| 

| 

| 

| 

| 

| 

| 
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Name 
Firm__ 


Address___—— 
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3,000 VISITORS ATTENDED OPENING—Leo Hoffman is owner of Glasgow Motor Co. 
(Chevrolet), which recently occupied its new quarters in Glasgow, Mont. ws 


Tire Tale 


Publish 12th Edition 
of Goodyear Book 


contains a terse history of Good- 
year operations but devotes the 
majority of its pages to an ex- 
planation of how natural rubber 
is grown and how tires are manu- 


AKRON, 0.—Goodyear Tire and | factured. 


Rubber Co., here, 


The edition 


has announced 
publication of the 12th edition of 
its booklet, “The Story of the Tire.” 
is also the Golden 


New Packard Dealer 
Sheehan Motor Sales, 1675 South 


Jubilee edition since Goodyear is| Park Ave., Buffalo, has announced 


celebrating its 50th year. 


A 64-page brochure, the booklet 





A-1 Top qualif 
pad has been developed a 
ing to our own specifications. 


Primarily used under seat covers for added 
comfort, they are ideal for truck seats and reconditioning older 
model cars. Sell a set of TOPPER PADS with seat covers for 


added profit. 


AVAILABLE IN TWO SIZES 
No. 1517... . 18°x50"x1" 
No. 1518... . 18°x56°x1" 





TOPPER PADS 


shion pads. This new 
molded accord- 





its appointment as a Packard/and 300,000 new cars were sold 
dealer. 








HE British Motor Trade Assn. ; 

is trying to stop leakages in 
the breach of covenant scheme 
whereby the black market in new 
vehicles is stopped. The allocation 
of new cars to the home market 
is so small that within five minutes 
of a model being delivered it can 
easily be sold for at least 150 per- 
cent of the list price. 

Under the covenant scheme a 
person getting a new car has to 
agree not to sell it before the 
expiration of a stipulated period. 
Cases are being brought by the 
association to the courts in order 
to enforce this scheme and, giv- 
ing evidence at one case, an of- 
ficial of the association said that 
the present allocation of cars to 
the home market was 70,000, and 
at that rate it would take 30 
years to replace the 2,000,000 cars 
now on the road, of which three- 
quarters were of prewar make, 


Before the war between 250,000 





yearly on the home market. He 







Size 


WRITE US AND A REPRESENTATIVE WILL CALL -WITH A COMPLETE LINE OF SAMPLES 


HOWARD ZINK Coergoration 


Passaic, N. J.—FREMONT, OHIO—Long, Beach, Calif, 
At your service is the most complete line of auto seat covers, cushions and fabric automotive accessories in the 


U.S, Thot's why for years dealers have known thot “IT PAYS TO BE ASSOCIATED WITH THE LEADER” 


Auto News From Britain 


TAUPE CQ 






No. 1132 — Resilent shredded air foam filler. 


tufted covers of assorted plastic fibre patterns with satin or 





estimated that the present number 
of genuine orders for new cars was 
not less than 2,000,000. 

Some 300,000 covenants had been 
signed since August, 1946, of which 
about 7,500 had been broken, Many 
cases had been dealt with by the 
domestic tribunals of the associa- 
tion, well over 100 writs had been 
issued, and other cases were waiting. 

* * 


Outlook at Austin 


OME interesting information on 

Britain’s motor industry was 
given by L, P. Lord, head of Austin 
Motor Co., Ltd., in his review of 
the current auto picture for the 
benefit of shareholders. He blamed 
material shortages and restrictions 
for the five-month period of turn- 
ing over to the production of cur- 
rent new models, which he had 
originally anticipated would take 
only two months. 

Since August, production has 
been on a high level and the aver- 
age for the months August, Sep- 
tember and October was 2,281 cars 











R REPLACEMENT MATS 





HEALTH CUSHION 


Five button 





rayon backing and large contrasting welt beading. 


15 1/2°x15 1/2*x2 1/2”. | 
| 








and commercial trucks a week, plus 
175 tons of spares. In the six weeks 
from Oct, 4 to Nov. 15 the average 
was 2,722 per week plus 197 tons 
of spares, but it is still below the 
plant’s capacity production of 3,400 
a week. The new models have been 
well received in the export market. 


“The demand for all our pro- 
duction is sé phenomenal that 
figures giving the value of these 
orders become meaningless,” Lord 
said. “If we sought more orders 
these figures and our consequent 
embarrassment could easily be in- 
creased, At the same time, manu- 
facturers cannot estimate the 
true value of the business on 
their books because everyone is 
tempted to order far ahead of 
possible delivery.” 

Extensions are being made to the 
Longbridge plant which will make 
it the most modern in Europe and 
equal to most auto factories in the 
United States, Checking over de- 
velopments in the overseas field, 
Lord said there were over 200 main 
Austin distributors operating in the 
world markets, and in the 12 
months they had sold motor equip- 
ment worth $12,000,000 in the Unit- 
ed States and Canada. By the be- 
ginning of December this figure had 
risen to $22,000,000. 

“Our most important develop- 
ment in that continent during the 
year was the purchase in Hamilton, 
Ont., of 30 acres of land with very 
fine buildings of 135,000 square 
feet,” said Lord. “We have options 
on the remainder of the site which, 
if taken up, will make a total area 
of about 100 acres. It is so situated 
that its value must appreciate con- 
siderably; in fact, it has already 
done so. 

“Members of our senior staff are 
there at this moment preparing for 
the installation of plant, to be sup- 
plied in the main from this coun- 
try. Chassis and bodies will be 
assembled from parts sent initially 
from here, and the planned output 
of vehicles to be painted, trimmed, 
— and tested there is 500 per 
week.” 


Sales in Canada 
Near 48 Peak, 
But Trail °47 


OTTAWA, Ont.—New motor vehi- 
cle sales in Canada were higher in 
October, moving close to this year’s 
peak established in June, but were 
still substantially below last year’s 
level, with the October sales total- 
ing 20,541 units, compared with 18,- 
654 in September and 23,647 in Octo- 
ber last year, according to govern- 
ment figures. 

The 20,541 new vehicles sold in 
October amounted to $39,795,925 at 
retail, compared with the 18,654 
units sold in September at $36,223,- 
309. New vehicles sold in October 
included 14,520 passenger cars at 
$28,019,353 and 6,021 trucks and 
buses at $11,776,572, as against 12,- 
988 passenger cars at $25,483,940 
and 5,666 trucks and buses at $10,- 
739,369 in September. 


In the first 10 months of this 
year ending in October, 174,314 new 
vehicles were sold at retail for 
$337,972,704, compared with 191,917 
units at $342,471,519 in the corre- 
sponding period a year ago, down 
10 percent in number but almost on 
a par in amount. 

Sales so far this year have in- 
cluded 112,078 passenger cars at 
$218,423,364 and 62,236 trucks and 
buses at $119,549,340. 


Sleeping Auto 
Car Lost in ’36 Found 


In Texas Brush 
CORPUS CHRISTI, Tex. — The 
chromium of a 1932 model car was 
still shining when the car was found 
recently after it was lost for 12 
years. 
Palfrey Richter and Glenn Kir- 


|patrick went fishing on the King 


ranch 12 years ago. They parked 
tneir convertible coupe near a clump 
of tive oak brush. 


Upon coming back they forgot 
where they had parked the car and 
after a futile search gave it up 
Richter reported the car lost and 


| collected the insurance on it. Cattle 
|}and hog roundups twice a year by 


cowhands in the area failed to dis- 
cover traces of the car. 

Recently a bulldozer nosed into 
the now 10-foot clump of oak and 
brush and found the car. 
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46 Years With U. S. Rubber, 


Heitzmann Retires 

Charles Heitzmann, executive as- 
sistant to the president of U. S. 
Rubber Co., has retired after more 
than 46 years of service with the 
company. 

Over a period of years he has 
occupied executive positions cover- 
ing a wide range of diverse activity 
in finance and sales management. 

s * * 


4 Named in Weaver Sales; 


Hodgson Vice-President 


Appointment of four Weaver 
men to sales department posi- 
tions is announced by Weaver 
Mfg. Co., Springfield, Ill. 

Charles F. Hodgson has been 


Ruel Logan has been appointed 
sales promotion manager, and 
Ross J. Traylor has been promot- 
ed to assistant sales manager. 

* * 


Helping Hand 


Aid to Handicapped Gets 
Wilkening Citation 


Mayor Bernard Samuel of Phila- 
delphia has presented a certificate 
of merit to F. W. Wilkening, presi- 
dent of Wilkening Mfg. Co., for his 
company’s accomplishment in hir- 
ing and training physically handi- 
capped persons, 

Handicapped persons employed 
by Wilkening constitute 12 percent 
of the company’s total personnel. 
Of this group, 35 percent are vet- 
erans of the last war. 

s s + 


Lageman Joins Trailmobile 


As Distributor Sales Head 


Appointment of Harry A, Lage- 
man as manager of distributor sales 
for Trailmobile Co. has been an- 
nounced by R. C. Taylor jr., vice- 
president in charge of sales 

For the past year, Lagemen has 
been general sales manager for the 
American Bantam Car Co. at But- 
ler, Pa. Alan Waddell, who formerly 
handled distributor sales as well as 
truck body and refrigeration sales, 
will continue as head of the latter 
two sales divisions. 

e ° 


s 
O’Neil Named to Board 
For Urban Betterment 


William O’Neil, president of Gen- 
eral Tire & Rubber Co., has been 
elected to the board of trustees 
of the National Council for Com- 
munity Improvement. O’Neil also 
was named vice-chairman of the 
board, Thomas H. Beck, council 
chairman, announced. 

“The council intends to encour- 
age foresight, planning and team- 
work in American communities 
and aid them to develop and util- 
ize their facilities and surround- 
oa to the fullest degree,” Beck 


o > . 
Belury Appointed President 
Of Brake Shoe Plant 


N. George Belury has been ap- 
pointed president of the Engineered 
Castings division of the American 
Brake Shoe Co., according to Wil- 
liam B. Given ir, president, 

Belury has been with Brake Shoe 
since graduating from Purdue Uni- 
versity in 1937. Formerly division 
vice-president, he has also served 
in various sales capacities, includ- 
ing that of sales manager. 

es ¢ ¢ 


Brach Mfg. Names Kehoe 


To Handle Detroit Sales 


L. S. Brach Mfg. Corp. has ap- 
pointed Sam Kehoe to handle the 
sales of Brach automobile antennas 
and automotive accessories in the 
Detroit area. 

Kehoe was formerly connected 
with the Crosley and Farnsworth 
organizations as manager of their 
Detroit automotive divisions. 

* + * 


Dakan Gets Goodrich Post 


At San Francisco 

William R. Dakan has been ap- 
Pointed manager of the San Fran- 
cisco district of the Replacement 








Tire Sales division of B. F. Goed- 


rich Co., it is announced by Guy 
Gundaker jr., general sales man- 
ager. 


Dakan succeeds R. J. Loomis, 
who retired Dec. 1, after having 
served in the San Francisco post 
for the last 18 years. Previous to 
his present appointment, Dakan 
had been regional store manager in 
the Pacific sales division, supervis- 
ing operations of all company- 
owned outlets in the territory. 

* * * 


White Returns Fleener 
To Wholesale Post 
Lon A. Fleener of White Motor 


Co. has returned to his former | 


post as sales manager of the com- 
pany’s wholesale division after ex- 
tensive field contacts with distrib- 
utors and branches. In the latter 
role he served as assistant to the 
regional manager on the West 
Coast. 

Fleener’s re-appointment to the 
wholesale post is announced by J. 





as it looks 


PLANNED FOR eee eee Motor Co. (Chrysler), Plainview, Tex., 


from the street. L. LaFont is manager of the company. 


N. Bauman, in 
charge of sales. 

Entering the automotive field im- 
mediately after his formal educa- 
tion at Indiana University, Fleener 
served in various executive posts 
with General Motors for 16 years. 
He then joined White in 1940. 


vice-president 


Koppers Manager 
H. L. Francis has been appointed 
eastern traffic and transportation 
manager for Koppers Co., Inc., it 
is announced by W. Reed Morris, 
vice-president and eastern repre- 
sentative of the firm. 





(lDhen it’s 
REAL LEATHER 


Upholstery 
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Ferguson Announces Three 
Purchasing Appointments 


Three appointments in the pur- 
chasing department of Harry Fer- 
guson, Inc., have been announced 


by Horace D'Angelo, executive 
vice-president, 
Dave was named assis- 


tant director of procurement in 
charge of implements while Mar- 
shall E. Munroe was named to a 
similar position in charge of trac- 
tor components. J. L. Gilliam was 
appointed implement purchasing 
agent. 


Reo Appoints Dermody 
Texas Sales Representative 


Appointment of Mac G. Dermody 
as Reo field representative in Tex- 
as is announced by R. D. Hilty, 
general sales manager of Reo Mo- 
tors, Inc. 

Dermody has been associated 
with several truck manufacturers 
for a number of years as retail 
branch manager, wholesale district 
manager, used truck manager, and 
retail salesman and also operated 
his own Mack truck dealership in 
San Antonio, Tex. 





YOU KNOW IT’S 


GOOD 


In convertibles, busses and truck cabs, the quality of 


genuine leather speaks for itself. 


The Ashtabula Hide and Leather Company owes a great 


deal to designers. Their appreciation for fine, colorful 


leathers makes it possible for us to supply a good share 
of the finished hides required by leading car, truck and 


bus manufacturers. 


To get something better, you start with something finer. 


In addition to its manufacturing operations, Ashtabula 


has its own representatives who carefully select and buy, in 


proper season, the top grade hides which insure finer leathers. 


ESTABLISHED 1879 


THE ASHTABULA tir: AND LEATHER Go. 





MAdison 2425 


5906 NORTH MAIN AVE. « ASHTABULA, OHIO 


Detroit office: Harry C. Jay, Representative 
450 New Center Bidg., Detroit 2, Michigan 
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In the Hopper 


See Defeat for Proposal 
To Up Wisconsin Gas Tax 


A proposal to raise the Wiscon- 
sin gasoline tax has fallen with a 
thud, and observers are forecast- 
ing its summary defeat during the 
1949 session of the state legisla- 
ture, it was reported in Madison. 

Advanced by an organization of 
rural townships, the proposal 
would increase state gasoline tax 
revenue by 20 percent to provide 
funds for a special rural bridge- 
building program. 

« * * 
Idaho May Set Up Group 
For Highway Studies 

Creation of a state legislative 
interim committee to make a com- 
prehensive study of highway prob- 
lems will be proposed to the 1949 
Idaho legislature, 


The study committee would be 
composed of members of the leg- 


islature, representatives of highway 


users and officials of various gov- 

ernmental units in the state. 
Plans to request such a commit- 
tee were revealed in Idaho Falls 
by Farrel S. Hansen, chairman of 
a state chamber of commerce high- 
way committee which has been 
studying the subject. 
. * * 


Indiana Road Patrol Boost, 


60 M.P.H. Limit Asked 


A state-wide 60- mile - an - hour 
speed limit and an addition of 250 
troopers to the state police force 
have been recommended to the 
1949 Indiana legislature by the In- 
diana traffic safety commission. 

Indiana’s annual traffic death 
toll will continue to exceed 1,000 
unless the legislature tightens traf- 
fic law enforcement, it was assert- 
ed by James D. Harrison, director 
of the commission, who pointed 
out that records in other states 
that have fixed speed limits and 
created a larger state police force 
than Indiana show declining traffic 





FOR HEAVY WORK. jalizing In heavy- 
ore jobs is this husky wrecker owned 
by Mutti Motors (Dodge), Bremen, Ind 


death rates. Harrison said Indiana 
is one of only 14 states with no 
speed limit. 

* * * 


N. H. May Require Cars 
To Stop for Buses 


The first bill filed for introduc- 
tion at the biennial session of the 
legislature opening Jan. 5 calls for 
a new law requiring motorists to 
make full stops when approaching 
school buses that are loading or 
unloading children. 

Another early measure calls for 
repeal of the Willey law, which is 
similar to the federal Taft-Hartley 


law and has been fought by labor 
organizations. Both major parties 
promised to work for repeal of the 
law during New Hampshire’s pre- 
election campaign. 

+ + + 


Wisconsin to Consider 
Much Auto Legislation 


Automotive legislation which will 
be considered by the 1949 Wisconsin 
legislature ranges from an increase 
in the number of highway patrol- 
men to elimination of the slogan 
“America’s Dairyland” from license 
plates, it was reported in Madison. 

The legislature will also consider 
reckless driving statutes; upping of 
fees for drivers’ licenses and in- 
struction permits; renewal of driv- 
ers’ licenses every three years in- 
stead of every four, and requiring 
farm tractors to use tail lights. 

” > + 


Kansas Employers May Get 
Unemployment Tax Cut 


A bill providing for reduced 
unemployment compensation 
taxes for Kansas employers and 
liberalized benefits for compen- 
sation recipients will be intro- 
duced in the 1949 Kansas legis- 
lature. 

Provisions of the proposed leg- 








/ 
How to go home in Philadelphia 


Assuming you know Philadelphia is the nation’s third largest retail 
market place, and hub of a great trading area of over four million 
persons. Also that more than any other large city it’s a city of homes. 
And, further, the way to get at this market is through family contacts. 


Then— 


The way to go home in Philadelphia is with The Bulletin. It’s 


a welcome caller in more than four out of five Philadelphia homes. 
In two blocks on North 17th Street, as a typical example, The 
Bulletin goes to 38 of 44 householders interviewed. It goes home, 
stays home, is read by the entire family—evenings and Sundays. 


eeeceeeeceees 


In Philadelphia—} 
nearly everybody reads 
The Bulletin 














Penny Increase Expected 
In Oregon Gas Tax 

Gov.-elect McKay is expected to 
comment at some length in his 
forthcoming initial e on 
Oregon’s state highway develop- 
ment. 

Indications also point to an in- 
crease of one cent a gallon in 
the state gasoline tax and in- 
crease of motor vehicle registra- 
tion fee from $5 to $10 a year. 
The extra tax money is said to be 
required by the state highwa) 
—* for emergency opera- 

ons. 





islation were agreed upon by bus- 


at a conference in the office of 
v. Frank n. 
a * * 


Boost in Compensation 
Urged in Minnesota 


Liberalization of workmen’s com- 
pensation benefits has been recom- 
mended to the 1949 Minnesota leg- 
islature by the state industrial 
commission. 

The commission proposed an in- 
crease from $15 to $20 in the week- 
ly payments to persons entitled to 
benefits for accidental injuries re- 
sulting in total permanent disabil- 
ity. A similar increase from $15 
to $20 was recommended for the 
maximum payments for widows of 
workmen with dependent children. 

* * * 


Wider Common Carrier Law 


Advised in Vermont 


Alteration of the definition of 
a common carrier in Vermont to 
provide more complete coverage 
of such operations is recommend- 
ed to the 1949 Vermont legisla- 
ture by the state public service 
commission in its biennial report. 

Without such a change it is 
impossible to satisfactorily regu- 
late intrastate truck operations, 


| the commission said. 


* 
Road Plans in Texas 


W. A. Shofner of Temple, state 
senator-elect, has announced plans 
to introduce a bill in the 1949 
Texas legislature that would en- 
large the state highway commis- 
sion. The commission is presently 
composed of three members. Shof- 
ner’s bill would increase the body 
to five. 


Consent Entered 
By Westinghouse 
In Brake Suit 


WASHINGTON.—Atty.-Gen. 
Clark announced the entry last 
week in the Federal District court, 
New York City, of an anti-trust 
consent judgment against Westing- 
house Air Brake Co., terminating 
restraints of trade in the braking 
system industry. 

The complaint in this case, which 
was filed originally on Dec, 9, 1947, 
charges Westinghouse and six other 
corporate defendants with conspir- 
ing to monopolize the automotive 
and industrial brake business in 
the U. S. 

The judgment entered last week 
covers only that part of the con- 
spiracy in which Westinghouse took 
part. Trial of the action against 
the remaining defendants is ex- 
pected to begin in the near future, 
it was stated, 

Under the complaint, Westing- 
house and Bendix Aviation Corp. 
were charged with suppressing 
competition in the manufacture and 
sale of automotive braking systems 
by cross-licensing automotive brak- 
ing patents on an exclusive basis. 

It was also charged that West- 
inghouse insulated itself from com- 
petition in the railway brake field 
and restrained the trade in auto- 
motive brakes by forming a cor- 


| poration jointly with Bendix to ex- 


ploit braking system patents. This 
corporation is Bendix-Westinghouse 
Automotive Air Brake Co, of El- 
yria, O. 

Commenting on the judgment, 
Clark said: 

“While it does not terminate this 
proceeding, it will make a substan- 
tial contribution to restoring com- 
petition in the manufacture and 
sale of a product essential to the 
automobile industry and the safety 
of the travelling public.” 
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Eprror’s Nore: This is the fifth 
in a series of stories on a new 
method of selling service. Pro- 
ponents say the diagnosis method 
increases sales while cutting down 
on “comebacks” and dissatisfied 
customers. 


IX THE EARLY days of the diag- 
nosis method of selling service, 
many dealers recognized the ad- 
vantages in having an expert me- 
chanic go over the entire car for a 
customer and give him a list of all 
of the adjustments, replacements 
and corrections the car should have 
at one time. But they had no ex- 
amples to follow, and thus worked 
out their own programs with little 
aid from outside. 

Holmes Motor Sales, Inc. 
(Ford), Battle Creek, Mich., was 
one of those dealers. When Von 
A. Barnes, service manager, 
started a diagnosis department in 
June, 1946, Holmes set up a 
charge of $2.50 for the diagnosis. 
However, the dealership usually 
sold the diagnosis along with a 
tune-up for the combined price 
of $9.95. 

From several standpoints this 
method of selling is now known 
not to be as effective as making 
the sale of the diagnosis stand on 
its own feet. However, the mere 
fact that it was offered and that 
customers liked it well enough for 
60 percent of them to come back 
for more, indicates that it has had 
a beneficial effect on the Holmes 
service business. 

According to Barnes: “We started 
in June, 1946, to approach the prob- 
lem of motor tuning in a more 
efficient manner. We obtained ana- 
lyzing equipment and trained six 
mechanics in the use of this equip- 
ment. We realized that the price 
of the equipment and the me- 
chanics’ time could not be given to 
the customer free. 

“After timing a number of oper- 
ations of analyzing and considering 
the type of work involved, we 
started to make a charge of $2.50 | 
for the service, The customers’ re- 
action was very receptive to the) 
new idea of properly analyzing the 
engine before actual repairs were | 
started. 

“We explained to the customer 
that in this procedure, we were 
eliminating guesswork in which 
both parts and labor would nor- 
mally be at his expense. We pointed 

out that repairs on the defective 
parts and making the proper ad- 
justments would save considerable 
time and money.” 
* * * 


‘THE NUMBER of repeat custom- 

ers has run between 60 and 80) 
percent since the diagnosis pro- | 
cedure was organized. Barnes is 
convinced that the analysis and) 
diagnosis deal has also been re- 
sponsible for a considerable portion 
of increased labor sales in the serv- | 
ice department, but has not been | 
able to keep records on the actual 
increase due to the method under 
which so much of the diagnosis has 
been sold. 

With the experience in diagnosis | 
that Barnes has behind him now, | 
he believes that certain fundamen- | 
tals are absolutely essential to make 
the program work. He lists them | 
as follows: 

1, The most important, personnel | 
of the service department must first 
be sold on the procedure. 

2. Necessary personnel must be | 
trained properly in the use of the | 
equipment. 

3. Service salesmen must be! 
trained on the approach to the 
customer for this service. 


Barnes could well add that the | 
dealer and service manager, too, | 
must be completely sold on the | 
diagnosis idea and that it must | 
be done honestly in every in- 
stance; and that a customer must 
get a report on the work his car 
needs that he can take to any 
shop in town and have checked 
—or the work done if he wants. 
It is only in this way that com- | 

plete confidence in a dealer’s in- | 
tegrity and shop ability can be 
soundly and properly sold to the | 
trade, 





+ . 
| OLMES MOTOR SALES is now 
running between $14,000 and 
$18,000 in parts and customer labor 





Experience With Diagn 


Dealer Tells How System Has Worked 
To Bring Customers Back 
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sales each month. A goodly share 
of this work, Barnes says, stems 
directly from the diagnosis program 
which he developed. 

The Holmes procedure is weak 
in several operations—it is not 
sold as an entirely separate pro- 
cedure and made to stand on its 
own feet. Neither is a written 
report of the things needed to be 
done on the car given the cus- 
tomer. Nor is a record kept of 
the things each car needs and 
what the customer buys, so that 
no live after-sale file is possible 
for a service salesman to use as 
a spot follow-up file to keep low 
volume departments filled with 
work. 

Then too, no one operator is in 
direct charge of the diagnosis work 
with diagnosis as his only job. Even 
though Holmes has been doing 
around 50 diagnosis jobs each 
month on the average since he 
started, he doesn’t know exactly 
how much profit the diagnosis has 





bumper basis is sold as an extra to the normal 


made for him over the two years 
it has been in existence. 

Both Barnes and Holmes, how- 
ever, point out that there has been 
approximately a 100 percent in- 
crease in customer labor sales since 
the diagnosis procedure was in- 
cluded in the firm's program, 

* + 


But FAR from the ideal diagnosis 
setup as this is, it has been 
able to point up some of the results 
that can be obtained where it is 
set up in a separate department 
under the direction of a thoroughly 
schooled diagnostician and where 


KELLY CO. CRUISE 
Made possible by 


MARTIN-SENOUR 
Auto Retinishes 


- Hop on Deck with Brother Kell 


DIAGNOSIS AND TUNEUP—The diagnosis department of the Holmes Motor Sales (Ford), 
Battle Creek, Mich., is run as a part of the tuneup department. 


Diagnosis on a bumper- 
price of a tuneup. Price is $2,50, plus tuneup. 


complete records of the operation 
are made and kept. 

In the Holmes Motor Sales’ case 
it has cut “comebacks” to an abso- 
lute minimum, it is bringing in 
repeat customers, showing that it is 
being received well and liked by 
customers. 

It is given credit for materially 
increasing the total sales of cus- 
tomer labor and parts in the 
service shop of the dealership. 

What it would do if it were sepa- 
rated and set up on the proper 
basis is anyone’s guess. 

—Jack WeEsp 
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Optimistic About 
1949 Prospects 


TOLEDO. — Royce G. Martin, 
president and chairman of the 
board of Electric Auto-Lite Co., last 
week expressed 
the belief that 
1949 should be a 
good year with 
business opera- 
tions being car- 
ried forward un- 
der increasingly 
competitive con- 
ditions. Accord- 
ing to Martin, 
Auto-Lite’ volume 
in 1949 should 
surpass an antici. "ovee G. Martin 
pated $200,000,000 figure for 1948. 

On the company’s future plans, 
Martin declared, “Two new plants 
will get into production in 1949 as 
well as the recently purchased 
Wright Aeronautical Corp, plant at 
Lockland, O. 
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MAKE MORE MONEY, HAVE MORE FUN 






specifications 


out on time 


Available 


everywhere... 
call your N.A. 


P.A. jobber 
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Eight Quick Reasons 
to Switch to Martin-Senour 


Higher painting profits 
Exact color match to car-maker’s 


Easier to handle. . . jobs 















profits. 








Painting Cars the M-S Way 


Sure, a winter cruise takes time and money! But brother Kelly has both, 
ever since he learned how to paint more cars faster and cut labor costs. 
Martin-Senour’s ready-mixed automotive finishes save work and boost 
No more time wasted mixing colors. Every M-S finish is factory- 
matched to the car-maker’s specifications. That’s why every 


sins nar ecoe oore job is right the first time . . . satisfies customers and eliminates 
’ 9 . 
‘ as costly “‘come-backs.”’ Just check the color, make and model in 
No time wasted mixing ¢ 

or matching your handy M-S catalogue, then phone your nearby N.A.P.A. 
Patented pour-top can jobber. It’s quick, it’s easy, and it’s “‘on the nose”’ with ready- 
prevents waste mixed M-S finishes. Don’t fight any longer with expensive, 
No come-backs, no head- out-dated methods. Call your M-S jobber now! 

aches 


MARTIN-SENOUR 


2520 South Quarry Street, Chicago 8, Illinois 
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The Other Side of the Picture By Fred Kempf 


1F 1 COULD THINK OF A WAY To 





(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 
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7O KOC ANP HEAT PIE wer 


vows You FEEL 
WELL? 
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Cadillac), took its own advice, com-|and partly, Valley General Sales|spurred radio promotion, and sold 
bined a one-year anniversary with|Manager Frank J. Houlihan be-| and delivered 22 cars from Wednes- 
a big promotion campaign, and did | lieved, because customers had been day morning through Friday eve- 
a whopping business in used cars| priced out of the market—failed to | ning. 








Selling Job 


Big U.C. Promotion Pays 


For Valley-Cadillac 


ROCHESTER, N. Y.—If business 
is slow, sell! 


Valley-Cadillac Corp. 


Decisions 


the Industry, read by everyone who counts By Leo Parker 


in a three-day sale here. put a crimp in the firm’s plans to 
The doldrums in which the used- | celebrate the first birthday of its 
car market had been floundering— | used-car building. Instead, it in- 


AUTOMOTIVE NEWS, the Newspaper of 


in America’s No. 1 Industry. . 
Attorney at Law 


ACCORDING to a recent higher* 
court, if an employe is hired for 
a specified period of time and the 
employer discharges him before this 
period expires, the employer must 
pay the employe full wages for the 
balance of the contract period. 

For example, in Alabama Corp. v. 
Higgins, 36 So, (2d) 227, it was 
shown that one Higgins was hired 

under a written contract for one 
year at a salary of $125 per week. 
Higgins worked for about seven 
and one-half months, when he was 
discharged. He sued the employer 
for $125 a week for the balance of 
four and one-half months of the 
year. 

The higher court held that Hig- 
gins could recover from the em- 
ployer $2.375. This court said: 

“The written contract between 
the parties contained a provision 
that the contract was for a year or 
12 months. This provision cannot 
be varied by parol.” 

This court also explained that it 
was permissible for the employer to 
prove that Higgins could have ob- 
tained similar employment by the 
exercise of reasonable diligence on 
his part. If the employer could have 
proved this fact he would have 
avoided any liability. However, the 
employer failed to prove that Hig- 
gins could have obtained similar 
employment during the remaining 
4% months of the year. 

+ . - 


. an 
(Pontiac- | partly because of credit restrictions | creased the size of newspaper ads, | mated more than 100,000 readers weekly! 


VAN AUKEN 


HOLDS THE PRICE LINE! 


AN IMPROVED VAN AUKEN GUARD .. . AT NO INCREASE 
IN PRICE ... THANKS TO YOU, MR. DEALER 


The overwhelming acceptance of Van Auken —And no wonder—look: 

guards—bhy the dealers and motorists of America @ Van Aukens are custom-designed to beauti- 

oie — a oo oo a ot eS a ar in with the styling of the new car 

accomplishment to make this announcement in ™ e Ven Aukens are easily, quickly installed be- 

; — een — oe = eal, —. = Stes ee cause they are custom-made for each model. 

where sonaatl y es cueenndaen Solidlime: @ Van Aukens are stronger. More protection is 

66 Win we take time out to announce cur anti- assured with new massive construction features 
and the shock-absorbing character of the patented 


*Available only thru Kaiser-Frazer Dealers. 


VAN AUKEN, 


inflation move we pass along the credit where it is 
due—to you, the dealers of the 48 states. 


And to you, Mr. Dealer, we are supplying a line 
of guards which holds Van Auken’s position as 
the standard of the industry while still holding 
the price line. 


spring blade action. 
That’s why Van Aukens: 
® are easier to sell 
© give lasting satisfaction 
® are going places. Get on the Van 
Auken bandwagon for larger profits. 


THE LIST PRICE FOR VAN AUKEN GUARDS IS STILL $25.00, FED. TAX INCLUDED. 


(Slightly higher west of Rocky Mountains) 





THERE'S AN INDIVIDUALLY-DESIGNED VAN AUKEN 
GUARD FOR THE FOLLOWING CAR MODELS... 


*Kaiser, '49 (Rear) 

Lincoln, ‘49 (Front) 

Mercury, '46, ‘47, '48 (Front) 
Mercury, '49 (Front) 

Mercury, ‘49 (Rear) 

Nash, ‘46, ‘47, '48 (Front) 

Nash, ‘46, ‘47, ‘48 (Rear) 

Nash, ‘49 (Front) 

Nash, ‘49 (Rear) 

Oldsmobile, ‘48 Futuramic (Front) 
Oldsmobile, '49 All Models (Front) 


Austin, ‘48 (Front) 

Buick, ‘46, ‘47, ‘48 (Front) 
Buick, ‘49 (Front) 

Buick, ‘46, ‘47, ‘48 (Rear) 
Buick, '49 (Rear) 

Cadillac, ‘48 (Front) 
Chevrolet, ‘46, ‘47, '48 (Front) 
Chevrolet Truck, ‘48 (Front) 
Chrysler, ‘46, ‘47, ‘48 (Front) 
DeSoto, ‘46, ‘47, ‘48 (Front) 
Dodge, ‘46, ‘47, ‘48 (Front) 


Ford, ‘46 (Front) Oldsmobile, ‘49 All Models (Rear) 
Ford, ‘47, ‘48 (Front) Packard, ‘48 (Front) 

Ford, ‘49 (Front) Packard, ‘48 (Rear) 

Ford, ‘49 (Rear) Plymouth, ‘46, '47, '48 (Front) 


Pontiac, '46, ‘47, ‘48 (Front) 
Studebaker, '48 Champion (Front) 
Studebaker, ‘48 Champion (Rear) 
Studebaker, ‘48 Commander (Front) 
Studebaker, ‘48 Commander (Rear) 


*Frazer, ‘49 (Front) 
“Frazer, ‘49 (Rear) 
Hitiman, (Front) 

Hudson, ‘48 (Front) 
*Kaiser, ‘49 (Front) 


520 WEST EIGHT MILE ROAD 


DETROIT 20, MICH. 


° For an example of the 
* majestic beauty and solid 


strength of the new Van 


Aukens, take a look at 
° the new guards for 
. the new Buick... 
SEE OPPOSITE PAGE.... 


Watch for Announcements of new Van Auken Guards as the new cars come out! 


INCORPORATED 


PHONE: LINCOLN 3-7000 


Machines Vibrate 





ACCORDING to a recent higher 


court a noisy garage may con- 


tinue to operate its machinery al- 
though owners of nearby homes ob- 
ject to the noise, if the garage 
owner “uses care” to reduce vibra- 
tions and noises. 


For example, in Finn v. Pas- 
quini, 58 Atl. (2d) 199, certain 
home owners filed suit and asked 
the court to grant an injunction 
prohibiting operation of machin- 
ery which vibrated excessively. 

The higher court held that the 


garage owner could continue to op- 
erate the machines if he placed 
rubber cushions between vibrating 
metal parts of the machine to re- 


duce the noise. 
* 


. 


Driver Assaults Person 


ENERALLY SPEAKING, an au- 
tomohile dealer is not liable in 


damages for assault or injuries 
caused by his employe who engages 
in a personal argument with a cus- 
tomer, or other person, But the 
dealer is liahle if the employe as- 
saults a person while attending to 
his regular duty. 


In Houston Co. vy. Feld, 208 8S, W. 
(2d) 880, it wag shown that 9 
truck driver got angry when a 
passenger car ran into the rear of 
the truck, During an argument 
while the truck driver wag getting 
the name and automobile license 
number of the passenger car the 
truck driver struck the driver of 
the passenger car, 

The higher court held the em- 


ployer of the truck driver liable for 
heavy damages, and said: 


“This assault was so closely con- 


nected with the performance of the 
driver's duties as to prevent the 
conclusion as a matter of law that 
when he struck Felder he had 
ceased to act as the company’s 
agent and had begun to act upon 
his own responsibility.” 
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MacDonald’s 





Beecroft Lecture ... 


ee 





Urges Safe Speeds, Good Brakes 


EDITOR’S NOTE: This is the 
third installment in the David 
Beecroft Memorial Lecture on 
“Driver Behavior—Key to Safer 
Highway Design,” made by Thos. 
H. MacDonald, commissioner, U.S. 
Public Roads Administration. 

ee ae 


8 fpr coer speed is a neces- 
sary element of efficient high- 
way transportation. Yet speed is so 
frequently pointed to as a traffic 
accident cause that the dictum has 
wide acceptance 
that traffic acci- 
dents and higher 
speeds go hand in 
hand. 
Numerous at- 
tempts to relate 
speed and acci- 





dents have had 
but meager suc- 
cess. Speed defi- 
nitely increases 
the severity of ac- 
cidents, and it has 
been demonstrated from studios in 
New York, New Jersey and Con- 
necticut that fast drivers are guilty 
of more traffic violations and are 
involved in more accidents than 
those who operate at more mod- 
erate speeds. 

But we also find that our modern 
highways with excellent safety rec- 
ords are accommodating traffic | 
speeds definitely above those found | 
on routes of inferior design. 

Safe vehicle speeds thus depend 
in large measure on characteris- 
tics of the roadway. With ap- 
proximately 400 billion vehicle- 
miles of travel annually, it can 
hardly be expected that police 
activity on speed law enforcement | 

will be effective for more than a 

small fra¢tion of this total. Speed 
controls, where applied, must be 

adapted to the circumstances. 

On our highway systems, both | 
urban and rural, there is a wide 
range of ability to accommodate 
speed. This is true not only for the 
nation but for any state, or for any 
appreciable length of highway with- 
in a given state. 

Thus, the establishment of a uni- 
form legal speed limit for rural and 
urban areas is not a solution. Such | 
a policy is unsound. A limit set at | 
the maximum safe speed for the 
poorest section of highway is ob- 
viously an invitation to disregard 
the law. ‘ 

= > 


HIRTY-SEVEN of the states | 

now exercise the authority to| 
post speed limits differing from the 
speed that has been set as a general 
maximum. The rural state-wide 
daytime limits range from 25 miles | 
per hour in one state to no limit in | 
14 states. 

Of the 29 states having general | 
limits above 50 miles per hour, all | 
but four are using the device of 
zoning to encourage judicious use 
of the highway with respect to 
speed. 

Much more needs to be known 
about the principles of successful 
zoning, but sufficient study has 
been given to determine that the 
signing must be realistic and pos- 
sess considerable self-enforcing 
value, 

The establishment of frequent un- 
warrantedly low limits breaks re- 
spect for the entire zoning device, 
which is reflected in abuses of other 
essential traffic regulatory measures. 

Gross loads of 40,000 pounds on 
medium-powered trucks will prob- 
ably not occur with sufficient fre- 
quency on most of our main rural 
highways to justify basing the road 
design on these vehicles alone. 

Light-powered trucks with gross 





Comm. MacDonald 








TRAFFIC DEATH RATE DROPS S67 In 12 YEARS 
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|loads of 30,000 pounds will occur, | 


however, with sufficient frequency 


}on most main highways to affect | 


seriously the operation of passenger 
vehicles on the highway unless they 
are considered when selecting the 
alignment and other design features 


of the road. 

A THIRD LANE on the uphill 
side will prevent slow-moving 

trucks from unduly interfering with 

other traffic if the third lane is 

started at the distance from the 

bottom of the grade. 

Far too little attention is given 
the fact that farm production is 
moving to the markets and to the 
railroads in trucks. In a constantly 
increasing degree the secondary or 
farm-to-market roads must be de- 
signed for truck operation, and effi- 
cient, safe operation requires low 
gradients. 

The lowest unit cost item in 
road construction today is earth 
excavation, and there is no rea- 
sonable excuse to neglect the 


* * * 


economy that will accrue to the 
| farms by designing farm-to-mar- 
ket roads requiring additional 
excavation to provide low grades 
and good alignment. 


|most fervent anathemas of other 
drivers are directed toward the 
|driver who fails to maintain the 
average traffic speed. This attitude 
mistakes the effect for the cause. 
The same conditions apply as in 
the case of the slow-moving truck. 
|The fault is the highway, not the 
|slow driver. Too-narrow traffic 
|lanes and too-restricted sight dis- 
|tances are the most common de- 
| fects. The slow driver is not likely 
to disappear from the roads; the 
remedy lies in eliminating his acci- 
dent potential by improved road 
| design. 
> + * 
OMPREHENSIVE studies of the 
fluctuation in traffic flow on 
rural highways show that the traf- 
fic density somewhere between the 








VAN AUKEN 


THE STANDARD OF 


iG INDUSTRY FOR MANY YEARS 


INTRODUCES A 


CUSTOM 


BUILT GUARD 


FOR THE NEW BUICK 


HIGH IN STYLE 
HIGH IN PROTECTION 


LOW IN COST 


| On week-ends and holidays, the 





30th to the 50th highest hourly traf- | 





MORE OF THIS NEEDED—Safety-iane inspections show that proper maintenance of brakes 
is not being accomplished generally, according to Commissioner Thomas H. MacDonald. In 
his safety lecture, he declares a more stringent enforcement policy is necessary. 


fic volumes of the year should be | 
selected for design purposes, 

On the average rural highway the 
30th highest hour of the year is 
about 15 percent of the average 24- 
hour traffic volume. In urban areas | 


brake performance. Safe vehicle 
performance depends to a greater 
degree upon adequate, well-main- 
tained brakes than upon any other 
single element of vehicle design. 


Studies by the Public Roads Ad- 


it averages about 12 percent of the | ministration just before the war 


annual average traffic volume. 
The hazardous conditions cre- 
ated by too-short spacing between 
cars following in the same lane 
are emphasized by the studies of | 





| disclosed that over 40 percent of the 
| passenger cars tested on the high- 
way had zero pedal reserve, i.e., the 
pedal was flat on the floor board 


(See BEECROFT, Page 40, Col. 5) 


TAKE A GOOD LONG LOOK AT THESE NEW 


VAN AUKEN GUARDS 


Van Auken’s pioneered guard design features practical styling. 


Get the shock-absorbing guard. Van Auken, the guard with patented spring blade 
action, gives you this protection plus. 


RAPID, SIMPLE 
INSTALLATION 














Delphos (O.) Dealership 
Purchased by Shumaker 


regional manager for the Truck- 
stell Co., has purchased a Chevro- 
let and Buick dealership at Del- 
phos, O. The firm will continue 
with the name of the Delpha 
Chevrolet Co. 

Shumaker, a oe agin 
pony spent sev ears in 

with th the Chevrolet 

Motor division in Norwood, Cleve- 
land, and Flint. 


Chicago Ford Dealers Elect 


Zweifel as President 

New officers of the Metropolitan 
Chicago Ford Dealers Assn. were 
introduced at the organization’s 
annual Christmas party Dec. 10. 

The officers, who will assume 
their duties Jan. 1, are Earl T. 
Zweifel, Zweifel Motors, Inc., 
Evanston, president; Max Tauber, 
Tauber On Broadway, vice-presi- 
dent; R. H. Cooper, Cooper-Pol- 
lock, Elmhurst, secretary, and F. 





K. Goy, Hoeffel-Goy, Inc., treas- 
urer. 

Elected to the board of directors 
for three-year terms are R. W. 
Hirschberg, Nelson-Hirschberg; D. 
T. Grothe, Herschbach Motor Corp., 
Hammond, and J. N. Kawell, Kaw- 
ell-Walker Motors. John Murphy, 
Murphy Motors, is retiring presi- 


dent. OS 
High Sign 
Ad Visible All Over 


Kansas. City 


A lighted sign which will cost 
some $20,000 and be visible from 
any part of Kansas City is part of 
a construction plan announced by 
J. A. McClendon, president of Mc- 
Clendon Motors, Inc. (Kaiser- 
Frazer). 


A terraced used-car lot involving 
four different levels on a hillside 
which reaches an elevation of 70 
feet is currently nearing completion, 
McClendon said. 

The lot will accommodate 500 ve- 
hicles for display. A parking lot at 


the top of the hill will accommodate 
an additional 300 cars for free park- 
ing by customers and businessmen 
in the district. 

The expansion program will ne- 
cessitate the hiring of 20 to 25 em- 
ployes, according to Hugh Golden, 
used-car manager. 

7. * . 


Longyear Heads Dealers 
In White Plains, N. Y. 


J. K. Longyear, president of 
Brown -Longyear Motors, Inc. 
(Studebaker), has been elected 
president of the White Plains 
(N. Y.) Automobile Merchants 
Assn. 

Other officers elected were: Ed 
Sholz (Buick), vice-president; 
Percy R, Letts (Chevrolet), secre- 
tary, and Charlie Piebes (Dodge), 


treasurer, 
* + * 


New Williams Home 


The Magnolia St. showrooms, oc- 
cupied by Chaney’s_ restaurant 
since the construction of the build- 
ing, have been remodeled to be- 
come the home of a new automo- 
bile concern in Green Cove, Clay 
county, Fla. It is Williams Buick 
Co., under the ownership of O. R. 
Williams of Palatka. 
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IN AMERICA'S DAIRYLAND—The building of Massard Motor cutee ree Shawano, 


Wis., measures 94 by 50 feet. 


Frank L. Massard heads the dealersh 


Ninety Ford Dealers Cited 
With Four-Letter Plaque 


Ninety additional Ford dealers 
throughout the nation have been 
awarded the Ford Motor four-letter 
plaque since Oct. 13, L. W. Smead, 
assistant general sales manager, an- 
nounced last week. 

The awards are based on required 


standards in finance, management, 
spirit and facilities. The initial let- 





7 Share <a Wallas’ 
Srlliant Night Life 


hutat home they read The Dallas News 


CRESMER & WOODWARD, INC., Representatives.-New York, Chicago, Detroit, San Francisco, Los Angeles. 


Distance means nothing to these Texans. 


Big Dallas is host 


to all the folks in a hundred miles. They belong to Dallas and 


Dallas belongs to them. 


Here is a single, broad market, populous Northeast and 
North Central Texas, bigger than all Massachusetts, Rhode 


Island and Connecticut. More buying 


area in the Southwest. 


Dallas is its city. 


power than any other 


The Dallas News is its newspaper. 


Sell the readers 
of The News ond 
you have sold the 
Dallas Market. 


Dallas Morning News 


RADIO STATIONS WFAA AND WFAA fF 
THE TEXAS ALMANAC 


Member, Americon Newspoper Advertising Network 


ter of each classification is taken 
from the slogan, “Ford Must Stand 
First.” The latest dealers to receive 
the awards were: 

Chicago district — Charles Baron, 
Ine., Bartels Motors, MacLeod Mo- 
tors, Inc., Petersen & Seyller, George 
C. Poole, Inc., Ritz Central Motors, 
Inc., Safety Motors, Inc., Forgan 
Motor Sales Co., J. J. Wright Motor 
Co. 

Cincinnati district — Mercer Ga- 
rage, Mercer Motor Co., N. & W. 
Motor Co., Inc., St. Albans Motors, 
Inc., Fred Sayre, Sousley Auto Sales. 

Cleveland district — Universal Mo- 
tor, Inc. 

Dearborn district — Albion Motor 
Sales Co., Dalrymple Motors, Inc., 
| Hanley Motor Sales, Inc., Floyd 
| Foren, Inc., North Brothers, Inc., 
|The Cities Sales Co., Inc., Stark 
Hickey, Inc., Miller-Douglas, Inc., 
| Eddie Steele, Inc., Egan Motor 
| Sales, Neil Motor Sales, Inc., Schwa- 
derer Motors. 

Fargo (N.D.) district — Power 
Motors. Houston distri¢tt — Har- 
gis Motor Co., Boriack Bros. Mo- 
tor Co., Hart Motor Co., Curry 
Motor Co., Maddox Motor Co., 
Harold Zesch Motors. 

Indianapolis district — Randolph 
County Sales Co., Grant T. Munson, 
Inc. Kansas City district — Baird 
| Motor Co., North Bros. Motor Co. 
Louisville district — Bluegrass 
| Ford Co., Beaty Motors, Dixie Mo- 
tor Co., Gibbs Motor Sales, Kinney 
Motor Co., Sneedville Motor Co., 
| Suge & Co., Troxel Motor Co. 
Milwaukee district —E, A. 
| Swendson, Inc., Genoa City Auto 
., Gabower-Hoile Motors, Fera- 

gen Motor Co., Karcz-Paulus Mo- 

tors Co., Ballo Motors, Princeton 
Motors. 

New Orleans district Ed Taus- 
sig, Inc., McCain-Richards, Inc., 
Hub City Motors, Inc. 

Oklahoma City district — Hud- 
dart-Cornelius Motor Co., O. E. Brit- 
tain Motor Co., Hereford Motor Co., 
Standley-McKinney Motor Co., 
Simpson Auto Co., Mayes County 
Motor Co. Omaha district — Diers 
Motor Co., McBride Motors, Naprs- 
tek Motor Co., H. B. Riley Motor 
Co., Swain Motor Co. 
| Pittsburgh district — Wilson Sales 
| Co., W. J. Tracey Motor Co. 
| Richmond (Calif.) district — Gaes- 
| on Motor Co., Wm. L. Hughson Co., 

ne. 
| St. Louis district — Borah-Hol- 
| man Motor Sales, Coe Motor Co., 
W. C. Morrow Motor Co., Coslet 
Motor Co., Mose Campbell Motor 
Sales, Craycroft Motor Co., Mertz 
Motor Co., Tyler Motors, Rad-Mor 
| Motor Co., Inc., Herman Motors. 
| Salt Lake City district—H. O. 
|Bell Co., Bear Lake Motor Co. 
| Somerville (Mass.) district — Wind- 
sor Garage, Inc., Abbott Motors, Inc. 
Twin City (Minn.) district — Syvrud 
| Motor Co., Ray Nelson Motors, 


| Lakeview Motors. 
a m 


3 More U. S. Dealers 


| Named by Austin 


Joseph Dudley, vice-president of 
| Austin Motor Co., Ltd. (England), 
| announces the appointment of 

three new dealers for British Aus- 
tin automobiles, 


They are Raymond Motors, Ltd., 
Shawnee Run Road, Cincinnati; 
Tom’s Motor Sales, Inc., 1620 Flat- 
bush Ave., Brooklyn, N.Y.:; and 
| The Leader Car Co., 2119 Brent- 
| wood Blvd., St. Louis, 

* e * 


| Stewart Motor Sales 


| A business name has been filed 
| in the Erie county clerk’s office for 
| Stewart Motor Sales, 2377 Bailey 
\ Ave, Buffalo, by Robert Stewart. 








ee 


OD PORT 


RR TE TT ET a 


[= wo ee 


cr ct Gait 





s 5 


SE 





AUTOMOTIVE NEWS, JANUARY 10, 1949 








Mernan Chevrolet Adds 
Service and Parts Facilities 


Mernan Chevrolet Co., 2751 Bailey 
Ave., Buffalo, has announced com- 
pletion of a remodeling and build- 
ing program providing additional 
space for a service and new parts 
department. 

President Warren C. Mernan said 
the firm, formerly Lyth Chevrolet, 
poasts a force of men averaging 
more than 15 years per man. 

Mernan started as a salesman 
with the original company, Fergu- 
son-Lyth Chevrolet, in 1927. When 
the company was reorganized and 
the name changed to Lyth Chevrolet 
in 1934, he was elected vice-presi- 
dent and in 1943 he became presi- 
dent. 

. * * 
Lester’s Son Junior Partner 


In New Orleans Firm 

Jack Lester jr. has been named 
a junior partner in Jack Lester 
Motors (Nash), 700 St. Charles 
St. New Orleans. Jack Lester 
sr., also announced the opening 
of a used-car lot at 3130 Tulane 
Ave. aa 


New Dodge Home Opened 
By John Parker, Clovis 


Prize contests and a travel movie 
program’ featured the opening of 
the new building of John Parker 
(Dodge), Clovis, N. M. The new 
facilities include 9,000 square feet 
of useable space and 3,000 square 
feet of floor space. 

John T. Parker jr. is owner and 
manager. Parker first acquired the 
Dodge franchise for Clovis in 1944. 

a a7 . 


Chicago L-M Dealers Elect 


Motherwell President 


The Lincoln-Mercury Dealers 
Assn, of the Chicago district held 
its first annual Christmas party 
and installation of officers. 

Officers and directors installed 
for 1949 were: president, R. W. 
Motherwell, Motherwell Motors, 
Inc., Chicago; vice-president, J.T. 


Healy, Healy Motor Sales, Inc., | 


Chicago; secretary, George J. Mor- 


gan, Morgan Motor Co., Chicago; | 
treasurer, L. L, Mouser, Oakley 


Motor Co., Chicago. 


Directors for one year: Daniel 


R, Ganey, Ganey-Fencl Motors, 
Inc., Oak Park; Carleton Drake, 
Drake Motors, Inc., Chicago; Dan- 


Dealer Doings 





iel Nye., Nye-Fulton Motor Co., | 


South Bend, and Fred Strieter, 
Strieter Motor Co., Davenport, Ia. 

Directors for two years: Ed- 
ward Larson, Broadway Lincoln- 
Mercury Sales, Inc., Chicago; 
George N. James, James Motor 


Sales, Inc., Chicago, and Fred J. | 


Piehl, Miller-Piehl, Inc., Rock 
Island, Tl. 


* * = 


McGee Elected President 
Of Monmouth (N.J.) Assn. 


The new slate of officers for the 
Monmouth County (N. J.) Automo- 
bile Dealers Assn. is headed by 
Thomas A. McGee of Asbury Park, 
president, 

George Buhler was elected vice- 
president, while Alfred Meyer and 
John E. Bailly jr. were re-elected 
treasurer and secretary, respec- 
tively. 

. > * 
Whiting-Buick Reopens 
In Rochester, N. Y. 

Whiting-Buick, 30 N. Union St., 
Rochester, N. Y., has formally re- 
opened its remodeled building, 
completing a three-year program 
of modernization of the sales and 
Service structure. The new plant 
has more than 100,000 square feet 
of service area. 

* 


O'Toole's OK 
Dealer’s New Building 
Available to All 


After completing a new building 
for his dealership, Thomas O’Toole, 
Owner of O’Toole Motor Sales 
(Dodge), Crafton Heights, Pa., de- 
cided to share the benefits of the 
new establishment with the com- 
munity. 

O’Toole offered the use of the| 
Showroom free of charge after bus- | 
Iness hours to any responsible civic 
or church group. 

O'Toole found a ready customer | 


| 





in the city’s Parent-Teacher Assn., 
which took advantage of his offer 
and held a card party in his build- 
ing. 

* * * 


Cahoon Motors Building 


At Richland, Wash. 

Work has been started on a 
Studebaker dealership at Rich- 
land, Wash., that will cost in ex- 
cess of $100,000, according to Ca- 
hoon Motors of Yakima, which 
will operate the outlet. 

This is the first of four dealer- 
ships expected to be established 


in Richland, a town under super- 
vision of officials of General Elec- 
tric, which gives long-time leases 
on the government id. 

> * * 


Opening Day Award 
Freeman-Lyle Motor Co. (Stude- 
baker), 419 S. Gallatin St., Jackson, 
Miss., awarded credit for $1,000 on 
the purchase of a new Studebaker 
car or truck to H. E. Adelsheimer, 
in connection with the opening of 


its new home. 
. = 


Villa Plans to Triple Trade 


With More Plant, Personnel 

Joseph Villa, president of Pon- 
tiac-Villa, Inc., 2820 Bailey Ave., 
Buffalo, has announced plans for 
tripling his business in the next 


three years under a program re- 
quiring additional buildings and 
personnel. Construction of the 
new buildings will be started this 
month, 

Villa made his announcement 
at the company’s llth Christmas 
party, when cash bonuses were 
distributed to employes. Among 
the guests were E. M. Krotine, 
zone manager for Pontiac, and 
Thomas H. McElvein jr., presi- 
dent of the New York State Auto- 
mobile Dealers. 

+ * + 


Brost Gives Watches 


Ten employes of Brost Motors, 
Inc., Buffalo, with 10 or more years 
of service, received gold wrist 
watches at the company’s annual 
Christmas party in the Brost show- 
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rooms at 1291 Main St. President 
Chester J. Brost presented the 
watches. 

* * om 


Calgary Trade Association 


Is Headed by Wilson 

R. L. Wilson has been named 
president of the Automotive Trade 
Assn, (Calgary zone) of Canada. 
G. W. Zetterstrand is named as 
as vice-president and Gordon 


Rhodes is treasurer. 
+ + - 


Wolkonocki Fete 


About 20 employes of J. S. W. Mo- 
tor Sales, Inc., Yorkville, N. Y., were 
given a dinner dance at Trinkaus 
Manor by John S. Wolkonocki, 
president of the firm. Wolkonocki 
distributed bonus checks to all em- 
ployes. 
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BIGGEST DOLLAR VALUE ON THE MARKET... 








Simple, Poolproot tu Operation... ONLY ONE METER DIAL TO 
WATCH, ONE TIMER SWITCH TO SET, NO NEEDLESS GADGETS 
TO CONFUSE... Fully Guaranteed! 





@ The new KRW FASTCHARGER is the simplest and most effi- 
cient on the market, regardless of cost. It has only a single meter 
to watch ... all unnecessary gadgets have been eliminated. It oper- 
ates off any 110 volt lighting circuit. Current draw 9 to 11 amperes. 


The KRW FASTCHARGER has a new electric timer which is fool- 


proof in operation ... it automatically discharges, 
fast charges, slow charges, and then shuts off com- 
pletely. Quick battery tests can be made at any time. 
The customer can be shown the exact condition of 
the battery on the easily understood meter dial. 


After FIVE MINUTES discharging and charging 
the METER shows the condition of the battery and 
whether or not it can be charged, or is worth 
charging. After that decision is made... if you 
want to charge it, proceed again in the same man- 
ner and recharge for 55 minutes, then a test can 
be made to see if the battery is fully charged, 
by means of the BUILT-IN, DISCHARGE, 


TEST UNIT. 


This charger has all and more features than 
any HIGHER PRICED charger. Our illas- 
trated circular will convince you, Our 24 
years reputation is your guarantee. 

The KRW FASTCHARGER is the last word in 
battery charging equipment. It is built of the 
finest materials and incorporates all the latest 
quality features. Fully Guaranteed, it will give 


years of highly 


rofitable service. Order one today. 


No. 778, KRW FASTCHARGER, $130.00 F. O. B. 


Factory, Arcade, N. Y. Shipping weight 90 lbs. 


AND A 


NEW 
KRW 


WALL-TYPE, 
SIX AMPERE 


BATTERY 
CHARGER 


New, Heavy-duty Charger handles one to 
twelve 3-cell batteries or equivalent. Ideal 
all types of car, truck 
es. G 


for safe charging of 
and aircraft batteri 


construction features. Write for descriptive 
literature. Low Price for 110V,60 cycle onl 
$39.00 F. O. B. Factory, complete wit 
bulb, wiring connectors and terminal leads. 
Prices for other power requirements will 
be furnished on request. 


ONLY 


test design and 
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AU prices subject to 
change without notice. 























Its Great to be 


Here are some of the reasons why. . . big reasons 
for the kind of all-round support every Ford Dealer gets. Zee 








In products, in service, in advertising, in organization 


. « « Ford Dealers are out front with Ford! 


FORD CARS 
Ford Dealers are featuring The Car of the Year, 
the new Ford that’s attracted more public attention 
than any other postwar model. A completely new car, packed 
with important advancements. A great car to sell! 





FORD TRUCKS 


Ford Dealers feature a brand new line of Ford Bonus 
Built Trucks... built extra strong to last longer. 

More than 139 models to meet every hauling need. 

It’s a profit-line for Ford Dealers everywhere! 





FORD SERVICE 


Ford Dealers can offer the tangible advantages of four-way 

Ford Service . . . Ford-trained Mechanics, Factory- 
approved Methods, Factory-recommended Equipment and Genuine 
Ford Parts. They add up to year round service profits! 


GENUINE FORD PARTS 


Wherever Ford Dealers are located, 
they have access to a good supply of Genuine 
Ford Parts ... identical twins of the parts 

built into Fords at the factory. 

There are real parts profits 
available for Ford Dealers! 

















rOnD 


FORD INDUSTRIAL ENGINES 


By-products of the Ford empire, Ford Industrial 
Engines offer extra profit opportunities to 
dealers everywhere. They’re built with all the 
famed Ford economy and reliability . . . and they’re 
building a growing market in countless industries! 













GENUINE FORD ACCESSORIES 


. Spell extra profits for Ford Dealers. 

A full line of fine accessories, 
designed for Ford Cars and Trucks, bring 
in steady business all year ’round! 


FORD ORGANIZATION 


The Ford Motor Company is rich in 
experience—yet new in outlook, 
progressive and aggressive. It’s directed 

by a new management team that’s proved 
its outstanding ability. This organiza- 
tion, its facilities and material resources, 
stand behind every Ford Dealer! 


[\7 


—<—_ 


a 


/ have these and many more advantages with their Ford franchises, 


throughout America to provide 


trucks quickly and economically .. . 






| \ 6400 Ford Dealers, in a close-knit, well-informed organization 


Year in, year out, it’s great to be a Ford Dealer! 









Is the “talk of the trade." 
It’s powerful, resultful r 
advertising that works to 
bring customers to Ford Dealer 
showrooms and service departments every day! 








FORD ASSEMBLY PLANTS 
AND PARTS DEPOTS 


Are conveniently located 





















dealers with new cars and 


to provide Genuine Ford Parts 
for every service need! 


* pleas FORDS ON THE ROAD 


ta 


That’s the result of real product a 
It represents a backlog of users uniquely loyal 
to Ford products—a profitable market 
for the better and better products 


Ford Dealers will have to sell. 





OF THREE NATIONS—The princi 
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ls of Astoria Motors, Inc. (Chrysler), Astoria, Ore., are 
an Italian, and 





Canada Reports 
Oct. Car Imports 
Down, Parts Up 


OTTAWA.—Canadian imports of 
passenger cars and trucks dropped 
sharply in October this year, 
amounting to $3,940,000 as against 
$6,938,000 in October a year ago, 
and totaling only $21,108,000 in the 
first 10 months of 1948 compared 
with $62,166,000 in the correspond- 
ing period last year, according to 
the latest report of the Canadian 
government. 

However, imports into Canada 
of automotive parts advanced to 
$10,366,000 in October as against 
$9,830,000 in the same month a year 
ago and rose to a total of $85,237,- 
000 in the first 10 months of this 


was said. 














AFTER REMODELING WORK—Dahiberg's Ford dealership at Hopkins, Minn., 
year as compared with $81,070,000 suburb. Building has small floor space for new cars and large parts department as well 
a year ago in the same period, it| 4; 4 33-stal! shop in rear. Ward Dahlberg is business manager and his brother Earl is 


Minneapolis 


sales manager of the firm, which employs 31 shop men and 10 office and sales Personnel. 
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The following advertised delivered prices 
are based on ae setae prices at the 
factories. They inclu 


eq 
BUICK 
$1,861; 2-dr. 


Series 40—4-dr. sed., 
sed., $1,787; Super Series 50 
~~f#-dr. sed., $2,192; 2-dr. sed., $2,092; 
conv., $2,624; stat. wag., $3,229; Road- 
master Series 70—(Dynafiow standard)— 
4-dr, sed., $2,782; 2-dr. sed., $2,661; conv., 


$3,203; stat. wag., $3,797. 
CADILLAC Series 61—4-dr. sed., $2,- 
945; club cpe., $2,840; Series 62—4-dr. sed., 


$3,103; club cpe., $3,019; conv., $3,549; 
Series 60 8 -dr. sed., $3,801; Series 
75—4-dr, sed. (5S-pass.), $4,833; 7-pass. 
sed., $5,053; 7-pass. Imperial, $5,253 
9-pass. bus. cpe., $4,733; 9-pass. bus. Im- 
perial, $4,922. 


--Stylemaster — 4-dr. sed., 
$1,371; 2-dr. sed., $1,313; spt. cpe., $1,323; 
bus, 508. 61.566; $1,381; te 402; 

a spt. cpe. . ; 
conv., $1,760; stat. wag., $2,013; Fleetline 
—4-dr. sed., $1,492; sed. cpe., $1,434, 

CHR ““@"4-dr, sed., $1,- 
seers 2-dr. sed., $1,032.75; 7-pass. sed., 
404.50; Mm., Sis club cpe., 








Current Prices on New Automobiles 





cpe., $2,024.50; conv., 


$1,90: 


8.75; 


Traveler 4-dr. 


Saratoga ‘‘8’’—4-dr. 
$2,284.25; 


sed., 
cpe., 
sed., 


$2,194.75; 


sed., 


$2,439.25; bus. cpe., 


sed., 


$2,187.75; 
$2,321.25; 2-dr. 


club cpe., $2,294.75; bus. 


New Yorker 


“+g? —-4-dr. 


$2,446.25; 2-dr. sed., $2,409.25; club 
$2,850.25; bus. cpe., 


pe., $2,419.75; conv., 


$2,319.75; Town & Country conv., 
rial ‘8’? — 7-pass. 


Crown I 
711,75; lim., $4,816.75, 


CROSLEY — 2-dr. 


conv., 


deluxe sed., 
$959; stat. wag., $991. 


$3,430.25; 


sed., $4,- 


$959; 


DeSOTO—Deluxe—4-dr. sed., $1,845; 2- 
$1,808.25; 
epe., $1,718.75; 
1.50; 


dr. 

bus, 
$1,91 
sed , 


sed., 


$2,335; 
$1,593.50;  conv., 


$2,65 


1. 
DODGE— 
2-dr. sed., $1,696; 


2-dr. 


club cpe., 


sed. 
lim., $2,461.50; 
$2,315.75; 


+ $1,879. 75; 


$1,834.50; 
dr. sed. 
7-pass 


club cpe., 
Suburban, 


Deluxe—4-dr. sed., $1,738.25; 


bus. 


sed., 


cpe., 
1,807. 
199; 


(V-8, 


; 


$1,606.50; 
75; town sed., 
club cpe., 


$1,473.50; (V-8, 
so 425 (V-8, $1,511.50); 
$1,524); bus. 


$1,- 


epe., $1,252 pA $1,433.50); Custom Six— 


(V-8, $1,665.50); 2-dr. 


4-dr. sed., $1,591.50; 
club cpe., $1,529 


sed., $1,538 (V-8, $1,617); 


(V-8, $1,613.50); conv., $1,886 (V-8, §$1,- 
965.50); stat. wag., $2,119.50 (V-8, §2,- 
264.50). 


FRAZER—4-dr. sed., $2,482.77; Manhat- 
tan—4-dr. sed., $2,746.11. 

HUDSON—Super ‘6’’—4-dr. sed., $2,- 
222.25 (S8-cyl., $2,343); 2-dr. sed., §2,- 
171.25; club cpe., $2,219 (8-cyl., $2,339.75); 
bus. cpe., $2,069; conv., $2,835; Commo- 
dore ‘‘6’’—4-dr. sed., $2,398.50 (8-cyl., 
$2,514); club cpe., $2,374.25 (8-cyl., $2,- 
489.75); conv., $3,056.75 (8-cyl., $3,137.75). 

KAISER—Special—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11. 

LINCOLN — 4-dr. sed., $2,680.50; spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr. town sed., 
$3,344; spt. cpe., $3,291.50; conv., $4,054. 

MERCURY—4-dr. sed., $2,116; spt. cpe., 
$3,006.59; $2,536.50; stat. wag., 


NASE_-600 Super—4-dr. sed., $1,832; 
2-dr. sed., $1,807; club cpe., $1,829; 600 
Super -dr. sed., ,880; 2-dr. 
= os ae $1,877; Ambassador 
Super—4-dr. +» $2,279; 2-dr, sed., $2,- 


conv., 


254; 


club cpe., $2,275; Ambassador Super 


Special—4-dr. sed., $2,348; 2-dr. sed., $2,- 


323; club cpe., 
sed., 


—4-dr. 


club cpe., $2,485. 
OLDSMOBILE—Series 76 Standard—4-dr. 
sed., $1,864; 4-dr. town sedan, $1,853; 2-dr. 


sed., 
180; 


$1,790; 


club cpe., $1,764; 
Series 76 Deluxe—4-dr. 


dr. sed., 


sed., 


conv., 
$2,006 ; 


$2,344; Ambassador Custom 


$2,429; 2- $2,464; 


$2,- 


4-dr, town sed., $1,995; 2-dr. sed., $1,932; 


club cpe., 


$1,905; 


Series 98 


Standard 


(Hydramatic standard)—4-dr. sed., $2,542; 
$2,468; Series 98 Deluxe— 
(Hydramatic standard)—4-dr. sed., $2,636; 
2-dr. sed., $2,562; conv., $3,015. 
PACKARD — Eight — 4-dr. sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 


2-dr. sed., 


$2,517); stat. 
sed., $2, 


4-dr, 


827; 


wag., $3,245; Super 
2-dr. sed., 


$2,802; 


Eight— 


conv., 


$3,250; 7-pass. sed., $3,500 (deluxe, $3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000); 


Custom Eight—4-dr. 
sed., $3,700; 


conv., 


sed., $3,750; 
$4,295; 7-pass. 


$4,704; 7-pass. lim., $4,868. 


PLYMOUTH — Deluxe 
455.50; 2-dr. sed., 


— 4-dr, sed., 
$1,397.50; 


2-dr. 
sed., 


$1,- 


club cpe., 


$1,424; bus. cpe., $1,360.75; Special Deluxe 


—4-dr. 


sed., 


$1,544.25; 


2-dr. 


sed., 


$1,- | 
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486.25; club cpe., $1,518; conv., $1,872; 


bus, cpe., $1,454.75; stat. wag., $2,082.75. 


PONTIAC—Torpedo ‘‘6’’—4-dr. sed., $1,- 
641 (deluxe, $1,731); 2-dr. sed., $1,583; 
sed. cpe., $1,614 (deluxe, $1,704); spt. cpe., 
$1,552 (deluxe, $1,641); bus. cpe., $1,500; 
conv., $2,025; Torpedo ‘8’? — 4-dr. sed., 
$1,689 (deluxe, $1,778); 2-dr. sed., $1,630; 
sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
$1,599 (deluxe, $1,689); bus. cpe., $1,558 
conv., $2,072; Streamliner ‘‘6’’—4-dr. sed 
$1,727 (deluxe, $1,817); sed. cpe., $1,677 
(deluxe, $1,766); stat. wag., $2,374 (de- 
luxe, $2,442); Streamliner ‘‘8’’—4-dr. sed., 
$1,775 (deluxe, $1,864); sed. cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, $2.490) 

STUDEBAKER — Champion Deluxe — 
4-dr. sed., $1,688.50; 2-dr. sed., $1,656.75: 


club cpe., $1,683; bus. cpe., $1,588.25; 
Champion Regal Deluxe—4-dr. sed., $1,- 
762; 2-dr. sed., $1,730.50; club cpe., $1,- 
756.75; bus. cpe., $1,662; conv., $2,086.25; 
Commander Deluxe—2-dr. sed., $2,019.25; 
2-dr. sed., $1,987.75; club cpe., $2,014; 


bus. cpe., $1,919.25; Commander Regal De- 
luxe—4-dr, sed., $2,140.50; 2-dr. sed., $2.- 


108.75; club cpe., $2,135; bus. cpe., $2.- 
040.50; Land Cruiser 4-dr. sed., $2,327.75; 
conv.. $2,467.50. 


WILLYS-OVERLAND — Jeep stat. wag 
(4-cyl.), $1,856.71; 6-cyl. stat. wag., $1,- 
951.43; Jeep stat. sed., $2,008.78; Jeepster 
conv., $1,875.77. 
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Service and Used Car Reconditioning 


{1 Regular Ua Section oa Dealers, Jobbers and Maintenance Men who Service and Lubricate 


{merica’s 37 Million Motor Vehicles and ec ondition 5 Million lsed Cars 


TATA 





It’s Later 
Than You 
Think 


Come Up— 
And See Us 





A MINUTE is a long, long time, 
Especially when it is  con- 
sumed by an owner sitting in his 
car in a service station entrance 
waiting for some one to come up 
and find out what he came in for. 

Under the heading of discourtesy 
—or showing more courtesy to the 
customer—two different sources 
rap this lack of immediate atten- 
tion on the part of so many deal- 
ers’ floor men. Don Herold, who 
writes for Cadillac Motor, in a re- 
















ty _ it! ye 
(ve been here Ten minutes! Doessit 
comebody See lin here! Why 
‘te nod Am | 
ast aod’ Am | an 
intruder on these holy 


premises OR: WHAT! ” 











—Don Herold in Cadillac Serviceman. 


cent issue of the “Cadillac Service- | 
man,” devotes a whole page—with | 
cartoons—to the subject. 

Don starts his “rave”: “I’m mad- 
der than a wet hen at a certain 
Cadillac dealer’s service depart- 
ment. I’m bristling. Nobody looked 
up when I drove in.” 

* + +. 

I AGREE with Don that there is | 
nothing that “infuriates an owner 
more than to swing into a service | 
department and be ignored like a 
cold potato by everyboay in the| 
place.” 

This is one phase of a dealer’s 
public relations he can cure—but 
quick—if he will only take the} 
time to do it. Regardless of what 
else the boys in the “back end” | 
do to make the customer peeved, | 
this is one simple act that should 
never happen in any dealership, if | 
the boss is at all interested in 
building good customer relations. 

* = * 

HERB LAMBORN, of the John | 
E. Wolf Co., a firm that makes a} 
specialty of service merchandising | 
aids, pulls a nifty when talking 2 
dealers’ service men about how to 
build up a regular service customer 
following. 

He gets up in front of his audi- | 
ence, pulls out his watch and looks | 
at it for a full minute without 
Saying a word. If you don’t think | 
this is effective, just try it on your 
own crew. The mechanics get rest- 
less, think maybe that Herb doesn’t 
know what to say or do. If they | 
know him, they start to give him 
fatherly advice, or maybe just yell, 
“Let’s get going.” 

After he has stood silent, look- | 
ing at his timepiece for a full min- | 
ute, Herb raises his head, looks 
right at his audience and says: “A | 
minute is a long, long time. In| 
that minute you can make your 
customer hate you or make him 
one of your best customers.” 

If, the minute the customer | 

(See BACKSHOP, Page 47, Col. 1) | 
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Built to Catch the Eye 








SMALL DEALER BUILDING—Elevation view of layout of buildin 


dealer can be expected to draw trade from 
of squaring corner as is conventionally done. 





LARGE TRUCK AND CAR DEAL—This layout makes provision for merchandising cars, trucks, service, parts and used vehicles, givin 
Wide service entrance in middle invites truck service, as do high doors opening to rig 
Being on heavy truck artery, this building features 


prominence fo all phases of the business. 
island apron. 


ease of ingress for long truck trailer jobs. 





SEE WHILE YOU RUN—Demonstrating the need for incorporating type of traffic and ability to see products displayed in showroom 
* showroom in middle of block enables both driving and walking public to view vehicles on display for longest 


design. This “jut out’ 


Gasoline —— are also used to increase traffic flow into service. 


x sie ainalaniihinladease te imi Seam 


Siskin 


heavy vehicular traffic. 








possible length of time while passing. Wide apron also aids in attracting service trade. 


AMA, Educators Push Training Plan 


}AceD WITH an ever-decreasing | 
number of young, mechanically- | 


minded men coming into retail serv- 


|ice shops, while technological de- 
velopments in the industry continu- | 


ally call for better and more thor- 
oughly trained mechanics, the Serv- 
ice Managers committee of the Au- 
tomotive Manufacturers Assn., has 
recently taken an important step on 
a long-range program looking to 
the development of a new and 
larger source of mechanics for 
dealer shops. 

In cooperation with a commit- 
tee from the American Vocational 
Assn., steps have been taken and 
ratified by both bodies to set up a 
standard course of instruction for 
boys in high schools and trade 
schools, who wish to take up 











automotive mechanical work. 
Construction of a cooperative cur- 
riculum for preparing teachers of 
automotive mechanics has also 
been undertaken, 

The work of the joint conference, 
under the chairmanship of Paul 






designed for small dealership in small competitive community where 
ote use of large show window facing greatest traffic flow instead 


|radar, television and other more | 4nd symposium subjects: 


Study of Building 
Stresses Selling 
For Car Dealer 


16 Master Designs 
Cover All Conditions 
By Unit Planning 


R the first time in the automo- 

tive business, the planning of 
dealer buildings and additions has 
been reduced to simple problems 
or “units” so that dealers or their 
architects can get advice and aid 
to meet practically any set of con- 
ditions. 

“Planning Automobile Dealer 

Properties,” now on the press and 

scheduled for delivery to General 

Motors dealers about the middle 

of January, is the result of over 

four years of study, a national 
design contest run with the aid 
2 of Architectural Forum and with 
the aid and counsel of 51 building 
supply houses, 16 service shop 

a equipment makers and the ex- 
ae 3 perts from 11 different divisions 

of the General Motors Corp. 

Due to the “unit planning” idea 
carried out through the book, prac- 
tically all of the problems to be 
overcome in designing a new build- 
ing or remodeling an old building 
are condensed to 16 basic struc- 
tures. These run the gamut of a 
small building, for use by a dealer 
with a low vehicle contract in a 
small town, to buildings with gaso- 
line-dispensing apron, car dealer- 
ship dualed with truck, large car 
and exclusive truck establishments, 
multi-story building for high-land- 
value areas, and a large area loca- 
tion for a large contract operator. 

* 


* 

JACLODED in the problems are 

narrow inside lots, side and main 
street locations, corners, full block 
emporiums, exclusive truck dealer- 
ships and a lot that slopes down 
hill from the front of the building. 
Service shop sizes run from eight 
to 38 productive stalls. 

The scope of the book extends 
to dealer “properties,” which in- 
clude both land and buildings. It 
is concerned with the effects of 
traffic, merchandise, location and 
other factors on a dealer’s building 
specifications, and with evaluating 
the worth of designs in terms of 
their operating and selling effi- 
ciency. 

Considerable time and thought 
is given to each element that 
| affects each separate part or divi- 
sion of a dealer’s business. 
| For instance, the first thing con- 
sidered under the heading of new- 
car sales is the plan of the show- 

(Continued on Page 39, Col. 1) 


4 Talks Listed 
For Symposium 


At NADA Parley 


SAN FRANCISCO.—The line-up 
for the dealer service symposium 
|}at the approaching NADA conven- 
| tion was announced last week by 
street” about the opportunities that Ralph Nichols, symposium modera- 








ion | 
| 


| automotive service offered and that | tor. 
| many thousands of young men were 


Following are the dealer partici- 
being allowed to select aviation, | pants, their franchises, home towns 


glamorous vocations without any| William Teague (Ford), Walla 
effort on the part of the automotive | Walla, Wash.—“The Cornerstone of 


McDonald, manager, Product Edu-| industry to show them the oppor-| Service Volume—Lubrications.” 


cation Training, 
Corp., started with a meeting of 
committees from the two bodies 
last January. 

At that time the committees rep- 
resenting the Conference and AMA 
decided to start to interest young 
men who like to work with tools in 
the advantages and opportunities in 
automotive service at the high 


school level. 
*- 


+ * 
T WAS FELT that too little was 
known by the “boys on the 


General Motors/tunities of automotive mechanics 


Roy Hill (Chevrolet), Dallas- 
“Increasing Service Volume by 
Budget Selling.” 

Ken Garff (Oldsmobile), Salt 
Lake City—“Recruiting, Training 
and Developing Service Personnel.” 

Leland Johnson (Ford), Long 
Beach, Calif.—“Better Parts Mer- 
chandising.” 

The symposium is scheduled for 
the morning session on Jan. 25. 

Nichols, a regional vice-president 
of NADA, is an Oldsmobile-Cadillac 
dealer in Nashville, Tenn. 


which not only sorely needed them 
now but will need them badly in the 
years to come. 

The chief problem right now, as 
viewed by the committees, is not 
primarily the lack of students in 
our vocational high schools who 
are taking the automotive me- 
chanic course, but the intelligent 
level of the majority of the stu- 
dents that are enrolled. It is felt 
that today the automotive me- 

(Continued on Page 38, Col, 1) 
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PITTSBURGH. — “If a customer 
doesn’t come back in here again 
within 60 days—we go out after 
him!” declares Clifford Lane, serv- 
ice manager, Baum-Liberty Motor 
Co, (Studebaker), Baum Blvd. and 
Liberty Ave. At this shop, Lane 
and C. L, Nutter, general manager, 
work together. And their teamwork 
is something to watch. 


“A lot of people after being 
serviced today are discounted as 
repeat customers unless they 
come back on their own initia- 
tive,” Lane. “But not at this 
shop!” Nutter’s gift for public 
relations brings in the trade, and 
Lane’s efficiency gets the work 
out at top speed. 

Our service profits result, says 

e, because we believe any re- 





TELLS CLAYTON MFG. ABOUT THORO-CHECK—Ceerge Otto, Cadillac — service 
es . 


ram to annual sales conference of Cla Mfg. Co 
ight (right), general sales manager for Clayton, 
advertising counsel for dynamometer used in 


er, new ‘o-Check 

ica eae to ASI show. J. A. 
Franklin of Franklin Associates, 

Check, form attentive audience. 


mana 
at Ch 
and 

Thoro- 


AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated more 
than 100,000 cover-to-cover readers! Whether you need a man or a hard-to-find part, 
Automotive News WANT ADS will do the trick! 


SH perlormante your Customers 
Wi BRAG dot = fii 





RAMCO RE-POWERING is the way to make Jasting friends! 


ZW able engine services... backs up your 
entire sales job with advertising in the 


AS-POWwER WITH RAMCO 


For 10,000 Miles and Up Call for RAMCO 10-Up PISTON RINGS ++ the 10,000 Mile (or one year) Guaranteed Rings + + + 
Other products of Ramsey Corporation, 3737 Forest Pork Bivd., St. Louis 8, Missouri: RAMCO Piston Skirt Stabilizers + 
Spirolox’ Retaining Rings, Spiro-Seal Grease Seals & Dust Seals + « 


Turn Complaints Into Sales 


Pittsburgh Studebaker Dealer Goes After Customers 
If They Don’t Return Within 60 Days 


for Re-Bore and Re-Ring + + + 
* + Seal-Tite Piston Rings * + 
+, Famous RAMCOnizer Machine for reshaping collapsed piston skirts + * 
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money satisfies him. So we group 
several operations which the aver- 
age salesman doesn’t try to sell into 
one special offer, and we get large 
service jobs. 

Customers who would make six 
trips to the garage and pay $30 for 
the labor, get the same work in 
these specials for $10 less, Lane 
declares. ’ 

Special advertising brings pa- 
trons in. Although Lane for pub- 
licity purposes can get all sorts 
of mailing cards practically gra- 
tis, he and Nutter prefer to make 
their mailings seasonal and slant 
their own cards to fit the com- 
pany’s own operation. 

“Our campaigns,” says Nutter, 
“are built up to bring in work for 
expert mechanics, and include rear- 


pair which saves the customer’ axle lubrication, brake checkup, re- 









Time alone is the true measure of Ring Performance! 


Stopping oil pumping isn’t the test... it is how long your ring job keeps it 
stopped while restoring new car pep and power, too! When customers brag 
about your RE-POWERING job...two, three years later.. 
thousands about Ramco 10-Up performance...then, you can be sure that 


.as do hundreds of 


Lasting friends will build a bigger business for you not only on 

ring jobs but on all parts of your business including carburetion, 
Wy ignition and cooling! In addition to helping you sell rings, the 
RAMCO RE-POWERING PROGRAM helps you sell these other 3 profit- 





BUILT TO EXCEED THE 10,000 MILE (1 YEAR) GUARANTEE BY mouse, MILES! 


Car or Truck. 
* Oil-Tyte Piston Rings + + * 


* Ramco 3-Up Ports Cleaner, 


Factories: St. Lovis and Sullivan, Missouri; Fruitport, Michigan; Toronto 8, Ontario, Canada, Copyright 1949 by Ramsey Corporation. R-3125 AN. 
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verse transmission, and the check- 
ing and cleaning of dust from 
brake drums which the average 
motorist doesn’t know enough to 
ask for. Our checkup prevents his 
getting later into a drum service 
job or an overhaul, 

“After every service job we fol- 
low up with our cards, and follow 
these up with a personal letter. We 
get three reactions to the letter: 
Some people will phone; some peo- 
ple will write us four-page letters; 
but, most people would rather come 
in and spend half-an-hour talking 
over their complaint. 

“We seldom find a customer 
who really has been abused, but 
when one actually proves he has 
been pushed around we get him 
straightened out fast. Most com- 
mon complaint is from the man 
who either thinks he has been 
overcharged, or feels that some- 
thing that has happened to his 
car since we worked on it is the 
result of our oversight. 

“A frank, polite discussion,” says 
Nutter, “can turn complaints into 
cash. Three days ago, for example, 
a man with 73,000 miles on his car 
came in and wanted an adjustment 
on the bearing job we had done 
for him a year before when his 
mileage reading was 65,000. 

“Obviously his wasn’t a legitimate 
complaint, but I could understand 
his point of view. The bearing job 
had cost him $175, and with money 
getting ‘tight’ he thought an ‘ad- 
justment’ on that job might net 
him a little cash! 

“I let him do most of the talk- 
ing.” says Nutter, “and finally he 
‘ran down,’ started repeating him- 

self. 

“Wisely, however, except when 
I had to talk, I still kept my 
mouth shut. By the time he had 
repeated his story, fully, three 
separate times—and I had lis- 
tened politely through all of it— 
he was ready to give up. 

“So we said we would see what 
we could do, and I told him that 
while he was here I would like to 
take him through our shop. 

“In the service department I 
showed him the seven new lifts 
that have been installed, giving the 
10 mechanics one lift apiece, short- 
ening their time in doing a par- 
ticular operation, and actually re- 
ducing labor costs 20 percent. This 
20 percent has been saved despite 
a rise in labor costs. 

“While we were touring the shop, 
our mechanics tore down his en- 
gine, showed him the shape it was 
in, and in a few minutes we had 
sold him a new motor!” 


Prestone Tables 


For Correcting 
Tester Readings 


CHICAGO. — Tables showing ac- 
tual freeze points for the new Pres- 
tone antifreeze and the No. 59 
tester used with it have been pub- 
lished by Chek-Chart Corp. 

When using the new tester No. 
59 with Prestone produced prior to 
1948, the following comparisons can 
be used: 

When the No. 59 


Tester Reads tection Is 
(degrees Fahrenheit) (decrees Fahrenheit) 
+20 19 





The Anti-freeze Pro- 


+10 +8 

0 — 8 
—10 —5 
—20 —28 
—25 —35 
—30 —42 
—35 —48 
—40 —54 


—45 —59 
When an old model tester is used 
to check the new type Prestone, 
the following table will be a means 
of determining the exact freezing 


| point: 


Correct Protection 


When Old Model 1948 Prestone 


Tester Reads Anti-Freeze is 
(degrees Fahrenheit) (degrees Fahrenheit) 

10 4-12 

0 +3 

—10 — 5 

—20 —13 

—30 —21 

—40 —29 

—50 —37 


Parking Revenue 
| Since parking meters made their 


| reappearance on the streets of 
| Providence, R.I., 19 months ago 
| nickels have swelled the municipa 


| coffers to the tune of $186,451. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . and esti- 
mated more than 100,000 readers weekly! 
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Garages Hit 


Pacific Northwest Service Chiefs Assail Practice 
Of Forcing Repairs on Customers 


SEATTLE. — Nearly 100 Pacific 
Northwest dealership service and 
parts managers met here recently 
at a two-day conclave as guests of 
the Seattle Service Managers club. 

The conclave featured organized 
tours of leading service depart- 
ments in Seattle and a discussion of 
mutual problems, 

In calling the business session to 
order, Al Irvine, president of the 
Seattle club and service manager of 
Commercial Automotive Service, 
Inc, (DeSoto), pointed out that ma- 
jor competition of the individual 
service departments comes from in- 
dependent shops and not from each 
other, 

A resolution was adopted by the 
conclave requesting the car dealer 
associations in each of the cities 
to investigate the practice of 
downtown storage garages to 
force service and repair work 
upon monthly-storage customers. 

Formal addresses were given by 
Frank Hawkins, president of Com- 
mercial Automotive Service, Inc., 
representing the Seattle Auto Deal- 
ers Assn.; by Arthur Gerbel, sales 
manager of radio station KJR, 
whose subject was “Customer Rela- 
tions,” and by Glen Grant of the 
Ethyl Corp., who discussed engine 
and gasoline improvements and 
trends toward higher-compression 
— 

rief talks were given by presi- 
dents of the clubs represented: Bob 
LeBlond, Fields Chevrolet Co., Port- 
land; Tony Falsetta, Titus Motor 
Co, (Ford), Tacoma, and Jack Wy- 
land, Sevenich Motor Co, (Chevro- 
let), Everett, 

Hawkins, whose subject was 
“The 1949 Service Manager,” 
termed the service manager as 
the key man in the whole dealer- 
ship operation. A good service 
department is vital to the dealer- 
ship, he said, because from it the 
entire business receives stimulus. 

Attributes of a good service man- 
ager were set forth by Hawkins as 

follows: 

“1. He must be honest in all deal- 
ings with customers. 

“2. He must be sincere. 

“3. He, and his service salesmen, 
must have a sympathetic approach 
to the customer—remembering that 
customers are not generally in a 
happy frame of mind. 

“4. He must have the ability to 
direct his department in its rela- 
tions with the boss, with customers, 
employes, other departmental 
heads, and factory contact men. 

“5. He must be able to select good 
employes, and to hold them, 

“6. He must be steady in his own 


Big Market Seen 
In Replacement 


Of Oil Seals 


REDWOOD CITY, Calif—A po- 
tential retail market of $116,000,000 
a year exists in the replacement 
oil seal field, according to Park 
Q. Wray, replacement division 
manager of National Motor Bear- 
ing Co., Inc. 

Wray claims his research shows 
this potential could be reached if 
repairmen would concentrate on 
selling a new oil seal every time 
they remove an old one. 

Wray also states that the car 
owner isn’t getting the best job 
possible when repairmen use the 
old oil seal again. 

He quotes from a report by an 
oil company which elaims that 75 
percent of gil seals removed during 
repair work are tog badly dam- 
aged to he of further service, 

Wray also points out that more 
and more car manufacturers are 
recommending installation of a 
new ojl seal whenever an old one 
is removed. 

The average number of seals re- 
quired on a job is two, Wray says. 
80, by multiplying the number of 
jobs by the average retail selling 
price of new seals, repairmen can 
easily figure the gross business pos- 
sible in the replacement oil seal 
field, he says. 


Broecker Registers 


A business name has been filed in 
the Erie county clerk’s office for 
Broecker Motor Sales, 114 Main St., 
Buffalo, by Ervin C, Broecker. 


job, not likely to back out and 
change jobs whenever the going 
gets a bit tough. 

“. He must be somewhat of a 
master mechanic in his own right. 
“8. He and his employes must 
keep abreast of service changes, 
through frequent service meetings. 
“9. He must keep close to the 
business and the customers, meet- 
ing and talking with them per- 
sonally, 

“10. He must have a good person- 
ality, and keep developing it 


ae. 


y, 
Pe 


through interests outside of the | 
business. 

“11. He must use tact and discre- 
tion in carrying out the boss’s or- 
ders, realizing that sometimes the 
boss, plagued by a multitude of 
other problems, might make deci- 
sions that should not be taken too 
literally in applying.” 

Other subjects brought up in 
open discussion included methods 
of repair and parts order han- 
dling, and features of various 
types of new service equipment 
on the market. 

The conclave opened with a break- 
fast sponsored by Pennzoil Co. Ar- 
rangements for the conclave were 
in the hands of Irvine; Ed Grubbe 
of S. L. Savidge, Inc. (Dodge); Dent 
Keller of Ryan Cadillac, and George 
Thornton of Davies Chevrolet, Inc. 


Battery Tester 
Start-O-Scope Forewarns 
Of Failing Cells 

NEW YORK.—Much of the bat- 
tery trouble plaguing automobile 
drivers can be avoided by a method 
of testing which predicts battery 
failure well ahead of its occurrence, 
according to R. C. Rudisill, manager 
of the Socony-Vacuum Oil Co, bat- 
tery division. 

The method consists of periodic 
readings with a Mobil Start-O- 
Scope. Field tests have shown that 
most battery failures can be pre- 
dicted if readings are made about 
every 45 days or less, the company 


reports. 
The Start-O-Scope is essentially 
an expanded-scale voltmeter. The 
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37 
instrument can be used to test all 
batteries, including those in which 
the fluid is too low for eens 
testing, a condition existing i 
about one-fourth of batteries, 

Variations between cell readings 
indicate the battery is headed for 
trouble, the nearness of which is 
shown by the amount of variation. 
If the battery charge is below 50 
percent but readings are even, re- 
charging is probably all that is 
needed, according to Socony- 
Vacuum, 


Wallace Autos, Inc. 
Wallace Autos, Inc., Troy, N. C., 
has been organized with capital 
stock of $100,000. Principals are E.- 
L., E. C. and Paul Wallace. 
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ND COLOR WORKS 


COLOR EYE 


STAN THOMPSON, Service Manager, Northwest 
Chevrolet, Detroit, says: 

“One demonstration of the Acme Color Eye was 
all we needed—no more réady-mix paints for us! 
“We put an Acme Color Eye to work and found a 
saving of 33% on the cost of paint used. Even 
reduced our inventory by 25%! 

“We are completely happy with all phases of the 
Color Eye operation! The formulas, easy to work 
from, are exceptionally accurate and produce true 


colors every time.” 


HIS PAINTERS 
FOR ACCURACY 


WELCOME THE COLOR EYE 
AND 


EASE OF OPERATION 


ALEX SZANTO, Painter since 1922, says: 
“I've been convinced of Color Eye efficiency since 


1938. 


“With Acme’s latest model it takes me less than 
five minutes to accurately mix the exact amount | 
need (from % pint to 5 gallons). Even metallic paints 
are mixed easily, quickly, thoroughly with the ‘Eye’. 
The Color Eye method keeps pigments fresh, too. 
“I want color to stay and not ‘drift’— I’ve found 
Acme tinting colors, with their individual formulas, 


do the job.” 
CALL 


in your own shop 


YOUR 


ACME JOBBER 


@ No big costly color inventory 


AUTOMOTIVE FINISHES 


DETROIT 


11 eee mace: 
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Complete Curriculum Set... 


AMA, Educators Push 
Auto Training Plan 


(Continued from Page 35) 


chanic course is the dumping 
ground of all students who wish 
to take some course that will aid 
them in making a living when 
they leave school, and that if they 
are not sufficiently alert to take 
any other course are steered into 
the automotive courses, 


Added to this phase of the school 
training program is the feeling that 
the schools themselves were not up- 
to-date on modern practice in the 
retail service field, and therefore 
could not properly fit a student to 
take a job with a dealer even after 
completing a four-unit course. 

. e s 


r- IS PROPOSED in overhauling 
the school curriculum that a 


only one of the units. To this end, 
the course as outlined by the com- 
mittees by units is: 

1, General shop practice and 
tool handling. (This unit will not 
only train a student how to work 
with tools but will give him a 
basic training that will enable 
him to work in any machine 
shop); 2. Automotive chassis; 3. 
Automotive engine, including 
electrical; 4. Diagnosis and shop 
practice in an automotive repair 

t. 


Another thing the committee rec- 
ognizes is not to let these courses 
be so narrow that they will only 
train men to become mechanics. 


The courses as suggested now can |. 


four-unit course be established as a|also prepare boys to understand 


standard that will enable any stu- 


sufficient automotive practice as to 





JOBBER PRESENTS TROPHY TO JOHN BEAN DIVISION—A new version of the "man 
bites dog" story was enacted during the ASI show when W. A. Redmer, owner of the 
W. A. R. Equipment Co. surprised Tracy Carrigan, automotive manager, John Bean division 
of Food Machinery & Chemical Corp., with an impressive trophy. The trophy, which was 
presented at a territory representatives meeting, was inscribed, "Presented to John Bean 
Division and Its Staff of Engineers 7 W.A.R. uipment Co., South Bend, for Its Out- 
standing Contribution to the Automotive Service Field by Producing the Visualiner.” 


tent of acting as a basic course for|a time after the completion of the 
car and truck selling. first unit that a boy will not be bet- 
Since the courses as outlined are |t€t Prepared to step into a job 


where he can earn his own liveli- 
Prog ive—and whether the school hood the minute he is compelled to 





dent to successfully step into a job| act as a basis for the full category | devotes a full year or only a term 
with a dealer even after completing | of jobs available—even to the ex-| to each unit—there should never be 


CENTRALIZED CONTROL PAYS 


BIG DIVIDENDS IN THE 
MODERN SERVICE SETUP 


Maintain Order...Keep Jobs Moving 
Satisfy Customers ...Increase Profits 


Your problems, too, can be success- 
fully solved by GROVER. We will 
gladly and promptly furnish data, 
a survey of your premises, an esti- 
mate—and with no obligation to 
you. Literature concerning auto- 
motive service department installa- 
tions will be sent free on request. 
We believe this type of Centralized 
Control will save you time and 
money. Write Grover Company, 
25515 W. 8 Mile Road, Detroit 19, 
Michigan. 


In the average service operation 
. there are usually about a dozen 

specialized operating units such as: 

parts storage, parts sales, paint shop, 

body shop, wash rack, cashier, etc. 

To correlate the work of all depart- 
ments, to keep jobs moving, to 
prevent duplication of effort, to 
provide instant, dependable, error- 
less communication between de- 
partments, GROVER has developed 
many applications of its Pneumatic 
Dispatch Equipment. 


You Eliminate Errors... Speed Service 











= FRSUMATIC TUBE SYSTEMS e 
GROVER COMPANY « 


Offices in 


THE DETROIT 19, MICHIGAN 


Principal Cities 








leave school. 
> * 


a 

r THE COURSE is changed to 

meet these conditions—and the 
entrance requirements are stiffened 
to obtain the type of boys who can 
qualify in the work after complet- 
ing the course—it is thought that 
one-half of the boys normally en- 
rolled in the various mechanic 
courses across the country could 
take care of the replacement needs 
of car and truck dealers. 

It is important, however, that the 
teachers who conduct the automo- 
tive courses know what and how to 
teach the course. For this reason 
they have set up teachers’ require- 
ment and training program, 

A pilot course in training teach- 
ers for automotive maintenance 
vocational teaching has been set 
up at Wayne University in De- 
troit. The committee realizes that 
teachers trained in this university 
will not, in many cases, be able to 
go into teaching the subject in 
many states due to the require- 
ments of those states as to teacher 
status, 

Teachers developed from this 
pilot course, however, will be able 
to teach in Michigan vocational 
schools—or may end up as many 
educators are fearful now—in a 
dealership in a job that will pay 
more money than the teacher would 
get in his first year as a teacher. 


While the committee is making 
considerable headway in this pro- 
gram, dealers themselves will have 
to get in and pitch in their local 
communities to make the program 
universally successful. They will 
have to take the data available to 
their school boards, as have a group 
of dealers in Cincinnati who were 
successful in getting adequate train- 
ing quarters and curricula into a 
new vocational school being built in 
that city. 

+ + + 

HE COMMITTEE also has 

agreed upon a complete speci- 
fication program for quarters ade- 
quate for the teaching of the auto- 
motive course, as well as the tools 
and equipment that will be needed 
in every case where the school ac- 
cepts the committee’s findings and 
goes along with the new training 
program. 

A summer institute program for 
automotive mechanic teachers has 
also been outlined in the recom- 
mendations of the committee, which 
points out that in many cases deal- 
ers can also aid in bringing the 
teachers in their local schools up to 
date on automotive practice by hir- 
ing these teachers for the summer 
vacation period as fill-in men while 
the regular mechanics are on their 
vacations, 

By hiring these men, it not only 
gives them an opportunity to keep 
abreast of developments in auto- 
motive service and aids them in 
visualizing the things that should 
be emphasized in the course they 
are teaching, but also gives them 
a little extra cash for their sum- 
mer’s work which is greatly ap- 
preciated, especially at the pres- 
ent time, by most of these in- 
structors. 

The committee for the American 
Vocational Assn., which worked 
with the industry service managers 
group on the development of this 
program, consists of Andrew D. Alt- 
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Hospital Theme | 
Spotlights Shop | 
Operation | 


TORONTO, Ont.—Denton Massey 
Motors, Ltd., has stimulated servic« 
department business with an un 
usual newspaper ad which it ran 
in conjunction with the expansion 
of the dealership’s service facilities. 

Done around an operating room 
theme, the ad asked: “Have You 
Heard About Our Operation?” 
Grouped around a drawing of a 
small automobile on an operating 
table were “doctors” wearing masks 
and gowns, each holding a wrench, 
hammer or screwdriver. 

Also at the table was a nurse 
holding a “temperature chart” 
which was headed with the words: 
“Denton Massey Motor Clinic Re- 
port.” 

General copy read: “Thanks to 
you, the motorists of Toronto, we 
are able to make this important 
announcement: Effective immedi- 
ately, our space and facilities are 
tripled. We are indeed grateful for 
your enthusiastic acceptance of the 
Denton Massey Motor Clinic which 
has made it such a sensational suc- 
cess within the period of a year. 

“We have done our best to keep 
up with the steadily increasing 
business, but there was only one 
answer—more skilled mechanics... 
more room . . . More equipment. 
Now we have them all—a highly- 
trained mechanical staff of 45... 
two service floors with a total area 
of 30,000 square feet . . . additional 
tools and machines.” 


Buffalo Balks 


‘Hold Open’ Gas Pump 
Devices Banned 


BUFFALO.—The fire department 
here has banned the use of “hold- 
open” devices on gasoline pumps 
which permit attendants to perform 
other duties while tanks are being 
filled. Commissioner Masterton de- 
scribed the action as a safety 
measure. 

The department is refusing to 
certify for city licenses service sta- 
tions with “hold-open” equipment. 
The annual $4 license runs from 
Jan, 1 to Dec, 31. 

Inspector G. C. Uhrich of the Fire 
Prevention bureau emphasized that 
the ban does not apply to so-called 
automatic “shut-off” type nozzles 
which cut off the flow of gas when 
the tank becomes full. It applies 
only to ratchets and other types of 
“hold-open” mechanisms attached 
to the nozzle. 

Olaf S. Solem, president of the 
Buffalo Suburban Gasoline Dealers 
Assn., said “very few” of the banned 
devices were used in the area. The 
association has gone on record as 
opposed to them as a safety hazard. 


Cole Heads Up Association 


In Trumbull County, Ohio 


James Cole (Oldsmobile), Warren, 
O., was elected president for 1949 at 
a meeting of the Trumbull County 
Automotive Dealers Assn. 

Other officers elected, all from 
Warren, were: Alfred Axelson 
(Ford), vice-president; F, R. Mon- 
tani (Lincoln-Mercury), secretary, 
and Guy Harris (Buick-Cadillac), 
treasurer, 


W omack-Brown, Inc. 
Womack-Brown, Inc., Sumter, S. 
C., has been organized with capital 
stock of $100,000 to deal in new 
and used automobiles and motor 
vehicles. Charles H. Womack is 
president. 





house, vice-chairman, supervisor of 
Vocational Education, Detroit Pub- 
lic Schools; A, B,. Jordan, Hadley 
Technical school, St. Louis; William 
E. Stirton, principal, Cass Technical 
high school, Detroit; M. D. Darrow, 
associate professor, Texas A. and M. 
college, and Arthur Elges, Cass 
Technical high school, Detroit. 


Representing the automotive in- 
dustry are Chairman MacDonald; 
E. D. Longnecker, Packard; W. A. 
Cook, Nash; J. H. Mack, Chrysler 
Corp.; W. S. Milton, Hudson; I. L. 
Pierce, Ford; Stanley S. Roe, AMA; 
Merle E. St. Aubin, GM; Clark Sil- 
cott, Kaiser-Frazer; D. A. Walters, 
Willys-Overland; R. B. Bender, 
Studebaker, and E. J. Stevens, AMA, 
secretary. 
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16 Master Design BS... 


Building Study Stresses Selling 


(Continued from Page 35) 

room to get the greatest “sales” 
value from the space, the great- 
est advertising and merchandising 
value from the location of the cars 
in the showroom, and the location 
and size of the show windows in 
the showroom, 


These latter are not only evalu- 
ated from the standpoint of their 
ability to attract people for the 
longest amount of time, but how 
they face up to the greatest traffic 
flow. Regardless of the shape of 
the lot, it is shown that good design 
always has the largest expanse of 
glass facing the greatest traffic flow 
possible. 

2 if - 

RAFFIC is evaluated as to ve- 

hicular or pedestrian—whether 
it moves fast or slow and from how 
many angles traffic can be exposed 
to the cars on the showroom floor. 
To gain both length of visualization 
and greatest exposure, it is some- 
times worth the loss of square foot- 
age to square off a corner with a 
large show window and leave the 
corner of land for traffic, it is 
shown. 

A driver’s vision of a showroom 
is but one-third that of a pedes- 
trian and, for this reason, offset 
showrooms—or showrooms that jut 
out in front of recessed parts of 
the building—are adviseable to get 
the greatest attention value for the 
show window, it is shown, This is 
particularly true where the lot is 
in the middle of a block. | 

| 


Showrooms are also analyzed 
from the standpoint of one to 
four-way lighting—the ability to 
get sufficient light into the show- 
room under all normal daytime 
hours to properly show the cars 
on display. One-way lighting is, 
of course, the normal one show 
window across the front of a 
building; two-way is best exem- 
plified by a corner with glass on 
two sides, but it can be procured 
in a center of block location, 
Three-way is the ability to get 

light through three windows that 
offer visualization to passersby. | 
This is gained usually by offset- 
ting one or two sides of the front 
of the showroom so as to get addi- 
tional window space. Four-way 
lighting would be a _ jewel-box | 
showroom where the showroom was | 
a separate building completely sur- | 
rounded by windows or where only | 
one part of one side was attached | 
to the rest of the building. In all 
cases showrooms, to be most effi- | 
cient, must be shaped to face the | 
potential buyers. 

Show window glass is analyzed as 
to height from the ground, distance | 
down from the ceiling of the show- 
room. High bulkheads are claimed 
to reduce visability, while masonry | 
columns also obstruct clear visi- 
bility. 


Poors can be placed so as to| 

almost eliminate merchandising 
or advertising value of a show- 
room. No door should be placed 
where it will be in front of a car 
on display, nor should heavy or | 
ornate doors be used that detract | 
from the new-car display, the GM 
book says. 

The placing of cars on the show- | 
room floor to get either the great- | 
est advertising value or the greatest 
merchandising, or both, is discussed | 
in detail, as are the location of | 
signs, lights, type of lights, show- | 
room banners, backgrounds as well | 
as types of floors and ceilings. | 

The location and use of the 
sales manager’s office, sales offices 
and sales meeting rooms, as well | 
as their interior trim, is discussed | 
in detail. 

Several pages in the book are | 
devoted to the location of the used- 
car lot, its layout, buildings, signs | 
for attracting trade, and the plac- 
ing of the cars to get the greatest | 
possible display. 

Designing the service shop is ap- 
proached entirely from the “unit” | 
basis—the individual work stall. 
The shop must be designed to ren- 
der quality service to car and| 
truck owners at prices reasonable 
to the customer and profitable to 
the dealer, as well as provide “in- 
ternal” service at the lowest pos- 
sible cost consistent with good 
workmanship, it is said. 

Each type of work calls for a 
different size stall in the main. 
For instance, a car can be stored 








in a spot 7’ 6” wide, 16’ 6” long and 


shop only occasionally and then 


7’ 6” high, while it takes a space | for a lubrication. 


15’ wide, 36’ long and 17’6” high 
for a truck lubrication department 
with hoist. 

+ * * 


| ed ANALYZING the stall require- 
ment, it is necessary to know 
what work is to be done, whether 
the mechanic will work standing 
up, bent over, stooping or kneel- 
ing, it is pointed out. The size of 
the vehicles to be worked on must 
be taken into consideration. Space 
needed for floor tools, or equip- 
ment needed for the work the stall 
is designed for, must be allowed. 


Cars can range from 16’6” to 19’ 
long, trucks from 18’ for light 
trucks, 22’ for medium trucks up 
to 40’ to 65’ for tractor-trailer com- 
binations. To determine the allow- 
able depth for each stall, it is then 
necessary to determine how long 
the vehicle will be required to stay 
in the stall while work is being 
done. A tractor-trailer can be al- 
lowed to extend into the aisleway 
if this type of vehicle is in the 


At least three feet must be left 
for work space along the front 
of every stall and an additional 
two feet must be allowed for a 
merchandiser or work bench, it 
is said. Stalls with front-end ma- 
chines, or other non-movable 
equipment, must have an allow- 
ance for the depth of this equip- 
ment. 

Thus the book suggests that the 
dealer must carefully work out the 
types of service he is going to ren- 
der and the number of each type 
of job he feels he is going to do 
each day, to determine the number 
of work stalls he must have of 
each type before he designs his 
service shop. 

To aid dealers and their archi- 
tects in this phase of the design, 
the GM book goes into detail de- 
scribing and showing model lay- 
outs for work stalls devoted to 
body service, mechanical service, 
lubrication, truck lubrication hoist 
and pit, frame repair, front-end 
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SINKS STRESSES SERVICE—Latest ideas in building construction are incorporated in this 


work, paint spray booth and wash 
rack. 
+ * ° 


RIVEWAYS for R-shaped aisles, 

L-shaped aisles, P-shaped 
aisles, U-shaped aisles, straight- 
through aisles, T-shaped aisles, 
and dead-end aisles are all shown 
in detail. 

The size and design of service 
aprons for both cars and trucks, 
and for entrance as well as exit, 
are shown together with pertinent 
information as to things to look 
out for if the apron extends from 
a busy street, side street or exits 
into a narrow alley or drive. Serv- 


new home of Sinks Chevrolet Co., Beebe, Ark. 


ice ramps for multiple story shops 
are shown with dimensions and 
construction. 

Planning requirements for serv- 
ice rooms and offices such as the 
tool room, unit repair shop, bat- 
tery and electrical room, oil 
room, radio room, paint storage 
room, service manager’s office, 
service controi tower, service 
cashier’s office and elevators, if 
needed, are described and illus- 
trated. 


With all of these requirements 
in mind, the book then goes into 
service shop layout, paying par- 

(Continued on Page 41, Col. 1) 





REPAINTING PAYS 
BIG PROFITS 


DEVILBISS COMPLETE ~ 


PAINT SHOPS HANDLE i 


UP TO 8 CARS DAILY 


Four out of five cars on the road today are six years old 
or older. Just picture the profit possibilities in all this 
paint work that’s waiting to be done. 





PAINT SHOP PROFIT POINTERS 


Here’s a timely tip that will save you 
money. Before partially filled cans 





@ Photo courtesy Bob Reese Motors, Inc., 
Toledo, Obit 


‘oledo, Ohio 


° are returned to storage, wipe the 


paint carefully from the recesses e 
where the lid fits. Replace the lid 


7 tightly and turn the can upside * 


down on the shelf. The paint in the 
container will seal out all air and 


With a DeVilbiss Complete Paint Shop as many as 8 cars © teamalatinnmen e« 

i i condition. . . even after many 
can be completely repainted daily. The dust-proof spray booth - = aha Vick oveteaton,  ° 
reduces time-wasting sanding and polishing operations. Sci- ° in identifying the contents if 


entific lighting enables operators to see better and work faster. 


And production type spray guns let operators apply quality finishes . 2 — \ 
rapidly. Ask your DeVilbiss distributor for complete details on \\ \ 
this shop that will put you in the repainting business in a big way. e 


THE DeVILBISS 


COMPANY ° 


Canadian Plant: WINDSOR, ONTARIO 


De VILBISS 





Toledo 


1, Ohio ~ 


you paint a color swatch on 
the can before placing it in 8 


Lil J 7, 
ne 





means Quality in all four.. 


SPRAY EQUIPMENT 
EXHAUST SYSTEMS 


AIR COMPRESSORS 
HOSE & CONNECTIONS 
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Promising Opportunities in Castings . . . 


The Record on Aluminum in Autos 


HILE all-aluminum autos are 
not expected in the foreseeable 
future, expanded use of aluminum 
is likely, according to Floyd A. 
Lewis, technical consultant of the 
Aluminum Assn. 
Lewis, who spent months delving 
into the story of aluminum in autos, 





TORQUE CONVERTERS—This aluminum ap- 
plication is reported doing a good job on 
heavy buses, since its weight saving of two- 
thirds is desirable in rotating parts. These 
are pump and turbine members of Schneider 


type torque converter. 


New DUCO’ BLACK makes refinish 
iobs faster, easier, better-looking 


This BLACKER, high-solids lacquer is faster-drying, easier- 
rubbing. On touch-up jobs, you can start compounding in 
about four hours. For overall refinishing, overnight dry is 
recommended. New DUCO Black will give you an excellent 
color match to new car production. Order it from your Du Pont 
jobber now! E. I. du Pont de Nemours & Co. (Inc.), Refinish 
Sales, Wilmington 98, Delaware. 





says that steel has a 2% to 1 cost 

advantage over aluminum for bodies 
of passenger cars. 

however, offer a field 

of great opportunities for alumi- 


num, 

Normally, Lewis found, a low first 
cost is all-important in passenger 
cars because of intense competition, 
thus holding down the use of alumi- 
num, which would make for a 
higher first cost although lower 
operating cost. 

On the other hand, with trucks 
the dominant factor is operating 
cost. As a result, use of aluminum 
is more broad. 

+ . * 
EWIS’ report gives a forceful 
and complete record of alumi- 
num in autos, the high points of 
which are presented below: 

Aluminum’s light weight and non- 
rusting characteristics make it a 
“natural” for all types of automo- 
tive equipment. Its high thermal 
conductivity plus light weight also 
make it naturally adapted to use in 
internal-combustion engines, where 


* 
REG. U. 8, PAT. OFF 


these properties make possible high- 
er efficiency, better performance, 
and lower operating cost. Nonrust- 
ing characteristics mean longer life. 


At one time or another, almost 
every part of an automobile has 
been made of aluminum, at least 
experimentally (except for springs, 
shafts, and certain other parts re- 
quiring special characteristics). In 
fact, a number of experimental cars 
that were about 85 percent alumi- 
num were made by the Aluminum 
Co. of America in cooperation with 
the Pierce Arrow Co. in 1926. They 
weighed only 3,045 pounds, of which 
2,580 pounds was aluminum, com- 
pared with 3,730 pounds for the 
standard seven-passenger Pierce 
Arrow of the same model. Some of 
these cars were driven upwards of 
100,000 miles with highly gratifying 
results. 


In spite of the higher cost of 
the metal, considerable quantities 
of aluminum are being used by 
the industry, and its use is in- 
creasin 


CARBURETOR BODIES —Here is another 
casting application in which aluminum has 


found a place. - It is reported that the light 
weight bodies simplifies mounting of the 
carburetor. It is used in passenger cars, 
buses, trucks and aircraft. 


* * * 


every pound of weight that can be 
saved means an additional pound of 
pay load. Some long-distance oper- 
ators of large trucking units have 
determined that every pound of 
dead weight saved on these units is 
worth up to $1.60 per year to them. 

In smaller trucks, every pound of 


g. 
In the commercial-vehicle field, | weight saved means lower operat- 











TRUM MUG R 


New Du Pont Rubbertone gives 
fresh look to old rubber 


It’s new! Gives better 
hiding, coverage. Easy 
to apply, quick to dry. 
And your customers will 
at really be pleased with 
the new look it gives to rubber 
mats, running boards, tires, and 
other rubber items. 
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ing costs, the actual saving depend 
ing on load and use factors anc 
varying somewhat with the size oi 
unit. Since it is possible to replac« 
many iron and steel parts with 
aluminum parts at an added cost of 
from 20 to 25 cents a pound, it is 
easy for an operator to determine 
under what conditions he can afford 
to pay for more aluminum. 

Bus, operators also have found 
that it pays to reduce dead weight 
through the use of aluminum, the 
weight saved through the generous 
use of the lighter metal on a large 
highway bus permitting several 
more passengers to be carried for 
the same gross weight. 

. * . 

ee discussing current uses, 

it may be of interest to trace 
the history of aluminum applica- 
tions in this field, which are almost 
as old as the automobile industry 
itself. As early as 1900 such parts 
as casings and housing were being 
made of aluminum, and in 1902 an 
all-aluminum sedan body was intro- 
duced by a leading body builder. 

For more than a decade, many 
parts for which aluminum had been 
adopted in the early years continued 
to be made of the metal. Typical 
of these were crankcases, transmis- 
sion housings, rear-axle housing 
covers, fan cowls, oil pans, and bon- 
net sides; later came aluminum 
radiator shells and dash fittings. 


As automobile production gath- 
ered momentum, the total amount 
of aluminum required by the in- 
dustry increased until by 1914 
about 25 percent of the total alu- 
minum production went to auto- 
motive manufacturers. About 90 
percent of this was in the form of 
castings, with sheet and extruded 
molding being used to some ex- 
tent in body construction. About 
four-fifths of the cars then pro- 
duced had cast aluminum crank- 
cases and transmission housings. 

The scope of aluminum applica- 
tions was considerably broadened 
during World War I, which greatly 
stimulated research on new alloys 

(Continued on Page 53, Col. 1) 


Beecroft 


(Continued from Page 29) 


after an emergency stop from 20 
miles per hour. 

The widely distributed studies of 
brake performance show that the 
condition existing in 1942 was not a 
rosy one. It is probably worse to- 
day. Only 62 percent of the pas- 
senger cars, 18 percent of the two- 
axle trucks, and three percent of 
the three-axle combination units 
could stop in 30 feet or less from a 
speed of 20 miles per hour. 

+ + * 


(Saxe IS abundant confirmation 
that the braking systems of pas- 
senger cars and especially commer- 
cial vehicles are too commonly 
poorly maintained or grossly inade- 
quate. 

An analysis of the results indi- 
cates that this level of performance 
can be greatly improved. Passenger 
cars and two-axle trucks can be 
made to stop from 20 miles an hour 
in 30 feet or less. 

The combination units now on 
the road may not be able to do 
that well, considering the lag that 
exists between the time that the 
pedal is touched until the brake 
shoes actually contact the drums. 
However, it is certain that with 
proper maintenance of well- 
designed braking systems, a much 
better showing can be expected. 

It is heartening, in this respect, 
to read that the Pennsylvania Motor 
Truck Assn.’s engineering subcom- 
mittee has been able to stop a 
62,000-pound, two-axle tractor and 
tandem axle semi-trailer in an aver- 
age distance of 27 feet, 9 inches. 
There is every indication that the 
automotive engineers who co-oper- 
ated in the tests have succeeded in 
reducing to a marked degree the 
inherent brake lag. 

The tests of vehicles as they are 
now operating on the roads clearly 
show that the proper maintenance 
of brakes is not as yet being gen- 
erally accomplished, and that a 
more stringent enforcement policy 
is necessary. 

* * * 

NEXT WEEE: A study of traf- 
fic on the Pentagon system o/ 
roads; contributions of the auto- 
motive industry to highway 
safety, and Comm. MacDonald’: 
conclusions on the subject o/ 
“Driver Behavior — Key to Safe 
Highway Design.” 
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Dealer Building Study 
Stresses Selling 


(Continued from Page 39) 


ticular attention to traffic flow, 
size and width of entrance and 
exit doors, ease of ingress and 
exit, column arrangements and 
service elevation features. 

Design and layout of the parts 
department with particular refer- 
ence to display of impulse items, 
fast-moving parts and bulky parts 
storage is detailed with emphasis 
on the display aiding in the mer- 
chandising of the stock. Both con- 
ventional counter and bin arrange- 
ments, as well as merchandising 
table layouts, are shown. 

While this 145-page book was 
designed exclusively for distribu- 
tion to General Motors dealers, the 
people who entered in the design 
competition and those supply firms 
who cooperated in its production, 


Atlanta Mayor 
Reveals MoPar 


Expansion Plan 


ATLANTA.—Chrysler Motor Parts 
Corp. plans to more than double its 
warehouse and distributing center 
here, Mayor William B. Hartsfield 
disclosed last week, 


The announcement was made by 
Atlanta’s chief executive, on behalf 
of Fred C. Bahr, of Detroit, vice- 
president of the corporation, after 
negotiations for street widening in 
the vicinity of the new development 
were completed. 

Chrysler Motor Parts Corp., a 
subsidiary of the Chrysler Corp., 
made no announcement of the cost 
of the expansion, but Mayor Harts- 
field estimated it would be at least 
$1,000,000. 

Plans call for extension of the 
present building by 82 feet south on 
Murphy Ave. and 380 feet east on 
Avon. The addition, when com- 
pleted, will give the corporation a 
total of five acres under roof—in- 
creasing the present floor space 136 
percent. 

The present site was occupied in 
1942. W. T. Hines is resident man- 
ager. The Atlanta branch serves as 
an assembling, warehousing and 
distributing point for all the south- 
eastern states. 


~ 
They Satisfy 
Allen Ad Promises 
‘Super Service’ 

BUFFALO.—Don Allen City} 
Chevrolet, 2585 Main St., used a) 
large newspaper ad to promote its | 
service department, built around a} 
drawing of a billboard which bore | 
the words: “We Are Never Satis- | 
fied Until You Are.” 


Said ad copy around the bill- | 
board: “As you drive from our 
service department you will see 
this sign, and we mean every word. | 
Not ordinary ... not average .. .| 
but real Chevrolet super service is 
our constant aim. Many Buffalo 
motorists have learned this . . . for 
our service department has been | 
expanded again and again... now | 
by far the largest in town.” 


The second portion of the ad 
was devoted to the caption: “An 
Ironclad Guarantee.” Copy con- 
tinued: 


“If ever you are not thoroughly 
pleased with our work .. . if it is 
not right in every respect... we) 
will not count our job finished 
until you are completely satisfied. 
When you drive in here . . . you 
have Don Allen’s pérsonal guar- 
antee of absolute satisfaction. We 
appreciate your patronage and we 
will do everything to deserve it.” 


Two Motor Firms Chartered 


At San Antonio, Alice, Tex. | 
Downtown Motors, Inc., has | 
been chartered in San Antonio, 
Tex., by Kenneth E. Lee, J. Frank 
Stampp, and Robert D. Hardcas- 
tle with $50,000 capital stock, 
Ed Ware Motors has been char- 








‘are, F. Harrison, 
Ware with eueeee capital stock. | 


it will be made available to col- 
lege libraries, city libraries and 
architectural schools shortly after 
the original distribution is com- 
pleted. 


Reassurance 
No High-Pressure Selling, 


Dealer’s Ad Says 


SYRACUSE, N. Y.—E. J. Arnstine 
Co. (DeSoto), 737 W. Genesee St. 
here, used a newspaper ad to get 
over the idea that the firm never 
tries to oversell the customer, 

The ad carried a picture of E. J. 
Arnstine, with the following state- 
ment: 


“Our service salesmen have one 
creed: Sell the customer what he 
needs, but never oversell. When you 
bring your car to us, you will get a 
job well done at a modest cost.” 


PUSH-BUTTON STARTING 


| alized merchandising units have helped b 


demic, according to numerous re- 
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‘Se ye hia, claims Pontiac's new department- 

its wholesale business to approximately 50 
percent of total parts volume. The units help customers associate one needed item with 
others and promote one-stop buying. 


BUSINESS BOOMER—Shore Bros. cones? 





ports received by the trade promo- 
tion division,” the department said. 


Minnesota Warns 
“This form of deceptive, misleading 
— fraudulent advertising is pro- 


Against Premiums 
ibited by Minnesota’s unfair prac- 


ST. PAUL. — A warning that coos act.” 
“wholesale” direct-to-consumer pro- 
motions are illegal in Minnesota 
has been issued by the trade pro- | Central Chevrolet Co. 
motion division of the State Depart-| Central Chevrolet Co-, Weirton, 
ment of Business Research and De-/| W, Va., has been granted a charter 
velopment. by the secretary of state. Author- 
“‘Wholesale’ to consumer adver- | ized capital stock is $100,000, Prin- 
tisements are becoming an epi-|cipals are George and Robert Fel- 
lows and Robert J. Bailie. 
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N loethweat Parts 
Show Plans for 
10,000 Visitors 


MINNEAPOLIS.—An attendance 
of 10,000 is expected at the second 
annual Northwest Auto Parts and 
Equipment show, to be held at the 
auditorium here Feb. 10-13, accord- 
ingto H, H. Cory, show manager. 

Cory pointed out that exhibit 
booths were finding ready takers, 
although some space is still avail- 
able, The show is said to have more 
national firms with exhibits than 
last year’s event, 

According to Cory, invitations to 
attend the show will be sent to 
every automobile dealer, garage 
owner, mechanic and filling station 
operator in the nine Northwest 
states and southern 


Tedder Motor Is Formed 


By Three in Ashburn, Ga. 


Tedder Motor Co. (Kaiser-Frazer), 
Ashburn, Ga., has been formed by 
Quentin Tedder, C. R. Strickland 
and H. L. Strickland. 

The new concern will handle 
Kaiser-Frazer sales in Turner coun- 
tv, Ga. 
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Wd Bendix SIANTER 


PREFERRED FOR THE FINEST CARS... 





USED BY TWO OF THE THREE LEADING QUANTITY PRODUCERS! 


Every day more and more people are enjoying 
the ease and convenience of push-button starting. 
As a result of this ever-growing popularity, they 
are learning to look for this feature when buying 
an automobile. You can add push-button starting 
to your car with the Bendix* Starter Drive. It’s the 


best proved drive in the industry—with a record 


of over 70,000,000 installations. Equally impor- 
tant is the fact that, with the Bendix Starter Drive, 
you get the recognized selling advantages of 
push-button starting at the lowest possible cost. 
Investigate the many advantages of the versatile 
Bendix Starter Drive. Your inquiries are invited. 


*REG. U. S. PAT. OFFICE 


NO MATTER WHAT TYPE OF STARTING YOU SELECT—YOU CAN 
iT BETTER—DO 


DO 


ECLIPSE MACHINE DIVISION of 


Detroit 


ELMIRA, N. Y. 
Office: 8-212 General Motors Bldg. 
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FITS THE CIRCLE—The Sherman Safe-T- 
Scope. On the straightaway, it's a natural 
as a foglight, too, because it fills in the 
dim, ha spot directly in front of the car, 
accentuating the center line and right side 
of the pavement, according to Safe-T-Scope 
Co., a division of Sherman Industries, Inc., 
Detroit 20. 





BRAKE PISTONS — They are designed to 
eliminate leaks and loss of brake pressure, 
according to Meteor Mfg. Corp., 24 Glenwood 
Ave., Buffalo 8. Replacements for 1946, 1947 
and 1948 Chrysler, Plymouth, DeSoto and 
Dodge cars, trucks and taxicabs, Christie 
two-piece pistons are exactly the same size 
as one-piece standard Chrysler equipment, 
and require no alteration whatsoever, the 
company states. 


eal » 


F wry: 





FACILITATES TESTING—A power timing 
light has been announced which, it is said, 
enables mechanics to make on-the-spot igni- 
tion tests in broad daylight, observe indi- 
cators set in inaccessible places, obtain syn- 
chronism, check action of the governor and 
locate any excessive play in the distributor 
shaft. Also, this timing light may be used as 
@ far-reaching signal light at night, or to 
provide illumination while fixing a tire, ac- 
cording to Auto-Test, Inc., 1450 S. Michigan 
Ave., Chicago 5. 





EASES TIRE JOBS—The Burch tire and wheel 
lifter has been announced by Cam Too! Co., 
Inc., 288 2ist St., Oakland 12, Calif. This tool 
is designed to enable tire men to lift heavy 
truck tires and align them with the wheel 
studs for quick and easy attachment. The 
lifter enables one man to lift the tire and 
wheel with one hand, roll it into position, 
and then rotate with little more than a 
finger-touch effort until the holes in the wheel 
correspond with the studs. The lifter has easy- 
rolling ball-bearing casters, ball-bearing roll- 
ers for holding the wheel and tire, and 
swivel-mounted roller brackets so that the 
lift is always straight up and there is no 
tendency for the tire to slip off the rollers 
when lifted, the company states. 


* * > 


FOR ‘49 FORDS—A new Comet Skyshield, a 
rigid metal windshield visor eae devel- 
oped for the automotive industry, has now 
been revised for the 1949 Ford. Altered only 
slightly from its original design to accom- 
modate the slant of the rain gutter on the 
new model Ford, it is manufactured by 
Charles Peckat Mfg. Co., Detroit, and May- 
wood, Iii. ny ay by one of America's 
leading automobile designers, Robert E. Bing- 
man of Detroit, the novel aerodynamic lines 
of the Skyshield have been blended with the 





NEW GAS PEDAL EASES DRIVING—If your 
leg gets tired, muscles cramped while on a 
long drive, you'll appreciate the new Leg- 


streamlining of present-day cars. 
* . 


Eez gas pedal extension, which clamps to 
present accelerator, the manufacturer states. 
It fits all cars; can be installed in five min- 
utes; no special tools required, according to 
McDonald Enterprises, 520 E. St., San Diego 
12, Calif. 





NEW BALCRANK PUMP—Lubrication equip- 
ment now being shipped by Balcrank, Inc., 
features the new Jet-Power pump, which was 
introduced at the ASI show and demonstrated 
@ week before the show to a group of 50 
trade representatives at the Cincinnati fac- 
tory. It Is light in weight, scaling slightly 
less than 15 pounds, resulting from the use — 
of tough aluminum alloy. Simplicity of de- TWO-WAY LIGHT — A product of Keller 
sign is reported in the listing of only 60 | Laboratories, Oneida, N. Y., the Light King 
parts and 8! pieces in the unit. According | combines @ portable flood lamp with an 
to the manufacturer, the pump can be as- jextendable trouble light. Each of the units 
sembied in 12 minutes and taken down In | has 26 feet of cable on twin reels. The prod- 
nine minutes, using only a screw driver, pipe | uct is merchandised through Bucklin Marketing 
wrench and vise. jon 174 Genesee St., Utica, N. Y. 


| VERSATILE LAMPS—Available in both flood- 
| light and spotlight design, GE 150-watt, PAR- 
| 38 lamps are sealed beam units made of heat 
| resistant glass. When mounted on poles, the 
|lamp (right) will effectively floodlight a car 

lot. Sealed beam construction protects the 

inside of the lens and the reflector from dirt, 
| making it useful for inside work in greasy 
| places. 





INTERCOM CIRCUIT—A new intercom cir- 
cuit designed to make it possible to answer 
paged messages from high noise level areas 
clearly and intelligibly, has been introduced 
by Executone, Inc., 415 Lexington Ave., New 
York 17. This new circuit combines the co- 
ordinated operation of a trumpet type paging 
reproducer and two-way staff station for use 
in either intercommunication or sound sys- 
tems. Heretofore, when replies were made 
through a two-way trumpet reproducer in a4 
noisy location, the trumpet would pick up 
and transmit to the calling station all the 
shop noises so that the reply message was 
frequently unintelligible and created a dis- 
turbing blast at the station where the call 
originated, the manufacturer states. 


* * . 





FLOCK GUN—It not only spreads Nylon or 
hair more evenly, but saves on material, en- 
ables light or dense application with simple 
knob ‘'sensitized'' adjustment and works off 
any air line at 35-pound pressure, according 
to Arndt-Palmer Laboratories, Melvindale, 
Mich. Is equipped with two-quart container. 


* * 7 





ADDED TO BARGMAN LINE—One of the 
latest entrants into the field of automotive 
signal lights is Theodore Bargman, Detroit, 
hitherto known exclusively as the manufac- 
turer of Perfection Line trailer-coach and 
motor boat equipment. Bargman reports the 
manufacture of the No. 602 directional sig- 
nal contro! unit, especially adaptable to cars 
| not equipped with directional signals. The 
| firm states that the No. 602 can be worked 
through car stop and tail lights having double 
filament bulbs. It is said to require no addi- 
tional fixtures. 
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HEAVY DUTY TORQUE BAR—It is a prod- 
uct of Richmont, Inc., 2810 E. Iith St., Los 
Angeles 23, named for the inventor and is 
known as the Livermont Torq-Bar. Extreme 
accuracy and ruggedness is claimed in torque 
ranges from 200 foot-pounds to 600 foot- 
pounds. The bar is pre-set for specific torque 
requirements within its range. Then, in opera- 
tion, when the desired torque is reached a 
loud "‘click"’ is heard, the company states. 





TO SEE BETTER—Two new rear-vision mir- 
rors announced by Norlipp Co., Chicago, 
offer advanced styling for harmony with the 
latest model cars, according to the company. 
A new ball and socket adjustment and clamp- 
ing flange are concealed to preserve a flow- 
ing, streamlined design. 








FOR FRONT-END SPRINGS—Tuthill Spring 
Co., Chicago, has announced the marketing 
of a complete line of front-end spring suspen- 
sion parts. The new lines will include parts 
| and kits for full service on all car models. 
|A new catalog, covering the line and its 
auxiliary parts, is available from the company, 
| 760 W. Polk St., Chicago 7. 


+ + * 





FOR DISPLAY—Immediate availability of 
its display piece for the Two-for-One battery 
tester set has been announced by Kimble 
Glass. Simple design of the new Kimble dis- 
| play permits quick assembly and the extra 
| float and barrel mounted beside the com- 
plete instrument are eye-catching features 
which make the display a traffic stopper on 
any counter, Owens-lilinois Glass Co., To- 
ledo, states. Occupying approximately seven 
by thirteen inches of base space, the dis- 
play shows the complete tester to good ad- 
| vantage. 
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COOLER TIRE VALVES—Tire valves, as wel! 
as the tires and tubes used on bus and 
truck operations, are oftentimes subjected to 
high temperatures due to the heat created 
by brake friction. This extreme heat may be 
sufficient to melt or otherwise damage the 
rubber washer or gasket on the ordinary 
valve core, thereby causing a siow leak— 
sometimes even a flat tire. Bridgeport Brass 
Co., Bridgeport, Conn., claims that its Hi- 
Heat cores and caps are the nearest to 100 
percent protection against this high heat 
condition. Valve core has a patented lead- 
plated barrel in addition to a specially com- 
pounded heat-resisting gasket that creates an 
air-tight seal when the vaive is in a closed 

sition. The cap contains a metailic gasket 
in place of the conventional rubber gasket. 





PERMACEL MASKER No. 7—Recently added 
by Industrial Tape Corp., New Brunswick, 
N. J., to its automotive line, the product is 
designed to provide the greatest efficiency in 
masking for — and refinishing work, 
the company states. It is a complete ‘'mask- 
ing department"’ in masking tape to the 
edges of the paper aprons as it is unwound, 
it reduces to a minimum all effort involved 
in the operation, it adds. The apparatus is 
easily wheeled to the job, and by means of 
@ convenient built-in tray, other tools and 
materials are maintained within reach of the 
worker's arm. Also useful in underbody coat- 
ing work because of the extra-long masking 
aprons needed. 


rag 
internal 
combustion 


engines 


TELLS ABOUT GOVERNORS — Control, a 
magazine of power regulation, contains a 
discussion of governors for all types of in- 
ternal combustion engines in the new issue 
now being distributed by Pierce Governor 
Co., Anderson, Ind. Discussing the problems 
of governing in relation to various work sit- 
uations, the new issue analyzes several of the 
major applications of governors from the 


standpoint of industrial physics. 
* © 


~<a 





FIRE EXTINGUISHER — It is 


hermetically 
sealed, cannot leak and needs no refilling o 


inspections, according to Bostwick Labora- 
tories, Inc., Bridgeport 5, Conn. 
(Continued on Page 43) 
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(Continued from Page 42) 


Dealer Accounting Machines 


Offered by Underwood 


Two new Underwood accounting 
machines are now being offered 
for automobile dealer accounting. 
They will be demonstrated for the 
first time at the forthcoming 
NADA convention in San Fran- 
cisco, Jan, 22-24, according to 
W. F. Arnold, general sales man- 
ager of Underwood Corp. 

One machine is designed to sim- 
plify accounting procedure in 
large dealer organizations, the 
other is made for smaller firms. 
The outstanding advantage of 
both machines is said to be that 
they post, prove and balance all 
journal sheets daily and auto- 
matically furnish a mechanical 
proof of accuracy for each line 
entry. 





FOR TRUCKS—A filtering device for either 
gasoline or Diesel trucks and buses, designed 
to provide cleaner fuel and easier starting, 
has been introduced by Klemm Automotive 
Products Co., 1718 N. Damen Ave., Chicago 
47. The devise is a heavy-duty filter using 
Chemistone, a controlled porosity element, 
which is said to eliminate hard starting or 
frozen carburetor parts often caused by for- 
eign particles or water in gasoline or biesel 


oil, 
* * * 


Vac-U-Suds Cleaner 


Washes Upholstery 


Howard Paint division of Re- 
conditioning Products, Inc., 5201 
Denison Ave., Cleveland 2, is 
packaging its Vac-U-Suds cleaner 
that is said to thoroughly clean, 
de-moth, deodorize and sanitize 
automobile and furniture uphol- 
stery. 

Vac-U-Suds, when blended one 
part to three parts of water, re- 
portedly produces a non-saturat- 
ing dry stiff foam that cleans 
fabrics and leaves them soft and 
pliable. The cleaner is absolute- 
ly harmless to fabrics and con- 
tains no acids or alkalies, ac- 
cording to the company. 


* * + 





vier ae Ce tan ae Os Mediate ae 


HAS FLOATING WHEEL ASSEMBLY—Sedg- 
wick Wheel-O-Matic, announced by Sedgwick 
Machine Works, Poughkeepsie, N. Y., is a 
new type, all-steel-constructed trailer, which 
features the use of a Sedgwick-developed 
double hitch that facilitates easy parking and 
Prevents jackknifing; also, a floating-wheel 
assembly that eliminates wheel shimmy under 
any operating condition and assures load 
level at all times, the company states. Road 
tests made by the manufacturer reveal the 
trailer's ability to carry a |, pound load 
at speeds up to 65 miles per hour without 
evidence of swing or sway, it claims. The 
body measures 60 inches fos. 42 inches wide 
and 12 inches deep. Light in weight, it tips 
the scale at 300 pounds empty and has four 
former post sockets for rack body or canopy 
Pp 
* * * 


S & M Lamp Catalog Offers 
Truck Safety Equipment 

A new line of truck lighting and 
Safety equipment is announced in 








the 1949 catalog, now being issued, 
of the S & M Lamp Co., Los An- 
geles, according to Fred J. Macfee, 
sales manager. 

Shown is an assortment of truck 
reflectors, truck flares, and side- 
view mirrors. The side-view mir- 
rors are available in five styles. 
All are of triple chrome plated 
brass and have beveled non-glare 
glass. 

* * + 


St. Clair Rubber to Enter 
Accessories Field 


St. Clair Rubber Co., Detroit and 
Marysville, Mich., announces that 
it will promote a line of automo- 
bile accessories through dealers 
and jobbers. 

The products St. Clair will mar- 
ket through the trade include pro- 
tective rubber car mats, under- 
coatings and trim and weatherstrip 
cements. Other items will be added 
to this line later, the company said. 
Information can be obtained from 





the St. Clair Rubber Co., 440 E. 
Jefferson, Detroit 26. 


* * * 


Car Saver Deal Offered 


On Pyrene Extinguishers 
A special merchandising deal, de- 
signed to encourage all motorists 


to protect themselves, their pas- | 


sengers and cars against fire, has 
been introduced by Pyrene Mfg. 
Co., New York, maker of car fire 
extinguishers. 


Pointing up the need for such} 
| encouragement, Pyrene officials re- 


port that in many cities one out 
of every seven fire alarms is for 
a car fire. The Pyrene deal in- 
cludes three-pint vaporizing liquid 
extinguishers, two chromium plat- 
ed and the other polished brass. 
Also there are a counter display, 
two full-color window streams and 
50 consumer circulars. 

od + * 


U.S. Offers Free Booklet 


On Tire Care and Safety 
U. S. Tires is distributing a new 
free booklet which tells motorists 
how they can get up to 78 percent 
more mileage from their tires and 
at the same time add greater 


Stabilized 






MOISTURE 


\ 


Getting lots of grease jobs? Cold weather gives you 
the opportunity to talk up “winterizing,” and warn 
against danger of lubricants chilling and 
channeling—leaving gears dry. Then 


tell ’em it can’t happen with Quaker 
State Quadrolube. For here is a lubricant 
that can’t channel on the coldest day. 
Can’t thin out under the heat of sus- 
tained service. It’s stabilized . . . so it’s 
stubbornly resistant to breakdown even 
under heavy tooth pressures. Lubricates 
modern high-speed gears better, longer, 
more economically. 
Quaker State Quadrolube is made solely 
from pure Pennsylvania grade crude oil. 


QUAKER STATE OL 


All base oil in 





REFINING CORPORATION oe 


safety and better car performance 
to driving. 

Called “It’s the Principle of the 
Thing,” the booklet gives hints on 
safe driving such as how to come 
out of a skid, how to handle fog 
and ice, and how to set your own 
driving “safety zone” to minimize 
accidents. In addition, motorists 
get information on low-pressure 
tires and how to get the most out 
of them. The booklet is available 
at U.S. Tire dealers or may be 
obtained by writing U.S. Tires 
division, United States Rubber 
Co., 1280 Avenue of the Americas, 
New York 20. 


* + * 


Ansul Chemical Offers 


New Fire Extinguisher 

A fire extinguisher containing 
two pounds of Ansul Plus-Fifty 
Dry Chemical has been announced 
by Ansul Chemical Co., Marinette, 
Wis. 


The dry chemical in the “Emer- 
gency Fireman” is non-toxic, a 
non-conductor of electricity, non- 
corrosive and non-abrasive, the 
company said. It will not deterior- 
ate, solidify or evaporate and 
therefore does not require periodic 
recharging. 
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MONEY-SAVER — Standard Motor Products, 


Inc., Long Island City, N. Y., claims that 
these four upper breaker plate assemblies can 
be used to service any one of 21 different 
types of Autolite plates. 

(Continued on Page 44) 


Jack Lynch ( Chrysler) 
Opens in New York 


Announcement has been made of 
the formal opening of a new deal- 
ership, Jack Lynch, Inc, (Chrysler), 
New York. 

Located on the east side of 
Broadway between 134th and 135th 
Sts., the new establishment con- 
tains 30,000 square feet with sales, 
service and parts all under one roof. 


to resist — 


PRESSURE 





se 


Note: For lubricating automatic transmissions sell 
Quaker State’s latest—No.00 Quadrolube, Grade ‘‘75.” 


TUG 


Oil CITY, 





PENNSYLVANIA 
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8-Ton Mobile Crane Unit 


Announced by Manley 


A new eight-ton double-boom 
wrecking crane, the WC-8, has 
been announced by Manley divi- 
sion of American Chain & Cable 
Co., Inc., York, Pa. 

The new unit is designed to han- 
dle any wrecking job, overturned 
truck or trailer. Twin booms oper- 
ate individually or as a unit with 
a capacity of four tons per boom. 
Controls are at the side or at the 
rear. The unit also contains separ- 
ate winch units, free-wheeling 
drums, automatic drag brake and 
enclosed working mechanism. 

* o o 





SPEEDS CHARGING — Allen Electric & 
Equipment Co., Kalamazoo, Mich., is intro- 
ducing a new model fast charger which is 
claimed to incorporate many new design 
features. F-200 includes a solenoid controlled 
5-second battery test, which indicates battery 
condition to customer. It charges at seven 
rates up to 100 amperes for the period 
selected with the synchronous timer. After 
completion of the fast charge, the charger 
automatically switches to a low or ‘‘finishing” 
rate, Allen points out. 

+ 4 * 


General Electric Offers 
Battery Vitalizer 


The Vitalizer, a portable device | 


said to maintain automobile battery 
efficiency during cold weather for 
fast starting, is announced by Gen- 
eral Electric’s Lighting and Recti- 
fier divisions. 

Designed for overnight use dur- 
ing winter months, the Vitalizer, it 
is claimed, maintains chemical ac- 
tivity within the battery to keep its 
starting power at summertime effi- 
ciency, no matter how low the tem- 
perature. Batteries, which ordi- 
narily lose as much as 50 percent of 
their capacity during extremely 
cold weather, are reportedly kept 
fully energized. 





S-P BOXES FOR SMALL PARTS—Draper Dis- | 
tributing Co., 1450 N. Michigan Ave., Sagi- | 


naw, Mich., says they are designed for the 
harrassed parts manager who never 


box is I! inches deep, 3% inches wide, to 


slip like a drawer into the bin; four smaller | 


p at 150 _< 
swivel 4 


boxes are nested inside, as shown. Made of 
heavy chip-board with protective paper coat- 
ing, they are very inexpensive, according to 
the company. 

* © * 


Nash Equipment Includes 
Lumite Window Screens 

The 1949 Nash cars are equipped 
with Lumite woven plastic car 
screens for installation on the 


open windows when the car’s 
twiu beds are being used during 


has | 
enough room in his parts bin. Each master | 


| the night, the company revealed. 

The new screens are fitted over 
the top of the door with an elas- 
tic band on the bottom to provid: 
a snug fit Windows can be 
opened or closed without inter- 
ference from or with the screens, 
and the surface of the car cannot 
be marred or scratched by the use 
of the screens, according to the 
makers, 

The versatile screening material 
is made of Dow’s saran by the 
Lumite division of Chicopee Mfg. 
Corp. It is in turn fabricated by 
Clarvan Corp. into the car win- 
dow screens for Nash. 





Liquid Glass Cleaner 


Said to Curb Fogging 


A new liquid glass cleaner that 
leaves an invisible but fog-resistant 
surface film after application has 
been announced by Sax-Kleen Co., 
11 Bleeker St., Albany 2, N. Y. 

According to company claims, 
simple application and wiping of 
No-Fog produces an optically per- 
fect film that gives long-lasting 
protection against fogging and 
frosting, even under the most se- 
| vere conditions. 
| * * * 
|Cello Products Announces 


|*49 Ford Fender Guard 


A new fender guard for 1949 
Fords has been announced by 
Cello Products Co., East Boston 
28, Mass. 

The company said that the 


y 
Wy, 
7 


in 


guard, which fits either front or 
rear bumpers, acts as a stabilizer 
on the bumper ends by taking 
the flutter out and adding ri- 
gidity. 

& * * 
| Radiator Specialty Offers 
|New Liquid Block Seal 


Liquid Block Seal, newest addi- 
tion to the Solder Seal line of auto- 
motive products, has been an- 
nounced by the sales organization 





of Radiator Specialty Co., Char- 
| lotte, N. C. 

| Introduced into the cooling sys- 
|tem as a liquid, the new product 
| fills up cracks and leaks in the 
| block and makes a seal that will 
|resist the same temperature ex- 
| tremes as the block itself, accord- 
|ing to the makers. It is also 
| claimed that Liquid Block Seal will 
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| not clog the cooling system and 
will not be weakened by extreme: 
of temperature. 
= * . 


| Pre-Cut Brake Lining Stock 


Is Announced by Barrett 

Convenient pre-cut lengths of 
brake lining shim stock for all 
passenger cars is announced by 
Barrett Equipment Co., St. Louis 6. 
Made of non-compressible vulcan- 
ized fiber and cut to fit, the shim 
stock is available in 16 set sizes 
providing a universal stock for all 
cars. 

Stock is packaged eight pieces 
to a set in cellophane containers. 
Each container lists complete 
BLMA numbers and correspond- 
ing Barrett shim stock numbers. 

(Continued on Page 45) 
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New Products 


(Continued from Page 44) 


Woodhill Chemical Offers 
Duro Rust Preventive 


Woodhill Chemical Co., 1391 E. 
38rd St., Cleveland 14, has intro- 
duced Duro rust preventative, a 
transparent rust preventive 
coating said to seal the surface 
and parts of cars from oxida- 
tion caused by moisture, salt and* 
other chemicals used on streets 
and highways during’ winter 
months, 

Each can comes equipped with 
a spout which enables the user 
to get at every crevice of the car. 








A soft cloth, brush or powder 
puff may be used to apply the 
protective coating to the chrome 
finish and trimmings, the com- 
pany said. 


Perfect Circle Introduces 
Anti-Wear Chrome Ring 


Perfect Circle chrome rings were 
introduced at the ASI show this 
year as the newest product of Per- 
fect Circle Corp., Hagerstown, Ind. 

The chrome rings are top com- 
pression rings and are packaged 


for substitution in regular replace- 





ment sets at the request of the 
customer. The introduction of the 
rings to the replacement trade is 
the result of experience in chro- 
mium plating rings for military 
purposes during the last war. 
Chrome rings reduce cylinder and 
ring wear and are highly scuff re- 
sistant, Perfect Circle said. 
* * . 


| Dealer Counter Display 
Is Offered by Zecol 


Release of a new semi-permanent 
dealer counter display was an- 
nounced by Zecol, Inc., Milwaukee. 
The display features two cans of 
Zecol Freez Proof, the carburetor 
and fuel line anti-freeze which 
Zecol is stressing in its winter pro- 
motions. 

Special features of the new dis- 
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play include a new pattern of die-|ciprocating motion. By inserting 
cutting which greatly simplifies set- | an ordinary hack-saw blade in the 
ting it up. New-type displays will| holder, a power-saw is provided. 
be packed with each case of Zecol|It can be quickly converted to a 
Freez Proof at the factory, and are | power file by inserting a machine 
also available to dealers from job-| file in place of cutting blade. 


ber salesmen, the company said. 
* * * 


Anchor Announces Portable 
Power Saw and File 


A new portable power saw and 
file named E-Z saw has been intro- 
duced by Anchor Mfg. Co., 2533 E. 
73rd St., Chicago 49. 

The manufacturer describes E-Z 
saw as a precision engineered, 
heavy-duty unit that attaches di- 
rectly to electric or air drills, or 
flexible shaft for power. The mecha- 
nism of the unit converts the rotary 
action of the power unit to a re- 





BALCRANR’S NEW 





HIGH PRESSURE PUMP 


Balcrank proudly introduces a high pressure pump that outperforms any 
other pump on the market. 

The “Jet-Power” Pump excels in volume of grease . . . it develops pres- 
sures equal to the greatest. . . it has the lowest air consumption, the lightest 
weight, the simplest construction, the fewest parts, the lowest cost main- 
tenance and is easiest to service. 


GREATEST GREASE VOLUME—From 17 to 31 ounces 
per minute, depending on lubricant, at normal shop tem- 
perature—superior rate-of-flow down to —20° F, where 
other pumps will not perform. Handles greater number of 
outlets simultaneously, too. 


NO MANUAL BLEEDING—No manual air bleeding 
needed. ‘Jet-Power" Pump will not air-pocket. It automat- 
ically discharges any air through grease control nozzle. 


LIGHT WEIGHT—Less than 15 pounds. Tough aluminum 
alloy construction. All grease contained in solid steel. 


BALCRANK 


CINCINNATI 


FEWER PARTS— Only 60 parts—a guarantee of 


trouble-free performance. 


LOWEST-COST MAINTENANCE—Pump can be as- 
sembled in 12 minutes—disassembled in 9 minutes, using 
only a screw driver, adjustable wrench, pipe wrench and 
vise. All rod packings are contained in separate unit in 
bottom of pump housing—just disconnect tube and rod. 
No expensive piston and cylinder to replace. 


See your Balcrank Jobber for a complete list of exclusive 
features that make the Balcrank “Jet-Power'’ Pump the 
only truly modern pump available today. 


9, 


Lubrication Equipment, Pistons, Water Pumps and Brookins Service Station Equipment 


All Balcrank lube equipment is powered by the 
“Jet-Power” Pump including the new super deluxe 


cabinet series shown at the right. 
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FOR COOLING SYSTEMS—A Perry cooling 
system filter will keep both the radiator and 
motor block clean, according to the maker, 
Spark-O-Liner Corp., Minneapolis 4. The depth 
of sludge in the visible sump indicates when 
the chemically activated filter element should 
be replaced. 


Lathe Booklet 

A catalog published by South 
Bend Lathe Works, 137 E. Madison 
St., South Bend 22, contains descrip- 
tions and prices on the company’s 
new 13 and 14%-inch swing lathes 
which are equipped with one-inch 
maximum collet capacity headstock 
spindles. 





Bio 


FOR WORN FENDERS—Sava Fenda Kap is 
specifically designed for Chevrolets, 1941! 
through 1948 inclusive, and can be installed 
in 30 minutes. This new cap covers the rotted 
part of the rear fender and with slight alter- 
ations can be used to fit 1940 Chevrolets 
and small model 1940 Pontiacs, Buicks and 
Oldsmobiles. The manufacturer is Sava Fenda 
Kap Co., 778 Bruckner Bivd., Bronx, N. Y. 

oe ee 





KEY CARRIER—The holder 
is really two nickel-silver chains—one for 
ignition key, the other for general keys— 
coupled by the chrome-plated brass device, 
an application of a wartime mechanism de- 


PUSH-BUTTON 


veloped in England and used to release 
towed gliders quickly and surely at the ap- 
pointed moment. The Car-Mac permits the 
car owner to leave his ignition key in the 
lock and his engine running while he re- 
moves his other keys. To reconnect the Car- 
Mac key coupler and reunite ignition and 
general keys, the owner simply holds the one 
part at the end between right forefinger and 
thumb and thrusts it into the other part. 
Manufacturer is Carey-McFall, Philadelphia. 
(Continued on Page 46) 
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New Products 


(Continued from Page 45) 


New DuPont Fabric Said 


To Resemble Silk, Wool 


In the first detailed report on the 
DuPont Co.’s new synthetic textile 
fiber, Orlon, the claim is made that 
Orlon continuous filament yarn is 
the “most silk-like synthetic fiber, 
while Orlon staple is the most wool- 
like we know.” 

Predicting that the new material 
would be used for auto-top deck- 
ings, the company said that Orlon’s 
“resistance to outdoor exposure is 
so good that we feel it is the best 
fiber we know of, natural or man- 
made, for outdoor uses.” 

+” e s 





DESIGNED FOR ‘49 BUICK—Van Auken, 
Inc., has announced its new custom-built 
guards for the front and rear. They are cus- 
tom-designed to blend with the styling of 
the new models. —_ are quickly and easily 
installed and exceptionally strong, the com- 
pany states. The firm is located at 520 W. 
Eight Mile Rd., Detroit 20. 





TUBE TESTER—Fair Oaks 
Calif., manufacturer of Testank, a tube tester, 
announces the introduction of Testube, a tube 
testing attachment to fit all tanks, oblong 
or round. Testube consists of a pair of free- 
turning rollers suspended from a hinged metal 


frame. When this frame is attached to the 
side of the tube-testing tank the rollers sub- 
merge the tube in the water. When testing 
a@ tube the operator lifts the hinged frame, 
olaces the tube in the tank and lowers the 
frame. The rollers automatically submerge 
and stretch the tube, exposing entire rim 
contact area and road contact area. Oper- 
ator’s hands need never be dipped in the 
water, an important feature during freezing 
temperatures. 
* * * 


Chemical Tune-up Penetrant 
Introduced by Moto-Vim 


A new chemical tune-up pene- 
trant, Moto-Vim, is being intro- 
duced nationally by Moto-Vim 
Sales, 11 W. Lake St., Oak Park, 
Ill. The maker claims that Moto- 
Vim increases compression and 
contributes to fast starting and 
pick-up. It is also said to remove 
carbon, release sticky valves and 
stop oil pumping if cylinders are 
not egg shaped. 

Moto-Vim is said to be espe- 
cially adaptable to cleaning gen- 





Co., Glendale, | 


erators, starters and _ electric 
motors. To demonstrate the lat- 
ter point, its maker says that 
electrical equipment, such as mo- 
tors and radios, can operate while 
submerged in Moto-Vim and have 
no harmful effects. 


* * . 





GARAGE SAFETY LIGHT—The device is op- 
erated by a single cell flashlight battery 
| which should not require replacement more 
frequently than once a year. When the front 
(or rear, if backing in) bumper of the car 
pushes the rod which hangs vertically sus- 
pended from the light, it closes a switch 
which turns on the red light as a warning 
signal for the driver to proceed toward the 
wall with caution, according to the company. 
When the car has advanced to a predeter- 
mined point, perhaps three inches from the 
wall, the continued motion of the rod then 
opens the switch, automatically turning off 
the light and indicating to the driver that 
he is now at the precise position for pulling 
on his brakes and garaging his car for the 
night. When oo ree out of his garage in the 
morning, the rod drops back to its vertical, 
neutral position, passing through the same 
arc ef contact to actuate the light and there- 
by assuring the driver of its proper function- 





ing or reminding him eventually of the need 
for a fresh battery cell, Ellis Traub, 67 Wash- 
burn Ave., Wellesley Hills, Mass., adds. 
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DOES THREE JOBS—Sup-R-Guy tow crane, 
| manufactured by Guibert Steel Co., P. O. Box 
| 1837, Pittsburgh, is designed to change a 

single-duty truck to a triple-duty truck, tow 
| car and wrecker with a twist of the wrist. 
| Five special features are a power winch, re- 
mote control, single-unit boom, rigid A-frame 
| and outriggers, according to the company. 

* * * 


Piston Resizer Introduced 


/ By Wisconsin Firm 


A new and improved method 
of piston resizing was demon- 
strated at the ASI show in Chi- 
cago by the Wausau Motor Parts 
Co., piston ring and valve-seat 
manufacturer of Wausau, Wis. 

The new method employs the 
“Precisionurl,” described as rug- 
gedly built unit which is manu- 
factured to the close tolerances 
of the finest machine tools. The 
“Precisionurl” provides machine 
tool accuracy, extremely simple 
and easy operation, and depend- 
ably uniform results, according to 
the company. 








ie raph an en 


PORTABLE CLEANER — Homestead Valve 
Mfg. Co., Coraopolis, Pa., has announced a 
new four-way means of cleaning cooling sys- 
tems of cars, trucks and tractors—Hypressure 
Jenny with Steam Thoro-Purge. Hypressure 
Jenny is a portable steam cleaning machine. 
lt removes oil, dirt and grease from any 
surface by the application of highly-atomized 
mixture of steam, hot water and chemical, 
the company states. The new Steam Thoro- 
oe is used in combination with Hypressure 
lenny. 


* * * 


Niagara Machine Offers 


New Shears, Presses 


Niagara Machine & Tool Works, 
637 Northland Ave., Buffalo 11, has 
announced a new line of 16-gauge 
capacity foot squaring shears and 
severul new design, all-welded 
straight side presses. 


combine increased strength and 
rigidity with lightness in weight 
and easy action. The new presses 
are available in both single and 
double-crank variety and are said 
to reduce gear noise and wear. 


* > * 





STRAIGHTENS THINGS OUT — Dents and 
creases in fenders can now be removed in 
@ matter of seconds with a tool, Fndrol, 
developed and manufactured by Rivette Mfg. 
Co., Houston, the company states. A semi- 
automatic, lightweight tool (9 ibs.), it applies 
manual pressure to fender indentations. The 
average service man can operate it quickly 
end easily. 


The company said the new shears 








__ SERVICE SECTION 


Firm Seeks Distributors 


For Carburetor Cleaner 


Pennsylvania Refining Co. an 
nounces that it is establishing a 
national sales organization for the 
distribution of its carburetor and 
fuel system cleaner, Penn Drake 
Gumout. This product is reputed to 
be a powerful gum solvent which 
dissolves all harmful gum, varnish 
and lacquer deposits in the entire 
fuel system, 

According to the company, Gum- 
out is sold through recognized auto 
motive distributors only. Manufac- 
turer’s address is 2686 Lisbon Rd., 
Cleveland 4. 





STUD PULLER BY SNAP-ON—It has a ca- 
pacity of 4 inch to '/2 inch, built in one unit 
—no collets, wedges, or other parts needed 
to adjust it to different sizes of studs in its 
size range, according to Snap-On Tools Corp., 
Kenosha, Wis. 


ICC Requested 
To Modify Rule 


On Forwarding 


WASHINGTON. — The A:nerican 
Trucking Assns., Inc., has petitioned 
the Interstate Commerce Commis- 
sion to “end the evil of one-sided 
forwarder domination” of relation- 
ships between freight forwarding 
companies and motor carriers. 

An ATA petition sought modifica- 
tion of the commission's decision in 
a case involving agreements be- 
tween forwarding companies and 
motor common carriers in docket 
No. 29493. Specifically, it urged the 
commission to strike out a provision 
which permits forwarders to file 
agreements that provide for com- 
pensation below published tariff 
vates on forwarder tratflic. 

The petition contended “that no 
general basis tor such compensation 
at less than tariff rates can exist, 
because of the non-uniformity oI! 
practices territorial and otherwise 
tor the handling of such trattic, and 
that no such aeparcures should be 
permitted without specific justifica- 
tion, on specific tacts, in this 
docket.” 

The commission was asked to 
provide “adequate practical protec- 
tion” tor carriers and the public by 
requiring tnat all schedules of com- 
pensation arrangements be filed by 
the motor carriers, and not by for- 
warders alone. 

Also, ATA urged that copies of 
such schedules be filed both in 
Washington and in the ICU’s dis- 
trict otrice where the carrier is 
domiciled, and that filing be on not 
less than 3U days’ notice, the same 
notice generaily required now for 
tariff changes and for revocation of 
forwarder-carrier agreements, 


Florida Beachhead 
Foreign Midget Makes 
Selling Briskly 


MIAMI.—Pint-sized gas buggies 
are getting a real tvenold on the 
florida market. At Miami docks, 
ttle French cars are being un- 
loaded by the dozens, and both 
here and at Jacksonville the Brit- 
ish-made autos are swinging oif 
the ships. 

Foreign-made cars are no nov- 
elty to the Gold Coast. For years 
the well-heeled have streaked along 
in imported numbers from stately 
Rolls-Royce to Fiats and Daiin- 
jlers. But until the last war, the 
midgets made no headway, 

All is changed now. At least one 
Miami company distributes small 
British cars ail over the South. 
They are uncrated at Jacksonville, 
where a huge spare parts ware- 
house is maintained. 

Several makes of British and 
French cars are on the market and 
finding buyers, but the future for 
them is somewhat uncertain. 

Dealers report customers well 
satisfied with the high gas mile- 
age and excellent workmanship, 
but compared with the cheapest 
American cars—Chevrolet, Plym- 
outh and Ford—they are likely to 
run into price problems, particu- 
larly since the Miami market has 
tightened up considerably and buy- 
ers are less numerous than a few 
months ago. 
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Backshop ... 
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By Jack Weed 


(Continued frem Page 35) 


drives in the door, there is some- 


your order because they knew you 


one there to greet him—even if| were behind the well-known eight 


everybody is busy at the time and 
the floorman has to say, “I'll be 
with you in just a second,” it 
makes the customer feel good and 
willing to wait. 

* * + 

HERB GETS into his talk by 
saying: “You fellows wondered if 
I was tongue tied, scared or had 
nothing to say or just didn’t want 
to talk. Well, you were wrong. 
You probably wondered If and 
When I was going to start. It 
seemed like a mighty long time, 
didn’t it? 

“Well, that’s how long it seems, 
and longer, to the most important 
guy around the place, when you 
let him wait just ONE MINUTE 
before you open the doors and let 
him in. OR—if you make him wait 
just ONE MINUTE before you 
recognize him after he drives in.” 

There’s hardly a dealer who 
doesn’t realize now that we ARE 
in a competitive market. It showed 
up at the ASI show. It came to 
the forefront in talks with manu- 
facturer’s reps during that after- 
market show. It is being demon- 
strated on the used-car lots all 
over the country. 

* * + 


EALERS and their sales man- 
agers are now beginning to 
ask me where they are going to 
get salesmen—the men they should 
have started to train months ago | 
while they could do it with lush | 
car profits. They have been nosing | 
around and find that there just 
don’t seem to be any salesmen 
available that know anything) 
about the automobile business. 
Dealers and their service man- 
agers are beginning to worry about 
keeping up their service absorp- 
tion as the size of the average 
ticket declines and the percentage 
of “high dollar R.O.’s” fall off. 
They are also worrying what is 
going to happen to their used-car 
business now that they can’t whole- 
sale the “klunkers” as well as the 
clean stuff at near new-car profits. 
And what is going to happen to 
their truck business now that the | 
mediums and heavies are starting 





to pile up in their storage and no 
buyers come in begging to be al-| 
lowed the privilege of buying what 
the dealer has in stock, whether it 
fits his business or not. 

* * . 


IT ALL ADDS up to the same 
answer: The car and truck busi- 
ness is gradually getting back to | 
the normal that dealers knew be- 
fore the war. It means that dealers 
can no longér flaunt their peeves 





in the customers faces, that the} 
customer is about to become KING | 
again and will buy what he wants | 
at or near the price he wants to | 
pay, or no dice. 

It means that dealers will now | 
have to scramble around getting | 
their selling house in order on 
short notice, rather than systema- 
tically. 

Dealers might as well begin to 
realize that the most “important 
guy” around their establishment is 
the customer. And that the service 
customer is the most important of 
all. He is the more frequent caller 
and the guy who, after all, should | 
be paying the overhead burden of | 
the piace if the dealer wants to | 
Stay in the high-protit bracket. 


_ SO LET’S START with the serv- 
ice customer by first making him 
feel welcome when he comes to| 
our places of business. Let’s make 
him feel as good as you feel when 
you go to your favorite club or 
luncheon spot and the head waiter | 
greets you with a “Good afternoon, 
Mr. Blank. Joe, see that Mr. Blank 
gets a good table now.” 

And Joe says, “Mr. Blank, what 
would you like today. We have 
s0me very nice calves liver.” You 
know it's all the baloney but you 
like it and so does your customer. 


Remember how mad you used to 
get when the butcher or tailor or 
Some other supplier you bought 
from said in effect, “take this or 
leave it. I've got plenty of people 
that want the same thing you do.” 

member how they would load! 


ball? 
> > * 

SERVICE CUSTOMERS, whose 
spread between income and outgo 
has thinned down considerably, still 
feel the same way about your 
service business if they can’t come 
in your shop and get out without 
leaving from 
them for a few simple jobs. 

Practically every service shop 
needs overhauling. 

That doesn’t necessarily mean 
that prices need adjusting on 
either labor or parts. It just means 
that when a customer comes in 
with some trouble, he should be 
able to have his car fixed properly 
the first time he comes in without 
having to pay for several parts 
that have been replaced in the 
“hunt-and-hope-to- hit-the -trouble” 
type of order writing that has 
caused so much ill will among cus- 





$20 to $30 behind | 











BUSY CORNER—At the intersection of U.S. Highway 82 and 23rd St., in Columbus, Miss, 
stands the building of Columbus Motor Co. (Chrysier). G. D. Atkins is owner of dealership 





tomers during the past few years. 
I like the new diagnosis system 


|one thing after another requiring 
| him to come back to the shop for 


of selling service that is being | repairs. 


taken up by many forward-looking 


dealers. It has every indication of | 


eliminating the hazard of poor 
order writing and it also promotes 
a type of preventive service that 
makes for more economical as well 
as trouble-free service for the 
owner. 

Under this program, the owner 
gets all of the worn parts and 
maladjustments taken care of at 
one time and isn’t bothered by 


+ + * 


ORWARD-LOOKING dealers 

are also getting themselves set 
to merchandise their own trade-ins 
at retail, and are getting set to 
recondition these cars so that they 
will bring the high dollar. Many 
of the “klunkers” that will come 
in this spring would be junk yard 
fodder prewar, but today are too 
valuable to too many low-income 


wah 
Yes “i's 100% pure 
PENNSYLVANIA OIL 





people to take out of circulation. 
Yet even these buyers will have 
some pride in ownership when they 
buy one, and will want it to look 
and run as good as if they were 
buying a late model. 


Fortunately since the war prac- 
tically every factory used-car de- 
partment is all set up with a “con- 
ditioning package” of proven ma- 
terials that enable the dealer to 
do a very acceptable job of ap- 
pearance conditioning for very 
little money. 

+ + * 


IN FACT, THIS modern pack- 
age is so good that many dealers 
are deriving a very welcome profit 
by appearance-conditioning cus- 
tomer cars, especially those owned 
by people who just can’t make the 
grade on the monthly payments on 
a new car these days. They would 
normally be new-car buyers and 
want to drive clean, new looking 
cars, These dealers are wrapping 
up & mechanical conditioning job 
with an appearance conditioning 
(interior clean, quick metal patch 
repairs of rusted fenders, doors 
and lower body panels, etc.), a 
good, lasting wax job and a set of 
new seat covers all in one package 

(See BACKSHOP, Page 49, Col. 1) 


It’s the oil automotive engineers 
prefer 2', to 1 over any other type’ 


YES S IR / Month after month your customers 
and prospects are being told of the added mileage, the added 


protection they receive by using 100% Pure Pennsylvania oil. 


American motorists and the thousands who operate trucks, 


* A nation-wide poll of auto- 
motive engineers by an inde- 
pendent research organiza- 


tion, reveals that in their own 


cars automotive engineers use 


Pennsylvania oils 2% to 1 


farm equipment, locomotives, boats and aircraft are becoming 


more and more aware of the additional qualities put into Penn- 


sylvania oil by nature. Qualities that make it naturally better. 


That is why we keep repeating —be 100% oil wise. Ask for 
100% Pure Pennsylvania oil and be sure of more mileage, 
more protection. 


PENNSYLVANIA GRADE 
CRUDE OIL ASSOCIATION 


Oll City, Pennsylvania 
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over any other type. 
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Road Spending Ts Up 


In Largest 


Sharp increase is shown in high- 
way expenditures by the nation’s 37 
largest cities during their fiscal 
years ending in 1947, according to a 
Department of Commerce report. 


operation expenditures increased 
from $87,000,000 in 1946, 

The Commerce report, “Large- 
City Finances in 1947,” covers the 
37 cities having a 1940 population of 


Newing Takes Bank Post 


Stuart L. Newing, president of the 
Newing Motor Co., Endicott, N. Y., 
has been elected a trustee of the 
Binghamton Savings bank. Newing 
also is president of the Binghamton 
Hotel Corp. 


Cities 


over 250,000, which then contained 
almost one-fourth of the nation’s 
population. 

Street lighting with an expendi- 
ture of $30,426,000 accounted for 31 
percent of expenditures for high- 
way operation. 

Revenues from local highway 
user imposts or from highways in- 
cluded: Street privileges and per- 
mits, $3,227,000; motor vehicles and 
operators, $10,024,000; parking me- 
ters, $2,964,000; highway aids from 
other governments, $38,966,000. 

Also highway charges for cur- 
rent services, $5,451,000, and mo- 
tor vehicle fuel taxes (Washing- 
ton, St. Louis, Kansas City, and 
ne Ala., only), $6,710,- 


The property tax continued as the 
major source of general revenues, 
providing more than half of total 
revenues. Expenditures for public 
welfare, public safety and schools 





ON CHEVROLET TRUCKS—The carburetor 
of the 1949 model improves engine perform- 
ance particularly during cold weather by 
automatically positioning the throttle when 
choke is in use, eliminating the necessity of 
manually positioning the throttle, the com- 
pany states. 





showed the largest amount of in- 
crease. 

Long-term highway debt issues 
during the year amounted to $44,- 
937,000, with a total outstanding 
long-term highway debt at the end 
of the year of $507, 213, 000, 


H. D. Horton, president of the 
American Trucking Assns., Inc., has 
announced appointment of the as- 
sociation’s National Committe on 
Street and Highway Safety, with 
Ed J. Buhner, ATA board chair- 
man, to serve as committee chair- 
man. 

G. D. Sontheimer, director of the 
Safety department of ATA, will 
continue as secretary of the com- 
mittee. The members, by states, 
are: 

Alabama—E. A. Murray, Murray 
Transport, S. Birmingham; Arizona 
—Geo., Clark, Pacific Motor Truck- 
ing Co., Tucson; Arkansas—Loren 
Pendergrass, Jones Truck Line, 
Springdale; N. California — Herb 
Moore, Morris Draying Co., Oak- 


‘|land; S. California—Robert Lacey, 


Los Angeles-Seattle Motor Express, 
Los Angeles; 

Coloradc—E. S. Hilliker, Zurcher 
Truck Line & Denver Fast Freight, 
Denver; Connecticut—M. A. Savin, 
Savin Express, New London; Flor- 
ida—Geo. Joyner, R-G Motor Lines, 














LOCAL ADVERTISING 
ON A NATIONAL SCALE 


Equip your shop 


NOW to benefit 


WEAVER 
Safety Lane* ads 
in POST, COLLIER’S 


and LIBERTY! 





Ad illustrated appears 
currently in The Saturday 
Evening Post, Collier's 


® and Liberty. 


Weaver's broad national advertising pro- 
gram in The Saturday Evening Post, Col- 
lier’s and Liberty offers direct support for 
Safety Lane service shops. Over 16 million 
readers of every ad include your customers, 
because Post, Collier's and Liberty readers 


are car owners. 


This national prestige building advertis- 
ing, plus Weaver’s complete merchandising 
program, offers Safety Lane shops a real 
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Thousunds of automobile accidents’ every year can be traced 


directly to neglect of brakes, headlights and steering. It will 
pay you to keep these vital safety factors on your car in the 
best possible condition. 
An accurate test of all three takes only a few minutes at 


demand today. 


steering. 


terial today. 


your Weaver Safety Lane-equipped service shop. There 
is no charge for inspections—only for such corrective service 
as you decide necessary. 
Weaver equipment is endorsed by leading car manu- 
facturers and insurance companies— and is used 

by most Official Motor Vehicle Inspection stations 
operated by states and cities. 


DRIVE IN to your local automotive service shop dis- 
playing this Weaver Safety Service Sign. 


arr Tw 





selling opportunity for a service that is in 
Car owners are being 
made safety conscious—more aware of the 
value of good brakes, headlights and 


A Safety lone includes a Weaver Head- 
light Tester, a Weaver Automatic Brake 
Tester, and a Weaver Wheel Alignment 
Tester 


If your shop is not set to cash in on the 
Weaver program—ask your 
write us for complete details on Safety 
Lane equipment and merchandising ana- 


jobber, or 


ma ate Oe 


*Trade Mark Reg. U. S. Pat. Office 


SPRINGFIELD, hone 
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Inc., Jacksonville; Georgia—R. Q. 
Black, Superior Trucking Co., At- 
lanta; Idaho—Chas. W. Clyde, Con- 
solidated Freightways, Boise; 

Illinois—Alex K. Scherer, Scherer 
Freight Lines, Ottawa; Indiana 
Harold Sanford, Clemans Truck 
Line, South Bend; lIowa— John 
Ruan, Ruan Transport Co., Des 
Moines; Kentucky—Chester Loving, 
Aetna Oil Co., Louisville; Louisiana 
—Sherman England, England 
Transportation Co., New Orleans; 

Maine—Gerald A. Cole, Cole’s Ex- 
press, Portland; Maryland—Robert 
Furtick, W. T. Cowan, Inc., Balti- 

Chire Massachusetts — Dwight 
Charch, H. B. Church Truck Serv- 
ice; Roxbury; Michigan—A. C. Scott, 

Geb. F. Alger Co., Detroit; Minne- 
sota—Richard Baumhofner, Gam- 
ble Robinson Co., Minneapolis; 

Mississippi— H. D. Carmichael, 
Stdndard Oil Co., Jackson; Mis- 
souri—A. D. Mason, Complete Auto 
Transit, Inc., St. Louis; Montana 
Wayne Hageman, Hageman Trans- 
port Co., Laurel; Nebraska—Wm. 
Wolfe, Watson Bros. Transporta- 
tion Co. Omaha; Nevada — Le 
Speirs, Las Vegas-Needles-Phoenix 
Stages, and Boulder Cab Co., Las 
Vegas; 

New Jersey—C. L. Rixman, Sun 
Oil Co., Newark; New Mexico—Joe 
Harris, Harris Truck Line, Raton; 
New York—V. J. Palisano, Boss 
Linco Lines, Inc., Buffalo; North 
Carolina—John Akers, Akers Motor 
Lines, Inc., Gastonia; North Dakota 
—Carl Hvidsten, Petroleum Co., 
Grafton; 

Ohio—F rank Kirby, representing 
FrankJ. Egner, F. J. Egner & Son, 
Inc., Galion; Oklahoma—R. W. Lee, 
Lee Way Motor Freight, Inc., Okla- 
homa City; Oregon—Julius Gaus- 
soin, Silver Eagle Co., Portland; 
Pennsylvania—-W. W. Ward, Ward 
Trucking Co. Altoona; Rhode 
| Island—Thos. F. Farrelly, Provi- 
| dence Journal Bulletin, Providence; 


South Carolina—cC. A. Harvin, 
Harvin Truck Line, Summerton; 
South Dakota—Dan Dugan, Dugan 
Oil & Transport Co., Sioux Falls; 
Tennessee — Chas. Potter, South- 
eastern Motor Truck Lines, Nash- 
ville; Texas—R. B. Powell, Red Ar- 
row Freight Lines, Houston; Utah 
—Owen Collett, Collett Tank Lines, 
Salt Lake City; 

Vermont— Dana Haskins, Ver- 
mont Transit Co. Burlington; 
Washington—Lamar Strain, Petro- 
leum Transportation Co., Seattle; 
West Virginia—John J. Mueller, 


Huntington; Wisconsin — Walter 
Schumacher, Schumacher Motor 
Express, Eau Claire; Wyoming— 


Bob Reynolds, Casper. 


Radiant Heat 
*‘Road-T ested’ 


In Michigan 


With the season of snow and ice 
deep upon the. land, the eyes of 
highway engineers are turned to- 
ward a 500-foot strip of Eight Mile 
Rd. in Detroit, 


There, the first use of radiant 
heating under pavement in the U: S. 
is being observed by the Michigan 
State Highway department. 

The system, consisting of five 100- 
foot-long heating elements imbed- 
ded in the pavement, has succeeded 
in keeping the section free of ice 
and snow on the few occasions it 
has been called upon to do so this 
winter. 


The heating elements are strips 
18 inches wide which are supplied 
with electric energy. They are im- 
bedded under two wheel-tracks on 
each side of the six-lane divided 
highway. One side of the highway 
is surfaced with plain concrete; the 
other with bituminous. concrete 
(black-top). 

Heat is controlled by a thermo- 
stat which turns on the current 
when the temperature drops to 34 
degrees and cuts it off when it 
rises to 40 degrees. 













Cost will be the determining fac- 


tor in deciding whether the system 
can be installed on expressways 
and city thoroughfares. Engineers 
reportedly believe the method will 
prove too expensive for general use, 
however. 
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By Jack Weed 


(Continued from Page 47) 


and selling it on a time basis. Pay- 
ments for this service are low 
enough so that it doesn’t hurt any- 
one too much and is enticing 
enough to make the customer buy 
instead of having to be sold. A 
partly finished car standing near 
the entrance door will many times 
be the best type of silent salesman. 


* * * 


AND ON THE salesman ques- 
tion—it’s anybody’s guess as to 
where the dealers are going to get 
their recruits. One dealer I know 
of has hired a couple of appliance 
salesmen whose business flattened 
out some months ago. The dealer 
is very pleased with the way they 
are fitting into his organization. Of 
course, he had to teach them the 
automobile business, but that isn’t 
too much of a handicap. At least 
he could teach them the way HE 
wanted them to operate and they 
didn’t come to him with a lot of 
ideas he had to kick out of their 
mind and which had been put 
there by other dealers who had 
employed them before he did. 

* . * 

HE TRUCK boys have the hard- 

est job in front of them. But 
it is one that must be done. The 
job is not only teaching new men 
the truck business but teaching 
them the used-truck business. A 
truck salesman that can’t sell used 


stuff is more of a liability in most | 


dealerships than he is an asset. 
To move used trucks, a salesman 
must make many calls to find buy- 
ers who will take a certain kind 
of a truck. These buyers are prac- 
tically all price buyers, yet they 
know what they need and won't 


Credit Men Hear 
Plea for Better 
Public Relations 


NEW YORK.—A challenging 
public relations job faces consumer 
finance organizations of the na- 
tion, to overcome public misconcep- 
tions, Alan G. Rude, vice-president 
in charge of sales of Universal 
C.LT. Finance Corp., told the Hoos- 
ier Assn. of Instalment Credit 
Companies last week. 

Public misgivings, “brought on 
by the undesirable practices in the 
past of a minority of credit opera- 
tors,” force an urgent need for 
interpreting to the average man 
the ethical standards and public 
services of which the consumer 
credit business can be proud, he 
said. 

“It is my honest opinion that in 
spite of the necessary service the 
installment finance companies have 
rendered for many years, it is 


neither understood nor appreciated | 


by the public,” he said. “This is 
due primarily to a poor public re- 
lations program and the fact that | 
we have permitted ourselves to be 
vilified both by the public and the 
dealers we serve. 

“We cannot expect anyone to 
have a better opinion of us than | 
we have of ourselves. We cannot 
command respect from others with- 
out first having self-respect. We 
render a valuable public service | 
and have every right to be proud 
of our position. As long as we con- 
duct our business on sound prin- 
ciples, I don’t believe there is any- 
one qualified to take our place in| 
the industry.” 

On the subject of the recent re- 
imposition of federal controls on 
installment credit, Rude said: 

“It is quite obvious that the cur- 
tailing of installment credit was 
nothing more or less the move of 
political expediency and is defi- | 
nitely working a hardship on the 
little fellow who must and is en- | 
titled to buy out of income. This 
restriction, along with others, was 
termed as being essential to com- 
bat inflation. We can restrict in- 
stallment terms, increase bank re- 
serves and do a lot of other things, 
but in my opinion, we are never 
going to lick inflation by political 
edict.” 


Tunmore Enlarging 
Tunmore Motors, 2677 Delaware | 
Ave., Buffalo, has filed plans with 
the city to enlarge its building at a 
cost of $20,000. 





pay the high dollar unless the job 


that is offered them fits their needs | 


exactly. 

Smart salesmen list these pros- 
pects and their needs and are then 
able to take a body from one job 
and put it on another size chassis, 
trig it up and come up with a 
piece of transportation that is just 
what one or more of their used- 
truck prospects is looking for. 
Salesmen that operate on that ba- 
sis not only can shove out a lot 
of new stuff at a comfortable profit 
but don’t let the iron yard ruin 
them or the dealer. 

+ * * 


WELL, AT LEAST you who 
have waded through this medley 
of words thus far will realize 
that I have gotten a lot of ideas 
and suggestions off my chest for 
a running start on the new year. 
If you’re going to San Francisco, 
you'll get a lot more of a similar 
nature, I'll bet. At least I want 
to say when you get there look 
us up—we'll be at the St. Francis 
and will be glad to see you. 


satisfied customers are money in you!, BANK! 








Lift Uniformity 


Most Garage Hoists Pass 
Institute Tests 


NEW YORK.—Most garage hoists 
now in production meet the require- 
ments of the commercial standard 
program of the Automotive Lift In- 
stitute, 360 Madison Ave., New 


| York, the institute reports. 


Early in 1946, the institute pro- 
posed to the National Bureau of 
Standards the development of a 
commercial standard for such lifts. 
The resulting rules set up voluntary 
minimum standard specifications 
for hydraulic, hydro-pneumatic and 
mechanically operated automotive 
lifts, 

The success of the program led 
the institute to the development of 
a model code suitable for enact- 
ment into legislation or safety or- 
ders by statutory bodies. The code 
is designed to fit into state and mu- 
nicipal regulations governing hoist 
installations, thereby warding off 
special rules which might penalize 
both manufacturers and the users 
of lifts. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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NEW DEALERSHIP STRESSES SERVICE—The rounded corner gives an unusual amount of 





window display to the showroom of Givel-Ball Motors, Inc. (Lincoln-Mercury), 610 Chicago 


Ave., E. Chicago, Ind. 





Auto Swindle Suspect 


Held in Miami Beach 


MIAMI BEACH, Fila.—Thomas A. 
Viveiros, 34, was held by police here 
last week, following complaints 
from several persons that they paid 
out large sums of money for new 
|cars which were never delivered. 
About $4,500 was obtained from 
four persons here, police said. 
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AND Sun Scientific Diagnosis 
Satisfies Service Customers 


sTOP.: the SUN Electric Exhibit while at 


the NADA CONVENTION. 


Viveiros promised cars on the basis 
that a dealer in Massachusetts had 
a surplus supply. A call to Viveiros 
former home in Waltham, Mass., 
police stated, revealed that authori- 
ties there want him for questioning 
in deals involving $7,000 to $8,000. 


McLaughlin Joins LaGrange 


L. H. McLaughlin is the new sales 
manager of the LaGrange Motor 


According to arresting officers, |Co., LaGrange, Ga. 












QoK over the display of suN Scientific 


iagnosis Equipment. 


List EN, the story of suN Scientific Diag- 


nosis—the new approach to bigger shop 


what they really want. 


“Dollars from Diagnosis.” Address: 


6327 Avondale Avenve . 


You have read—and will read much more—about i 4 d 
the sensational improvement in customer satisfaction. ..in ,' 
labor and parts sales...in profits...of shops that sell SUN 
Scientific Diagnosis. Get the facts about SUN's complete rae 
program for operating a Diagnosis Department. Come to— 


SUN ELECTRIC CORPORATION 
BOOTH Nes. 103-7 


Whether or not you attend the NADA show, be sure to 
get your free copy of the interesting and practical booklet, 


SUN ELECTRIC CORPORATION 
Chicago 31, Illinois 


profits through selling customers more of 








(Eprror’s Note: While we try to 


low, the car is probably damaged. If the price is 


Used Car Auction Prices 
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eliminate wrecks from all of these 
listings, occasionally some get by us. So if the oa is abnormally 


abnormally high, 


the car is probably loaded with extras). 


CONCORD 


(Concord (Mass.) Auto Auction, Inc, Sale 
every Friday and ogg Prices are for 
sale of Dec, 24-27 

(Sold 68 units 7 er 126 offerings.) 


ag gs Super sedanette, nn 150, ‘47 
a $1,825. ‘46 RM sedan, 2 at 
4 


.—'48 1%-ton chassis and cab, 
$1,175; SM club coupe, $1,530. "47 FL 
aerosedan, 8M 


sedan, $1,275; 
half-ton pickup, $1, 125. °46 8M sedan, 


$1,150. °42 SM sedan delivery, $550. 
'41 SD sedan, $635, $700. °39 MD sedan, 
$430, $450. 

DODGE—’48 Custom sedan, $2,050. ‘46 

, $1,275. °41 sedan, $750. 

FORD—’49 (8) sedan, $1,800. °'48 (6) 
half-ton panel, $1,530. ‘46 SD sedan, 
$950. ‘'41 coupe, $485; business coupe, 
$550. °37 (85) sedan, $315, $350. ‘36 
conv., $275; sedan, $300. 


OLDSMOBILE—’41 (78) sedan, $425, $505. 
PACKARD—’37 (120) conv., $155. 
PLYMOUTH—'46 SD sedan, $1,200. ‘41 
sedan, $900. °'40 oe coupe, $630. 
’39 sedan, $405. ‘37 sedan, 0. 
PONTIAC’ 48 Torpedo (6) sedan, $2,125. 
‘42 (8) sedan, $950. ‘39 (6) "pusiness 


coupe, $300. 
WILLYS—'46 Jeep, $590. 
— EOUS — °39 LaSalle sedan, 


LOUISVILLE 


(Auto Auction Sales. Sale every Tues- 
Prices are for sale of Dec, 28.) 
(54 cars sold out of 123 offerings.) 
BUICK—’'46 RM sedan, $1,700, $1,650, °'41 
— $880. °40 sedan, $710. °39 sedan, 


$590. 
CHEVROLET—'48 FM sedan, $1,800, $1,- 





650. °47 SM sedan, $1,215, $1,120. ‘42 
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FL aerosedan, $1,045. ‘41 sedan, 
$860, $600. '40 sedan, $750, $685, 
‘39 sedan, $720, $650, $565. 
FORD—'46 SD sedan, $1,120. 
eee. *40 sedan, $600. 
"31 sedan, $395. 
MEROCURY—'49 sedan, $2,525. 
$525. 


OLDSMOBILE—’40 sedan, $540. 

PLYMOUTH—’41 sedan, $535, $300. ‘37 
sedan, $160. 

PONTIAO—’42 sedan, $1,200. 
$625. ‘36 sedan, $150 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale ony Monday. Prices are for sale of 


27.) 

(Market shows 12 cars sold out of 35 

offerings.) 

BUICK—’47 eer sedanette, $1,770. 

CHE VROLET— FM 4-dr., $1,580; FL 
2-dr., $1, .: ic FL 2-dr., $1,200. °42 

MD 2-dr. 


adc 
DODGE—’ 47 Custom 4- dr., ” $1, 625. 
FORD—’47 Deluxe (6) 2-dr., $1,100, 
LINCOLN—’41 (76) conv., $910. 
yee ay ta SD clyb coupe, $1,640; 
WILLYs—’ 48 Jeep (snow plow), $1,250. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. A. L. 
Pollock, manager. Sale every Wednesday. 
Prices are for sale of Dec, 29.) 

(41 cars sold out of 102 offerings. All 

units riced.) 


BUICK—’42 an, $ 

—’ 1,010. °'38 4-dr., $625. 

CHEVROLET—’48 4-dr., $2,010. °47 FL 
4-dr., $1,580, $1,550; 2-dr., $1,700; 1%- 
ton truck, $1,200. '46 half-ton panel, 


$950, 
$670. 
‘41 sedan, 
*39 sedan, $680, 


‘41 sedan, 


*41 sedan, 
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weer SM 2-dr., $1,455. ‘42 FL aero- 
, $910; MD 2-dr., $830, ‘41 2-dr., 
$780. 
CHRYSLER—'47 4-dr., $1,730. ‘37 4-dr., 
$310. 


$1,510, $1,420. °42 


DODGE — '47 4-dr., 
1%-ton 


4-dr., $850. ‘41 4-dr., $625; 
stake, $400. 

’49 club coupe, 2 at $2,000, $1,980 
"48 (8) 4-dr., $1,500; 2-dr., $1,71 , 


"41 coupe, 


LINCOLN—’49 as es. "41 4-dr., 


$700. °39 $455. 

MEROURY—’4 ‘ar. ante. $2,595. °46 
oar $1,505; 4-dr., $1,400; club coupe, 
$1, 

wisi 47 4dr. 1 $810. '41 4-dr., $320. 
PACKARD—’4 , $1,380. 

ere 68 Delene 2-dr., $1,700. °47 
4-dr., $1,510. 42 2-dr., $600. 40 2-dr., 


$410. *39 coupe, $300. 
PONTIAC—’ io X68) 2-dr., $1,245, $1,250, 
$1,320; club oun, 5 $1, 265; 4-dr., $1,440; 


(8) club coupe, $1,200. 
EBAKER —'48 2-dr., $1,760. 47 
4-dr., $1,530. °40 4-dr., $825, $300. 
be eaten Jeepster, $1,400 "46 Jeep, 


INDIANAPOLIS 


(Ken Schaefer’s Auction. Sale every 
Prices are partial listing of 
.) 


» $2,250. 
, $1,560, $1,450. "36 4-dr., $360. 
CADILLAC’ 47 (61) 4-dr., $2, 470. ‘41 
(62) club coupe, $1,375; (60) 4-dr., $1,- 
110. 

CHEVROLET—'48 FL 2-dr., $1,840, $2,- 
005; station wagon, ,900; SM 2-dr., 
$1,550. °'47 FL 2-dr., $1,655, $1,590, $1,- 
545; FM club coupe, $1, 540; 4-dr., ye 540, 
$1,510; SM 2-dr., $1,260; 4-dr. taxi), 

. 46 FM club coupe, $1, 390; 8M 

2-dr., $1, 150; = (taxi), $1,125. °42 

2-dr., 4-dr., $680; station wagon, 

"41 2- ar., $i, 075; club coupe, $875, 

. *40 2-dr., $510. 


‘46 Super 


CROSLEY. $395 

DeSOTO—'48 limousine, $2,250. 

DODGE—’48 4-dr., $1,900; club coupe, 5: - 
895. °46 4-dr., ‘31, 150, °41 4-dr., $625 
coupe, $465. ‘39 2-dr., $300. 


* pid 
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% $25.90 





| PONTIAO—’41 


| BUICK—'49 Super sedan, 


(Compiled by A 


il 


Dec. 


$1,178 


SIT 


Jan. todate) 








FORD—’49 (8) 2-dr., $1,950, $1,860; club 
coupe, $1,875. °48 (8) 2-dr., $1,495, $1,- 
380. °47 club coupe, $1,360; (6) 2-dr., 
$1,140, $1,025; 2-dr. (taxi), $1,010, $955. 
"46 2-dr., $1, 175. °42 coupe, $520; half- 
ton pickup, $510. ‘41 2-dr., $695, $590, 
$550. °40 2-dr., $630; 4-dr., $365. *37 
4-dr., $400; (60) 2-dr., $400, $135. °36 
panei, $110. 

FRAZER—’47 2-dr., $1,080. 

KAISER—’47 4-dr., $1,055. 

LINCOLN—’49 Cosmopolitan 4-dr., $2,640. 
'41 4-dr., $640. 


MERCURY—’49 conv., $2,270; 4-dr., $2,- 


260. °47 conv., $1,500. ‘42 2-dr., $780. 
*40 2-dr., $300. 

NASH—’48 Ambassador 2-dr., $1,700. ‘42 
2-dr., $525. 

OLDSMOBILE—’'47 (98) 4-dr., $1,700. ‘46 
(98) 4-dr., $1,605; (66) 2-dr., $1,325. 
PLYMOUTH — ‘48 2-dr., $1,815, $1,610; 
-dr., $1,740. °47 2-dr., $1,125. °46 4-dr., 
$1,255. °41 club coupe, $650. ‘40 2-dr., 

$500. 

PONTIAC — ’°48 (8) 2-dr., $2,305; 4-dr., 
$2,190; (6) 4-dr., $1,940. °46 station 
wagon, $1,250. ‘41 4-dr., $615; 2-dr., 
$600. 


STUDEBAKER—’48 Commander conv., $1,- 
900. ’47 Commander 4-dr., $1,800; 
ag 2-dr., $1,425, $1,400. ‘40 

$230; @- dr., $150 


| winnie’ 48 station wagon, $1,220; Jeep, 


$750. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 


tion, Sales twice-weekly. Prices are for 

Dec. 23-28.) 
(Market shows 27 cars sold out of 
110 offerings.) 

BUICK—’47 Super sedanet, $2,045; 4-dr., 
1,990. 

CHEVROLET—'48 SM club coupe, $1,830. 


’47 FM club coupe, $1,620; 4-dr., $1,600. 
‘46 SM 2-dr., $1,330; FM 4-dr., $1,370. 
‘41 SD club coupe, $985. 

DODGE—'47 Custom 4-dr., $1,680. ‘46 
Custom 4-dr., $1,520. 

FORD—'47 SD (8) 4-dr., $1,500, $1,485; 
station wagon, $1,500; club coupe, $1,515. 
‘46 SD (8) club coupe, $1,290. ‘41 SD 
club coupe, $850. 


MEROCURY—’47 4-dr., $1,560. ‘46 4-dr., 
$1,390; club coupe, $1,425. 

NASH—’39 Lafayette 4-dr., $470. 

OLDSMOBILE—’47 (98) 4-dr., $1,930. ‘46 


(75) club sedan, $1,615. 

PONTIAC—'47 SL (8) sedan, $1,715. ‘46 
SL (6) sedanet, $1,590. ‘42 (6) sedan, 
$685. °41 (8) club coupe, $870; (6) club 
coupe, $900 


MASON CITY, IA. 


(Lapiner Motor Co. Auction. Sale every 

Wednesday. Prices are for sale of Dec. 29.) 
(69 cars sold out of 134 offerings.) 

BUICK—'49 Special sedan, $2,365, $2,410. 
48 RM sedan, $2,310, $2,405; Super 
sedan, $2,610. °42 sedan, $780. 

CHEVROLET—'48 FL aerosedan, $2,210, 
$2,165, $2,110; 4-dr., $1,955; FL club 
coupe, $2,125; 2-dr., $1,945. '47 FL aero- 
sedan, $1,735, $1,685. ‘46 FM club 
coupe, $1,435. °42 FM 2-dr., $775. 

YSLER—' 


sedan, $2,515. 
’47 Windsor sedan, 
DeSOTO—’ 48 Custom club- coupe, $2,370, 
$2,320, $2,275; sedan, $2,470, $2,445, 
360. 


$2 

DODGE—'48 Custom sedan, $2,285, $2,235. 
‘47 Custom sedan, $1, 430. 46 Custom 
sedan, $1,265. ‘40 sedan, $590. 

FORD—’49 ‘Custom (8) sedan, $2,260, $2,- 
220, $2,195, $2,200, $2, 190; club coupe, 
$2,205, $2,190. °48 Custom (8) sedan, 

$1,585. ‘47 SD 2-dr., $1,280. 

MERCURY '— ‘49 2-dr., $2,580, $2,545; 
4-dr., $2,690, $2,635, $2'600. 

OLDSMOBILE—’48 (78) sedan, $2,380; se- 
danette, $2,320. 

PLYMOUTH—'48 SD sedan, $2,010, $1,975; 
2-dr., $1,830, $1,805. ‘47 SD 2-dr., 
$1,330. 

PONTIAC—'48 SL (8) $2,490; 
sedan, $2,395, $2,335. 


sedanette, 


STUDEBAKER — '47 Commander sedan, 
$1,750. 
MISCELLANEOUS—’48 GMC %-ton pick- 
up, $1,655. 
TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 
day. Prices are for sale of Dec. 30.) 
CHEVROLET—’'48 FM 2-dr., $1,440. ‘47 

FL aerosedan, $1,535. 

DODGE—’46 Custom 4-dr., $1,225. 

FORD—'49 Custom (8) 2-dr., $1,825. 

PLYMOUTH—’'47 Deluxe 4-dr., $1,375. ‘41 
8D 2-dr., $575. 

(8) 4-dr., $775. ‘40 (6) 


2-dr., $600. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Dec. 31.) 
(85 cars sold. out of 196 offerings. Re- 
tall improved.) 
$2,970. °46 RM 


"41 Special sedanette, 
$450. 


CADILLAC—’48 (62) sedan, $3,550. '46 
bg sedan, $2,300; (61) sedanette, $2,- 


CHE VROLET—'48 half-ton pickup, $1,725, 
$1,675; FL 2-dr., $2,000, $1,950. '47 FL 
sedan, $1,610; 8M sedan, $1,200. °46 
SM sedan, $1,120. °40 club coupe, $950. 

CHRYSLER—' Royal sedan, $400. 

DODGE—’48 half-ton pickup, $1,050, "41 
Custom sedan, $400. 

FORD—'49 Custom (8) sedan, $1,970, $1,- 
850; (6) sedan, $1,725. ‘48 half-ton (6) 
pickup, $1,600. °47 sD sedan, $1,480. 


sedanette, $1,510. 


Average Used Car Prices 
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utomotive News) 
Jan. 1949 Dee. Nov. 
Model (to date) 1948 1948 
1948......... $2,002 $2,121 $2,239 
1947... 1,524 1,566 1,697 
i iccasise 1,822 1,361 1,466 
Brides: 835 848 902 
Be biwhscenys 800 805 843 
ne 588 666 730 
Oveal —— —— — 
Average.... $1,178 $1,228 $1,312 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 





"46 half-ton (8) pickup, $950; station 
wagon, $1,440. 
MERCURY—’48 sedan, $1,665. 


OLDSMOBILE—’49 conv., $3,000. ‘38 se- 
dan, $185. 


PACKARD—'48 conv., $1,680. 


PLYMOUTH—'47 SD club coupe, 
"41 Deluxe sedan, $425. 

PONTIAC—'41 (8)' sedanette, $600. 

STUDEBAKER—’49 half-ton pickup, §$1,- 
560; sedan, $2,500. °47 Champion sedan, 
$1,550. ‘37 sedan, $280. 

WILLYS—’48 Jeep, $810. 


Hiter Describes 
Year Ahead as 
Price Challenge 


CHICAGO.—Quality merchandise, 
skillful selling and reduced manu- 
facturing costs are three “musts” 
for industry if 
profits and wages 
alike are to re- 
main at their 
present levels in 
the coming year, 
Frank A, Hiter, 
senior vice-presi- 
dent of Stewart- 
Warner Corp., de- 
clared last week. 

“Value—or qual- 
ity—must be in- 
herent in  prod- 
ucts seeking buyers in 1949. For, 
a well-sold poor product cannot 
compete with a _ well-sold good 
product. The current and increas- 
ing talk about ‘filling pipelines’ can 
be due to discrimination on the 
part of buyers as much as to sur- 
feited demand,” Hiter said. 

“The time is past when price in- 
creases alone can be resorted to to 
provide a crutch for inept manu- 
facturing cost control or a cushion 
to meet increased wage demands,” 
he said. 

As a hedge against need for price 
increases, Hiter said Stewart-War- 
ner is making every effort to 
tighten production cost controls. 

“We, as are all manufacturers,” 
he said, “are faced with constantly 
rising materials costs, a factor 
which is beyond our control. Our 
alternative, then, must be to manu- 
facture better, more economically.” 


$1,540 





Frank A. Hiter 





Registrations Hit 


High in Iowa 


DES MOINES. — Iowa registered 
89,850 more motor vehicles in 1948 
than in 1947 and collected $2,709,400 
more in license fees, the state de- 
partment of public safety reports. 

Registrations for the year totaled 
1,033,060, and registration fees were 
$17,726,643. Registrations set a new 
alltime Iowa record, it being the 
first year the total ever passed the 
million mark. 

Meanwhile, State Treasurer John 
Grimes also reported a new alltime 
high in receipts from the Iowa's 
four-cent per gallon gasoline tax. 





Opaco Completes Plant 
At Quincy, Illinois 
| CHICAGO.—Completion of a new 
plant at Quincy, Ill, devoted ex- 
|clusively to the production of car 
racks, display shelves and utility 
shelving, is announced by Opaco 
Co. here at 624 S. Michigan Ave. 
“By concentrating on a particular 
type of finished product in the 
Quincy plant,” the company spokes- 
man said, “we hope to affect im- 
portant economies in production 
Which will be reflected in our quo- 
tations to customers.” 


Dodge Dealer Opens 
Berrigan Motor Sales, 1225 Bar- 
row St., Houma, La. held open 
house a whole week in celebration 
of its appointment as Dodge deal- 
er. Joseph E. Berrigan is manager. 
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Weaver Dies at 59, 


Scoville at 


Henry Grady (Buck) Weaver, 59, 
director of General Motors cus- 
tomer research since 1933, died 
Jan. 3 of a heart 
attack at his De- 
troit home. Fu- 
neral services 
were held Jan. 6. 

A speaker at 
many dealer con- 
ventions, Mr. 
Weaver was a 
pioneer in  cus- 
tomer research in 
the auto industry. 
He started with 
GM in 1921, when 
he joined the Hyatt Bearings divi- 
sion as market research chief. 

Mr. Weaver published over 100 
. booklets under the general head- 
ing of “Thought Starters” for 
distribution to dealers. He was 
the author of the book, “Main- 
spring—The Story of Human 





Henry G. Weaver 


Progress and How Not to Pre- | 


vent It.” 

He is credited with originating | 
the illustrated questionnaire. Dur- 
ing the past 14 years the GM cus- | 
tomer research staff sent over 30,- | 
000,000 questionnaires to purchas- 
ers of the corporation’s products. | 

Born in Eatonton, Ga., on Dec. | 
24, 1889, Mr. Weaver was grad. 
uated from Georgia Tech in 1911, | 
receiving the degree of bachelor of 
science in mechanical engineering. 
Upon leaving school, he ran a ga- 
rage for one year in his home 
town, then moved to Detroit and 
worked on the assembly lines. 

Later he moved to Kokomo, Ind., | 
to take a job in the engineering 
department of the Haynes Auto- 
mobile Co., following which he 
managed the St. Louis distributor- 
ship for the Haynes product. 

In 1918 he entered the employ of 
the Tractor division of Hyatt Roll- | 
er Bearing Co. at Chicago, where 
he was engaged in field research 
work which brought him into per- 
sonal contact with farmers and 
implement dealers. 

His fact-finding activities in 
that field came to the attention 
of Hyatt’s chief executive, Alfred 
P. Sloan jr., and formed the foun- 
dation of Mr. Weaver's later as- 
sociation with General Motors. 

In 1925 Mr. Weaver was hon- 
ored with the Harvard award for 
advertising research—accompanied 
by a $2,000 cash prize. 

During the war he served as 
chief historian of General Motors 
wartime production activities. 


Samuel Thornton Dies; 


Veteran Auto Dealer 

PHILADELPHIA. — Samuel S. 
Thornton, 83, a founder of Thorn- | 
ton-Fuller Automobile Co. here, died 
Dec. 26 in his Haversford home. In | 
1907, with Lawrence C. Fuller, Mr. 
Thornton founded the company that 
bears their names. 

He also served for many years as 
a director of the Philadelphia Auto- 
mobile Trade Assn. and was a mem.- | 
ber of the group responsible for es- | 
tablishing Philadelphia’s first auto- | 
mobile show. Mr. Thornton retired 
in 1935. 


* * * 


A. Stanley Little 
NEW LONDON, N. H. (UTPS)—A. Stan- 
ley Little, 60, who had been a dealer here 
for several makes of automobiles since 
1922, died in New London hospital after a 
long illness. Mr. Little also served as man- 
ager of the local exchange of the Kearsage 
Telephone Co. and as vice-president of the 

First National Bank of Newport. 

a * + 


John G. Queirolo 
ROME, N. Y.—John G. Queirolo, 47, pro- 
prietor here of Copper City Motors (Pon 
tiac), died Dec. 29 after a long illness. He 
was a member of the Rome Automobile 
Dealers Assn 
* * - 
Elmer E. Wild 
KANSAS CITY.—Elmer E. Wild, 63, pro- 
motion manager for Dart Truck Co., died 
at his home in Mission, Kans., after an 
illness of three weeks, Mr. Wild was for- | 
merly branch manager for Liquid Carbonic 
Corp. in Los Angeles and later joined the 
Columbian Steel Tank Co. as general man- 
ager and remained with them for 20 years. 
He joined the Dart company in 1938. 


Miller Promoted 


Charleston Motors, Inc. (Lincoln- | 
Mercury), Charleston, W. Va., has 
announced the appointment of 
David FP. Miller as service man-| 
ager. 





68 


John W. Scoville, 68, who died 
last week in an Anniston (Ala.) 
hospital while driving to Florida, 
believed so fer- 
vently in free en- 
terprise that he 
at times shocked 
the free enter- 
prisers. Services 
were held in De- 
troit. 

When Mr. Sco- 
ville referred to 
free enterprise, 
he meant exactly 
and completely 
“free 

His jousts with exponents of 
governmental control and of union- 
ism sparked many a public furor 
while he was chief economist for 
Chrysler Corp. 

Mr. Scoville’s appearance and 
nature were in marked contrast 


John W. Scoville 
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with the words he wrote and 


| said. The words, often misunder- 


stood, gave the impression that 
a cold, hard man lay behind 
them. 

Yet Mr. Scoville was a kindly, 
friendly man, with a shock of gray 
hair that was always getting in 
his eyes, and clothes that were 
rarely pressed, for all of his rep- 
uted wealth. 

Long remembered and widely 


misinterpreted were some of his|, 


remarks, like this one: 

“If people living in slums don’t 
like them, let them move out.” 

This was taken by many as & 
cold classic from _ indifferent 
wealth, yet Mr. Scoville’s mean- 
ing is clear: Under a free enter- 
prise system, people are not con- 
demned to slums; they have an 
opportunity to work their way 
out of them. 


Mr. Scoville retired from his post 
at Chrysler in 1945 to allow himself 
a wider scope as a spokesman for 
free enterprise. He opened an of- 
fice in Detroit’s Penobscot Bldg., 
from which he sent out his logical 
communications through whatever 
public channels he could find open. 

In connection with the recent 
Macy committee investigation of 
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Seahlaee building. 
auto trade practices, Mr. Scoville 
commented: 

“The House committee, not the 
auto dealers, need to be investi- 
gated for this committee is oper- 
ating a black market in economic 
principles.” 

Mr. Scoville was loudly as- 
sailed by union leaders for his 
views on labor, yet he had as 
much trouble with management 
as he did with unions. He re- 
fused to play politics for anyone. 

Mr. Scoville came to Chrysler 
“for six months” in the early ’20s, 
and stayed for something like 25 
years. Before that he had taught 


Bock of Bock Motor Co. (Ford), New Braunfels, Tex., 


ao CONSTRUCTION—Favorable comment from all over the state is reported by 


regarding his firm's new 12,000,- 


school in New York City and Syra- 
cuse. 

Mr. Scoville had suffered from 
insomnia and an asthmatic condi- 
tion for years. His heart was weak- 
ened by a trying summer in Eu- 
rope, where medicine to relieve his 
asthmatic condition was scarce. 

—Bos Finiay 


Daniel Buick Opens 
At Temple, Tex. 


The opening of Daniel Buick Co., 
Temple, Tex., has been announced 
by owner F. H. Daniel. 

Daniel was formerly office man- 
ager of Buick’s Dallas zone. 


ARO 


UNDERBODY COATER 


Brings you BIG PROFITS! 






CASH IN NOW - 


EVERY CAR NEEDS THIS SERVICE! 
New cars—old cars—ai// cars need protective undercoating— 
and that’s a whale of a big market for every automotive shop! Easy 
to sell this profitable service with its many advantages to car owners 
—improves riding comfort by sealing out drafts and fumes... 
sound of road and engine noises... 
@ underbody rust and corrosion. 


deadens 


lengthens car life by preventing 


Equip right with A R Oo = = w This new ARO Underbody 
Coater does a speedy, efficient job! A complete outfit—ready to place on your drum 
of coating material and hook up to your air line. 
cover type pumping unit, hose for air and material, and a trigger-operated spray 
The powerful pumping unit develops working pressure of four times air 
operates at peak efficiency on minimum of air... 
trigger operated... 


Includes an air-powered drum 


reduces spray- 


Write for Catalog 


THE ARO EQUIPMENT CORP., BRYAN, OHIO 149 
Send us your catalog 1175 with complete informa- 


tion on Aro Underbody Coaters. 
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Cleveland Assn. Plans 
Reg. W Protest 


Cleveland’s used car dealers are 
planning to fight for modification 
of Regulation W. 

Sam Greenfield, president of the 
Cleveland Used Car Dealers Assn., 
announced he will appoint a com- 
mittee to confer with President 
Ray M. Gidney of the Federal Re- 
serve Bank in an effort to focus 
Washington attention on the hard- 
ships invoked by the present regu- 
lation. Names of the committee 
members will be made public soon. 

« . + 


Indianapolis Blames 
Reg. W for Slump 


INDIANAPOLIS.—Used-car deal- 
ers here reported that Regulation 
W has “knocked the socks off” the 
business. Late model '48s and ‘49s 
are collecting snow and ice on 
every lot because buyers cannot 
handle the terms required, under 





the regulation, dealers pointed out. 

Special sales, lower prices and 
‘come-on’ gifts have failed to stir 
the public into a buying mood, it 
was added. Moreover, prices have 
continued to fall steadily during 
the past 60 days, dealers declared. 


* * * 


25 Pct. of Decline in Sales 


Traced to Regulation W 


PHILADELPHIA. — Used - car 
dealers here have suffered the re- 
sults of a “seasonal decline” in 
prices and volume but it is noth- 
ing like the “virtual collapse” re- 
ported by Cleveland dealers, ac- 
cording to Cyrus Gorson, president 
of the Philadelphia Used Car Deal- 
ers Assn. 

Gorson believes that the Cleve- 
land dealers’ claim of a 75 percent 
decline in sales is exaggerated and 
has placed his own association on 
record as favoring relaxation of 
Regulation W to permit 24 months. 
The regulation, he believes, ac- 
counts for no greater than 25 per- 
cent of the drop in used-car sales. 


a 


SNAP-ON tools do a big 
share in helping us do the job right the first time. We have 
no ‘“‘come-back” troubles here!” Ed Lehner knows Snap-on tools... 
he’s been using them for many years. And like most Service 
Superintendents, he knows from experience that a good set of Snap-@n’s 
encourages speed, safety and fine workmanship. He knows, too, that every 
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SEEN FROM ALL ANGLES—An unusual revolving truck display device, feature of the 


new separate truck establishment of Russ Dawson, Inc. (Ford), Vernor highway and Park 
Ave., Detroit, exhibits five new Ford truck models. 





Truck Rental Deal Sold 
In San Francisco 


Transportation Lease Co., an affi- 
liate of S. & C. Motors, San Fran- 
cisco Ford dealership, has pur- 
chased the San Francisco opera- 
tion of California Truck Rental Co., 
a member of the national truck 
leasing system. Announcement of 
the purchase was made by Al 


call from the Snap-on man helps keep tool kits up to par and provides an 
opportunity for every mechanic to own the right tool for every job. 


Snap-on’s direct-to-user tool service is available everywhere through 40 direct 


factory branch~s and almost 800 trained field representatives. 


SNAP-ON 
8082-A 28th Ave. 


INTERNATIONAL DIVISION, KENOSHA, WIS., U.S.A. 
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Schlesinger, president of S. & C. 
The deal involves the acquisition 


of all vehicle and truck lease serv- 
ice agreements with 19 leading 
business firms in San Francisco. 
Transportation Lease Co. will 
maintain administrative and serv- 
ice facilities to handle the in- 
creased business at the new S. & 
C. Motors truck and fleet head- 
quarters, located at 811 Third St. 
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Aid-to-Learning 
Literature Is 


Listed by GM 


DETROIT.—As a compact and 
readily available means of answer- 
ing the hundreds of thousands of 
requests from colleges, schools and 
trade schools each year for educa- 
tional aids, General Motors Cor 
has brought out a book, “Aids to 
Education,” which catalogs all of 
the material that can be had from 
all GM divisions, 

The catalog distributed by Allen 
Orth, department of public rela- 
tions, covers not only booklets, wall 
charts, slide films and movies avail- 
able on economic and _ technical 
subjects that have been issued by 
the corporation and its divisions, 
but also covers all of the industrial 
manuals and unit assemblies that 
are available to educational insti- 
tutions under certain conditions. 

It is believed that this is the first 
time that such a catalog of educa- 
tional matter has ever been pro- 
duced in the automotive industry. 
It is also believed that the catalog 
will be of great service to the vari- 
ous divisions of the corporation in 
knowing what they and the other 
divisions have available. 

Included in the listing are litera- 
ture and products from Buick, 
Cadillac, Chevrolet, Oldsmobile and 
Pontiac in the passenger car field, 
Chevrolet and General Motors 
Truck in the truck field, Delco 
Remy in the automotive electrical 
field, Detroit Diesel on engines and 
Frigidaire in the household utility 
and commercial refrigeration field. 


Bus Firm Brings 


$5 Million in Sale 


ALEXANDRIA, La.—In what 
was described as “about a $5,000,- 
000 deal,” purchase of the stock 
of Southern Bus Lines, Inc., by a 
local firm chartered as the Bus 
Investors Corp. is announced by 
Morgan W. Walker, president of 
the company. 

Walker disclosed that the new 
company had made a contract to 
sell Southern Bus Lines capital 
stock to the Trans-Continental Bus 
System and that approval of the 
transaction would be sought from 
the Interstate Commerce Commis- 
sion. Southern Bus Lines, Inc., was 
owned by Continental Motor Coach 
Lines, Inc., which is owned by the 
Beneficial Industrial Loan Corp., 
an affiliate of the Personal Finance 
Co. of Wilmington, Del. 


Right Number 


License Tag Can Win 


Free Lube Job 


MANHATTAN, Kans. — “If your 
license number is 30-325, drive in 
today for a complete Lincoln-Mer- 
cury lubrication job, free of charge! 
We want to get acquainted with 
you!” 

This statement appeared here in 
the local paper in an advertisement 
by Rooney-Simpson Motors, Inc., 
123-125 Poyntz Ave. 

The firm not only ran the adver- 
tisement once, but several times— 
with a different automobile license 
number each time. And each owner 
had the pleasure of receiving a free 
lubrication job for his car. 

The remainder of the advertise- 
ment was good, too: 

“Those Pearly Gates! — always 
seem a little nearer when you need 
your brakes in a hurry and they 
just aren’t there. Don’t be always 
a step ahead of the grim reaper— 
when a complete Lincoln-Mercury 
brake job will keep you solidly 
attached to this mortal sphere. 
‘Don’t Let Death Take Your Holi- 


day’. 


St. Louis Chevrolet Dealers 


Elect Rasmussen President 


W. J. Rasmussen, president of 
Big Four Chevrolet Co., has been 
elected president of the Chevrolet 
Dealers of Greater St. Louis for 
this year. 

Other officers who will serve with 
Rasmussen are Fred C. Meyer, 
vice-president; W. R. Willis, secre- 
tary, and Hugh Roberts. Elected to 
the board of directors for two-year 
terms were Rasmussen, Roberts 
and Morris Epstein. 
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P-omising Opportunities in Castings .. . 


The Record on Aluminum in Autos 


(Continued from Page 40) 


and fabricating techniques. As a 
result, automotive manufacturers 
began to use larger and larger 
quantities of the metal. By 1929 
large tonnages of aluminum sheet 
were being used for bodies. A great 
deal of hand labor entered into the 
bodies of those days, and aluminum 
sheets were much easier to handle 
and fabricate in this manner than 
steel sheets. 


oo the early 1920’s alumi- 
num pistons and crankcases 
began to grow in importance, par- 
ticularly the latter, and in 1922 and 
1923 about half the aluminum ton- 
nage used by the industry took the 
form of crankcases. In fact, it was 
during those years that the automo- 
tive industry reached its peak im- 
portance as an aluminum market, 
accounting for more than half of 
the aluminum tonnage sold. 

After 1923 several factors caused 
a sharp decline in the demand for 
aluminum by the automobile indus- 
try. Manufacturers began to build 
cheaper cars so as to reach lower- 
income levels, which tended toward 
the displacement of the more ex- 
pensive materials with cheaper ones, 
About this time uniform, continu- 
ously annealed steel sheet having 
good deep-drawing characteristics 
was developed. This, together with 
the accompanying rapid strides in 
steel fabricating techniques, rapidly 
displaced aluminum sheet from au- 
tomotive bodies, with huge press- 
formed components being automati- 
cally welded together to form the 
complete body units. By 1924, alu- 
minum crankcases also began to 
disappear, as manufacturers began 
to produce cylinder blocks and 
crankcases as integral cast-iron 
units. 

The trend away from alumi- 
num, however, did not extend to 
pistons, as the great superiority 
of the lighter metal for this part 
more than justified its higher cost. 
The demand for aluminum pistons 
grew from 2% millions in 1924 to 
more than 20 millions in 1928, 
and, except for the recent war 
years, has continued to the pres- 
ent time. Forged aluminum con- 
necting rods were introduced in 
1922 and also were used on a large 
scale. During 1933-34 aluminum 
cylinder heads were first used in 
volume, 

Much of the aluminum used for 
cast parts by the automobile indus- 
try has been so-called secondary 
metal. Following the increase in 
price of secondary ingot in 1937, the 
use of aluminum castings by the 
industry decreased substantially. Al- 
though one major producer still 
used some 40 pounds of aluminum 
per car in 1938, the average amount 
used in prewar years was small, the 
metal being confined largely to en- 
gine parts where its light weight 
and high thermal conductivity out- 
weighed its cost disadvantage. 

* * * 


WEN automobile production was 
resumed after World War II 
aluminum returned to its prewar 
uses: pistons, cylinder heads, hy- | 
draulic-brake pistons, timing gears, | 
clutch housings, oil-pump bodies 
and carburetor parts. The piston is 
by far the most important single 
aluminum part, being used in all 
but two cars, 

While the foregoing historical 
facts apply specifically to passenger 
cars, they apply very largely also to | 
the smaller commercial vehicles. As | 
pointed out in the beginning, how- | 
ever, customer demands have led to 
extensive use of aluminum in the 
larger units, and this use is increas- 
ing. 

In addition to large quantities 
of the metal being used in bodies, 
substantial amounts also are be- 
ing employed in the engines for 
such parts as pistons, cylinder | 
heads, valve-chamber covers and 
timing gears. Aluminum bear- 
ings, introduced in heavy-duty en- | 
gines a few years ago, are finding | 
increasing use. 

Aluminum torque converters, in- | 
troduced in 1947, are appearing in| 
increasing numbers in trucks and | 
buses. Some of these units utilize 
cast components and some furnace- 








brazed composite elements made up 
of forged, cast and wrought parts. 

One of the newer uses of alumi- 
num that is achieving widespread 
acceptance is in truck and bus 
wheels. Lightweight heavy-duty 
aluminum axles represent another 
growing application. One manufac- 
turer offers a standard axle assem- 
bly with aluminum housing, hubs 
and brake shoes which is 220 pounds 
lighter than a comparable unit of 
heavier metal. 

Lightweight buses are being used 
in larger numbers than ever before. 
In addition to large quantities of 
aluminum being used in the bodies, 
the metal is being used also for 
bumpers, heaters, seats, window 
frames, lighting fixtures, stanchions, 


door fixtures and other miscella- 
neous parts. 
+ * > 
PRACTICALLY all passenger-car 
manufacturers have carried on 
intensive investigations into the use 
of aluminum to replace iron and 
steel parts. These programs have 
been stimulated partly by the scar- 
city of ferrous metals, and partly 
because of a definite interest in 
weight reduction. Some manufac- 
turers have adopted a few alumi- 
num parts solely to stretch their 
available supplies of iron and steel 
over a larger number of cars. Some 
of these applications probably will 
continue after iron and steel no 
longer are on the short-supply list. 
A number of new aluminum parts 
have already been adopted for use 





Through these double-paned windows you may ob- 


serve one of the most vital functions in the design 


and production of Muskegon piston rings—experi- 


mental testing. 


Here, in the dynamometer section, on the very 


latest equipment installed in sound-proof, vibration- 


“It is Muskegon's firmly established policy to sell exclusively to 
manufacturers (1) for installation as original equipment and 
(2) for resale for service purposes.” 
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on current models; others are sched- 
uled for later use. Among those 
fabricated from sheet are: tops for 
Jeeps; running boards; headlamp 
housings; hood air deflectors; front 
fender braces and air deflectors; 
radiator shields; cowl vent covers; 
floor board panels; foot-rest panels; 
grill-to-radiator shield; rear stone 
deflectors; air intake pipes and 
ducts; heater housings and parts; 
air-cleaner parts; floor and body 
braces; voltage-regulator covers, 
and gas tanks. 

Among additional parts under 
consideration that would be 
formed from sheet are: front- 
fender stone deflectors; front- 
fender extension; front-fender 
apron; glove-compartment doors; 
window moldings; tail-light as- 
semblies; rear decks; hoods; 
doors; headlight reflectors, and 
instrument panels. 

A few of the possible future ap- 
plications of aluminum extrusions 
are: seat tracks; bumpers; accel- 


for piston rings . 








INTAKE MANIFOLDS—This is another ap- 
plication of aluminum which aluminum com- 
panies believe will spread because of advan- 
tages. Among them, it is said, are improved 
engine performance and smoothness. High 
heat conductivity is said to result in better 
transfer of heat to air-gasoline mix with bet- 
ter fuel vaporization. udson is listed as a 
user among passenger cars, while wide use is 
reported on aircraft engines and growing use 
on buses and trucks. 


> + s 

erator pedals; hand-brake levers; 
door-latch assemblies; door han- 
dies; hood-latch assemblies, and 
roof bows for convertibles. 

Windshield frames, intake mani- 
folds and torque converters are 

(Continued on Page 54, Col. 4) 





proof rooms, Muskegon rings undergo relentless 


torture to prove their worth. Later, in actual road 


tests in many types of vehicles, they must again 


prove themselves. 


Facilities for experimental testing are but one 


of the rich resources, in both men and equipment, 


that stand behind Muskegon’s unique policy. 





“THE ENGINE BUILDERS’ SOURCE” 
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Warn Mechanics 
On Plugging 
L-M Axle Valve 


Well-meaning mechanics or gas- 
station attendants who plug up the 
relief hole in the axle of a 1949 Lin- 
coln or Mercury are doing more 
harm than good, according to a late 
issue of the Chek-Chart bulletin, 
which warns that such action will 
cause grease to get on brake 
linings. 

The hole in question is 7/64 inch 
in diameter and is at the left end 
of the axle, at a point about two 
inches inwards from the spring 
hanger on Lincolns and about four 
inches in on Mercury models. 

Purpose of the hole is to allow 
expanding air to escape from the 
axle on long, fast runs. By allow- 
ing the air to escape, it avoids 
building up pressure which would 
otherwise force the lubricant past 
the grease seals and into the brakes. 


Mechanics are warned not to plug 
off this hole in the event that they 












FOUR-PAGE SECTION HERALDS OPENING—The ready-for-business day of East Point 
Chevrolet Co. in East Point, Ga., was announced with ads and news stories in the Atlanta 


Constitution. 


A. M. Costley, president of the dealership, states: 
30,000 feet under roof, 25,000 of which is devoted to parts and service. 


“We have approximate! 
The remaining 5, 


is comeaee of two salesrooms, one for passenger cars and the other exclusively for trucks. 
This building also contains our air-conditioned offices." 


notice grease issuing from the 
opening. The hole also serves as a 
relief opening when too much lu- 
bricant has been added to the rear 
axle. 

The same instructions apply to 
the Mercury and Monarch cars in 
Canada, according to Chek-Chart. 








finished! 


1. Set the tool for the depth of the ridge from the cylinder top. 
2. Turn the tool with a ratchet wrench a few times — the ridge is gone. 


Reamer feed is automatic. It automatically stops cutting when the 
ridge has been cut flush with the cylinder wall. That's all there is to it! 


REMOVES THIS RIDGE — QUIETS MOTOR CLICKS ° 
By removing the ring ridge, the 


Ferguson Dealer Opens 


Open house was held Dec. 11 by 
Soo Implement Co. (Ferguson), 
Herington, Kans. Free coffee and 
doughnuts were served all day to 
visitors. The firm held demonstra- 
tions of the Ferguson tractor and 
other equipment. 


USE A WATERBURY-HALL 
RING RIDGE REAMER... 


A Waterbury-Hall Ring Ridge Reamer makes ridge removal easy. You 
can remove any ridge up to 2” in depth in a matter of seconds — saving 
valuable time for the rest of the job. Two quick, easy steps and you're 


Castings Most Promising .. . 


Aluminum 


SERVICE SECTION 





in Autos 


Record Is Given 


(Continued from Page 53) 


among the new parts for passenger 
cars produced as castings. Some of 
the casting applications seriously 
being investigated are clutch hous- 
ings and hand-hold covers. 


Although the use of aluminum 
bodies on trucks and buses is ex- 
panding, particularly on the larger 
units as already indicated, there is 
no immediate likelihood of a return 
to aluminum bodies on passenger 
cars. Steel has a 2%-to-1 price ad- 
vantage over aluminum in this 
application, which is too high a dif- 
ferential for aluminum’s weight 
advantage to overcome under pres- 
ent conditions. In addition, fabri- 
cating techniques have been highly 
developed for steel sheet. 

* * * 
HERE ARE a number of parts 
that can now be fabricated ad- 
vantageously from aluminum sheet 










and extrusions. For example, alu- 
minum running boards have been 
shown to be less expensive than 
rubber-covered steel; a headlight 
housing in bare aluminum proved 
no more costly than an expensively 
finished steel one; an aluminum ex- 
trusion, cut to short lengths, is 
cheaper than the cast-iron part it 
replaced; reduction in weight of an 
air cleaner, through the use of alu- 
minum, has an important influence 
on the mounting of the carburetor 
to which it is attached. 

For some parts that must be 
handled manually, the higher 
price of aluminum might well be 
justified by its lighter weight. 
Large coach doors and heavy 
trunk lids are good examples of 
such parts. A typical door weigh- 
ing 101 pounds in steel weighs 
only 66 pounds in aluminum. A 
steel trunk lid requiring 26 pounds 
of effort to lift requires only 16 
pounds when made of aluminum. 

The producers of aluminum have 
brought out sheets especially adapt- 
ed to deep-drawing operations for 
these and other similar applications. 
Some of these parts can be made on 
the same presses and with the same 
dies that are used for fabricating 
steel parts. Because of the different 
drawing characteristics, however, 
best results and greatest economy 
are achieved by utilizing fabricating 
procedures especially adapted to the 
lighter metal. 

Likewise, the welding character- 
istics of aluminum are different 
from those of steel, primarily be- 
cause of the higher thermal and 
electrical conductivity of the lighter 
metal, and secondarily because of 


| its different surface characteristics. 


However, procedures have been de- 


| veloped whereby aluminum parts 


can be successfully welded on a 
production basis by most of the 
common welding methods. 
Alumin im extrusions can be made 
in almos’ any desired cross-section. 
All that is needed is a die of the 


| desired shape. 


CAstEvas represent the form in 


which by far the greatest oppor- 
tunities exist at present for success- 
ful applications of aluminum in the 
automotive field. It is in cast parts 
where weight concentrations, and 
possible weight savings, are the 
greatest. With the greatly expanded 
and vastly improved production fa- 
cilities provided to meet wartime 
demands, and with the advance- 
ments in production procedures 


upper ring rides smoothly and 
quietly. Doing the job with a 
Waterbury-Hall Ring Ridge 
Reamer prevents chatter, 
gouge and cutting marks in the 
cylinder wall—keeps chips and 
cuttings out of the cylinder, off 
the piston. 


brought out during the war years, 
the aluminum foundry industry is 
prepared to produce castings for a 
wider variety of purposes than ever 
before. Furthermore, recent ad- 
| vances in aluminum casting alloys 
have greatly extended their sphere 
of usefulness. 

Three principal methods are 
employed in the manufacture of 
aluminum castings—sand, perma- 
nent mold (including semi-per- 
manent mold), and die. The latter 
two are mass-production methods 
and therefore are best adapted 
for automotive castings, although 
sand casting is applicable to high 
production rates on certain types 
of parts. 

Permanent-mold castings have 
higher strength and smoother sur- 
faces than sand castings and can be 
made to closer dimensional toler- 
ances; therefore they require less 
machining and finishing. Die cast- 
ings have still smoother surfaces 
and still closer dimensional toler- 
ances; hence they require very little 
finishing and machining. 

Because of aluminum’s ability to 
take a high polish and its nonrust- 
ing characteristics, many parts that 
require costly finishing procedures 
when made of iron.or steel do not 
require such finishes when made of 
aluminum, This is true of both cast 
and wrought parts. 

* * os 
“ MANY respects the design of a 
casting for aluminum alloys is 
similar to that required for other 
metals. Special consideration, how- 
ever, must be given to certain de- 
sign factors if best results are to be 
(Continued on Page 55, Col. 3) cc 
















ADD THIS MONEY-MAKER TO YOUR SHOP 


The Waterbury-Simplicity Portable Crankshaft Grinder lets you work 
from the top — in the block. Grinds all crankshaft throws on in-line 
engines. Reaches all cylinders with equal ease. Handles crank pins up 
to 24" diameter and 156” width. Cuts down on set-up time, adjustment 
time and operation time. Let us tell you about this time-saving,money- 
making tool. 


SEE YOUR JOBBER OR WRITE WATERBURY DIRECT 
FOR COMPLETE INFORMATION 














WATERBURY TOOL 
Division of Vickers, Incorporated 


813 East Aurora Street, Waterbury 91, Connecticut, U. S. A. 


Manufacturers of Waterbury-Simplicity Engine Rebuilding Equipment 
Also Waterbury-HALL Valve Equipment and Production Grinding Machines 


THE LINE OF LEAST RESISTANCE 
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SERVICE SECTION 


Studebaker for ‘49 . 


NEW METALLIC SHADES—Commanding a large share of the spotlight amon 
senger car models announced by Studebaker for 1949 is this Champion convertible. Engine 
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new pas- 


performance has been ~——— up in all Champion models and tire size has been increased 


to 6.40x15. Convertibles 
(See story on page one). 


ave leather cushions and seat backs, with leatherette side-trim. 





REFURBISHED ON THE INSIDE—Wide use of alligator leatherette sot, gs ares up- 
to @ new pattern, combine to provide new interior appointments in ude- 


baker 


ind Cruiser. Other Studebaker models also feature two-tone Solahaaes combinations. 





SUNLIGHT AND Ae yt SPECIAL—The 1949 Sedan as mone five-passenger 


coupe is hallmarked by the 


80-degree rear window. Among th 
new interior upholstery alien two-tone contrasts betw 


lel's advances is a 
etween i: "epholebery and the side 


walls and ene a panels and window reveals, as well as aaatee wheels, 
a 


are col 
stepped up throug 
lift and intake manifold. 


th the new upholstery. Champion engine performance 
h the adoption of a new carburetor and slight changes in the vaive 


s been 





EXPANSION INSIDE REAR END—Increased luggage space in all 1949 Studebaker models 


has been announced by the company as among a long 


list of improvements in its passenger 


cars. Six suit cases can be fitted into the trunk without difficulty due to the new vertical 
mounting of the spare tire and wheel. Extra space is available at the right of the tire for 


small packages. 


‘Overseas Day’ 


To Be Annual Event, 
Auto-Lite Says 


NEW YORK.—Special “overseas 
days” for foreign Auto-Lite dis- 
tributors will be an annual affair 
from now on, it was announced 
here by the Electric Auto-Lite Co. 


R. C. Thompson, manager of 
Auto-Lite’s export division, said re- 
sults were so gratifying from the 
first “overseas day” held here last 
month “it is planned that all our 
distributors from overseas will be 
invited to a similar day of business 
conferences next year, and every 
year thereafter.” 

He said representatives from 16 
countries attended the initial meet- 


The massive new wrap-around bumpers represent a complete redesign. 


ing. The meetings 
breakfast conferences and contin- 
ued throughout the day. 

Senior officials present from 
Auto-Lite were Royce G. Martin, 
president and board chairman; D. 


H. Kelly, executive vice-president; | 


Robert Twells, vice-president in 
charge of spark plug division; C. 
H. Munson, assistant to the vice- 
president in charge of the battery 
division, and P. S. Roberts, export 
service manager. 


Chief speakers were George Qui- | 


senberry, editor and publisher of 
the overseas edition of American 
Automobile magazine, and W. S. 
Honneus, advertising manager of 
Time International. John E. Far- 
rand of Auto-Lite’s export division 
acted as moderator during the bus- 
iness meetings. 


began with | 





Castings Most Promising. . . 
Aluminum in Autos 


Record Is Given 


(Continued from Page 54) 


obtained. Close cooperation between 
the user, the design engineer, the 
pattern or mold maker, the metal- 
lurgist and the foundryman is nec- 
essary if the full potentialities of 
aluminum alloys are to be realized 
in the finished castings. 

Perhaps the engines offer the 
most fruitful opportunities for the 
use of aluminum castings in the 
automotive field. Aluminum cylin- 
der heads offer a simple means of 
boosting engine output through the 
use of higher compression ratios 
and higher-octane fuels. They have 
higher rates of cooling than cast- 
iron heads, because of the higher 
thermal conductivity of the metal 
itself, and because the smoother 
surfaces of the cooling-water pas- 
sages permit a freer flow. Further- 
more, the high cooling capacity of 
aluminum heads is maintained 
throughout their life, as no rust is 
formed to clog these passages. 


Other engine castings offer fur- 
ther possibilities for increasing 
output and at the same time sav- 
ing weight. In fact, tests already 
made on aluminum engines show 
about 10 percent greater power 
than comparable cast-iron en- 
gines. 

Applications of this nature already 
are being seen in large truck and 
bus units. High-speed compact Die- 
sel engines are meeting the needs 
of large fleet operators who are de- 
manding power plants of upwards 
of 300 horsepower and at the same 


time insisting on minimum weight. 
The war stimulated development of 
power units of this type and the 
trend is to use more and more alu- 
minum in order to reduce their 
weight-per-horsepower ratio. In 
these engines aluminum is being 
used for pistons, cylinder heads, 
cylinder blocks, crankcases, gear 
covers, flywheel housings, super- 
chargers, connecting rods, crankpin 
boxes, frames, bearings, and a great 
many smaller parts. 

Unsprung parts, such as axle 
housings, wheels and brake drums, 
offer additional opportunities for 
the effective use of aluminum cast- 
ings. The use of such parts in 
trucks and buses already has been 
mentioned, where the prime object 
is the saving of weight. In passen- 
ger cars, the use of aluminum in 
such parts would also promote bet- 
ter riding qualities, and, therefore, 
a somewhat higher cost could be 
justified from that point of view. 
Furthermore, the reduction of un- 
sprung weight reduces tire wear. 


Asci Buys Out Roberts 
At Pittsfield, Mass. 


Frank R. Roberts, who has held 
the Packard dealership in Pitts- 
field, Mass., since 1944, has sold his 
business to Peter Asci, who will 
continue to operate it at 39 Second 
St. He plans to erect a new build- 
ing at a later date on East St. 


Select May 23-26 
For Mid-Atlantic 
Region Auto Show 


PHILADELPHIA.—Dates select- 
ed for the Middle Atlantic regional 
automotive show are May 23-26, 
it was announced here by George 
B. Shearer jr., president. 

The show will be held in the ex- 
hibition hall of the Commercial 
museum. Officials estimate the at- 
tendance will be greater than 20,- 
000 for this first automotive show 
here in 10 years. 

Shearer said that upwards of 
40,000 square feet of booth space is 
available for display purposes. 

He said that the morning hours 
of the show will be devoted to job- 
ber sales clinics. 


Nothing to Store 
So Car Warehouse Site 
Is Offered for Sale 


OKLAHOMA CITY.—Expectation 
that the shortage of automobiles 
will last for a long time motivates 
an advertisement being run here 
by the Automobile Dealers Ware- 
house Assn. 


The ad offers for sale 40 acres 
of land which the association pur- 
chased two years ago for the pur- 
pose of constructing a _ storage 
warehouse in the belief “that great 
production of motor cars was im- 
minent.” 

The group is offering the prop- 
erty for sale, the ad says, because 
“it now appears that the shortage 
will last for a long time.” 

The association is composed of 
20 local automobile dealers. 


Boost Customer Good-Will 


and Your Repair Profits! 


% Finest Materials 
% Precision Made 
%* Rigidly Inspected 


The National Line of Quality Au- 
tomotive Parts are the products 
of sound engineering and pre- 
cision manufacturing . tested 
and proven to the satisfaction of 
over a million car owners. They 
are rigidly inspected and guar- 
anteed to be of finest quality 
materials and workmanship. 


with 
tHE WVationa™ wine 


Of Quality Automotive Parts 


They Will Enable You to Restore 





Your Better Used Cars to 


Their Original Operating Condition at Much Lower Cost. 


Wholesalers, distributors, dealers and garage men, here is a liberal profit, 
quick-turnover line in ever growing demand... 
enlarged advertising program. Exclusive features of National Parts & 
Assemblies eliminate costly major repairs. During 1949 millions more 
cars and trucks can be economically repaired and kept in service through 
the installation of National Parts & Assemblies. 


backed by a greatly 


—For QUICK, LOW-COST Repairs— 





No. 
2 403,520 


DRIVE SHAFT BUSHING 
AND SEAL ASSEMBLIES 
Saves a New Drive Shaft. Pro- 
vides greater bearing surface, New seal 
eliminates oil leaks from transmission. 
Prevents dilution of differential lubri- 
cant, due to transmission oil leak. Stops 
excessive vibration and whipping in 
drive shaft caused by loose bearing. 
Enables repair to be made without re- 
placing drive shaft or removing old 

bushing and seal. 


DRIVE SHAFT HOUSING 
REPAIR UNIT K-400 
Saves Buying a New Drive Shaft Hous- 
ing. Repairs worn drive shaft housing. 
Prevents damage to drive bBhaft, ‘‘U’’ 
joint and bushings caused by excessive 
wear. Can be installed in one hour 
without tearing down differential. Keeps 
correct drive shaft alignment. Prevents 
lubricant leakage around ball housing. 





Pat. No. 
2,405,541 


Sold Nationally by Leading Automotive Wholesalers. 








Model to Stock—It’s Universal, 


| | 
ss 


“ ” 


TRANSMISSION 
CASE BALL 
SEAT 


Saves Buying a New | 
Transmission Case. 
Keeps ball housing in 
’ line with drive shaft | 
housing and prevents | 
buckling when car is in motion, Pre- 
vents extra wear on rear transmission 
bearing. Helps prevent oil leakage from 
transmission rear bearing. Only One 








ARM SHAFTS 
& BUSHINGS KITS 
yee Materials, Precision Ground, Rig- 


i Inspected. Engineered for speed 
and endurance... hard usage and long 
wear. Longer life assured by most im- 


it 
proved method of tempering. 





UNIVERSAL JOINT 
BALL HOUSING KITS 
Saves Buying a New Drive Shaft Hous- 


ing. Keeps correct drive shaft align- 
ment. Prevents oil leakage around ball 
housing. Longer life due to oversize 


construction, Strengthens drive shaft 
housing because of slip-on construction. 
Protected inner seal. 


> CARBURETOR 
} NEEDLES & SEATS 


HEXAGON Needle Increases Ef- 
ficiency. A quality set, where 
accuracy and performance are 
big factors in complete motor 
tune-ups. For most cars and 
trucks. 





Write or Wire for Full Information. 


Lax) NATIONAL MACHINE WORKS, INC. 


OKLAHOMA ? 
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Affecting Factories and Dealers... 
Auto Advertising 


network half-hour drama show 
will also push interest in the new 
car. Los Angeles television sta- 
tions also will get a play by film 
relay. A national spot radio cov- 
erage by local stations will be 
featured, too. National magazines, 
however, will not be included in 
the promotion until late Febru- 


By Jim White 

Associate Editor 
The 1949 advertising budgets of 
the automobile industry appear 
likely to exceed totals of the past 
year by a considerable margin, a 
checkup by Automotive News has 
indicated. 

High spot may be Chevrolet’s in- 

troduction of its new model, a pro-| ary, it was indicated. 
gram which is likely to set records| Dodge truck advertising will con- 
for completeness. During the week | tinue in 1949 along the same gen- 
of the debut, announcements will| era] lines as last year, using na- 
be carried in nearly 6,000 daily and | tional magazines, farm and voca- 
weekly newspapers. Outdoor bill-| tional magazines, daily and weekly 
board displays will get heavy play| newspapers and more than 8,000 
with teasers prior to the actual! billboards. Direct mail pieces will 
showing. be sent regularly to 1,800,000 truck 
Chevrolet’s eastern television users. Local radio promotion will 








be used by dealers to supplement 


the national program. 


Nash is investing $2 million in 
billboards and $420,000 monthly in 
1,100 newspapers for the first quar- 
ter of this year. In addition, regu- 
lar magazine and other promotion 
will exceed last year’s figures, a 


spokesman said. 


Packard will increase its maga- 
zine advertising by 23 percent for 
the coming year. Newspaper ad- 
vertising will be raised 50 per- 
cent and billboard displays will 
r than last 


be four times 


year, it was said. Television will 
get an extensive play through 
local dealer groups wherever pos- 
sible, it was added. 

Ford Motor Co. advertising will 
parallel the 1948 program gener- 
ally, according to J. R. Davis, vice- 
sales and advertising. 
Television appropriations may be 
increased later in the year, Davis 
said, and overall car and truck 


president, 
























IAS prefer AMMCO 


OCTOBER 7, 1948 
30 years of progress 
Ammco Tools Co. 


2100 Commonwealth Avenue 
North Chicago, Illinois 


Gentlemen: 

Just a word to tell you how pleased 
we are with our Ammco model No. 2500, 
Wet Honing machine. We find this to be 
the fastest, most accurate and eco- 
nomical pin fitting method we have 
ever used. We particularly like the 
con-rod alignment fixture which elimi- 
nates bell-mouth and misalignment. 

The steel mandrel is standing up 
and shows no signs of wear after hard 
use. The stone cost is the lowest we 
have ever experienced. 

We have used all types of Honing 
machines in our shops and find this to 












be the most efficient. 













AMMCO Model 2500 
WET HONING MACHINE 


Connecting Rods, 

Pistons, Spindle Bolt Bushings, 

Steering Sector ge ay supe 

and Double End Brake Cylin- 

ders, Any Bore Within Range. 
AMMCO TOOLS, INC. 

2108 COMMONWEALTH AVENUE 


NORTH CHICAGO, ILL. 


HYDRAULIC DUMP BODIES 


On Any Make of Truck and 
For Every Vocational Service! 


THE G 


We are recommending this machine 
to our friends and associates in the 


business. 

Yours very truly, 

A. JACOBY & SONS, INC. 
JJ:ss J. Jacoby 






ALION -PlCoreed 


BODY CO 
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appropriations will run higher this 
year than in 1948. Increased use 
of spot radio and spot television 
from the Ford dealer advertising 
fund is also contemplated. 

It is understood that Lincoln- 
Mercury dealers have voted to in- 
crease local advertising. 

Kaiser-Frazer will continue its 
1949 program at much the same 
level as 1948, Henry Swartwood, 
advertising director, said. No 
change in media is anticipated at 
this time, he added. 


Pontiac’s appropriation this year 
will run roughly between $4 and 
$5 million, an increase over last 
year, according to B. B. Kimball, 
advertising director. No change of 
media is anticipated. 


+ * * 


Tucker Switch 


Announcement by Tucker Corp. 
that E. Ross Humphrey & Asso- 
ciates has been named to handle 
its public relations will not affect 
the status of Roy S. Durstine, Inc., 
the agency which has been in 
charge of Tucker advertising, ac- 
cording to John Jenkins, an official 
of the Durstine company. 

Jenkins pointed out that in ad- 
dition to handling Tucker adver- 
tising, the Durstine agency in the 
past has served in a consulting 
capacity on public relations. 

Charles Pearson is now advertis- 
ing manager at Tucker. 

~ * + 


Packard TV Show 


Packard dealers of metropolitan 
Detroit launched the first program 
of a new television series last 
Thursday (Jan. 6) over WWJ-TV 
featuring George Scotti, pianist, in 
what is termed a new kind of va- 
riety show. 

“We have been studying tele- 
vision and its possibilities for 
some time,” Hugh W. Hitchcock, 
director of advertising and pub- 
lic relations, declared. “Now we 
are ready to try out our ideas.” 
Young & Rubicam, Inc., handle 
the account. 

Detroit is said to have 20,000 
television sets in use; 17,000 in 
homes and 3,000 in places of busi- 
ness. Sets are increasing at the 
rate of 4,000 per month, it is de- 


clared. 
. 


AFA Convention 


The Advertising Federation of 
America has announced plans for 
its 45th annual convention May 
29-June 1 at Houston. Inquiries 
can be addressed to 330 W. 42nd 
S8t., New York 18. 

7” * 


* 


Bureau Reviews °48 


This March, for the first time in 
four years, the Bureau of Adver- 
tising (ANPA) will bring out a 
complete book listing dollar volume 
spent by national advertisers in 
newspapers in 1948, 

Advertising expenditures in daily 
papers in cities of 10,000 and over, 
embracing more than 90 percent of 
total U.S. daily circulation, have 
been outlined in the bureau’s book 
entitled “Expenditures of National 
Advertisers in Newspapers in 1948.” 
All advertisers investing $25,000 or 
more in newspaper space will be 
included. 

* + * 
Opportunities in Oakland 

The Oakland (Calif.) Tribune has 
prepared a market study of the 
San Francisco-Oakland bay area, 
based on ABC publisher’s state- 
ments, to highlight market oppor- 


tunities in the third largest market | 


on the Pacific Coast. 

Oakland’s population growth 
since 1940 has raised it from 23rd 
to 16th position in the nation’s 
population ratings; 1,129,500 per- 
sons in the metropolitan areas 
alone. Buying power is said to 
rank 17th in the nation and au- 
tomobile registrations hold 11th 
place in national totals, the Trib- 
une states, 

The Tribune claims 150,802 cir- 
culation, a 94.5 percent gain since 
1939. Home delivery accounts for 
113,617 of the total, an increase of 
104.4 percent since 1939. Total Sun- 
day circulation is given at 162,441, 
a gain of 91.7 percent. Suburban 
circulation is 36,307, a gain of 174.6 
percent in the same period. 

Copies of “Metropolitan Oakland 
1948” may be obtained by writing 
to The Oakland Tribune, Oakland, 
Calif. 

* * . 
Perennial Favorite 


Proof that a big demand for 
model A Fords still exists can be 
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“You deliberately let me run into 
you just to get some business.” 


found in the results of a front- 
page notice recently printed by 
the St. Paul (Minn.) Pioneer 
Press to promote its classified 
advertising page. 

In answer to the simple two- 
line classified insertion of “1931 
Model A Ford, 4-door, clean, good 
tires, must sell,” 20 calls were 
received by the newspaper. 

* oa 


Legion to Durstine 

The American Legion Magazine 
has announced the placing of its 
account with Roy 8S. Durstine, 
Inc. William Pank and John Ma- 
lone jr. are named as account 
executives. 


Names 


Edward E, Rothman has been 
named as a vice-president and as- 
sistant general manager of the 
Campbell-Ewald Co. He will work 
with G. G. Little, executive vice- 
president and general manager, in 
coordinating all agency services to 
clients. 

. o * 


Michael N. W. de Berardinis has 
been appointed manager of sales 
promotion and advertising by Firth 
Sterling Steel & Carbide Corp., Mc- 
Keesport, Pa. 

> . * 

W. F. Aycock jr., advertising di- 
rector of the Birmingham (Ala.) 
News & Age-Herald; A, L. Brandon, 
general manager of Rocky Mount 
(N. C.) Telegram, and Thomas W. 
Walker, of Sawyer - Ferguson - 
Walker Co., newspaper representa- 
tives, have been appointed mem- 
bers of the plans committee of the 
Bureau of Advertising, ANPA. Dent 
Hassinger is named western man- 
ager for the bureau, with head- 
quarters in Chicago. 

+ - 7 


Charles C. Kyle has joined the 
Adcraft Sales Promotion Co., De- 
troit, as account executive. He is 
former sales promotion manager of 
Tucker Corp. 


Collision Insurance Rates 
Going Up in Canada 

MONTREAL.—Rates on collision 
insurance for automobiles in Que- 
bec will show an increase as high 
as 25 percent when policies are re- 
newed for the coming year, but 
there will be no increase in liability 
and public damage rates, the Ca- 
nadian Underwriters Assn. and the 
Independent Automobile Insurance 
Conference announced last week. 

There will also be slight varia- 
tions in fire and theft premiums, 
ranging from a 10 percent discount 
up to a 25 percent increase, accord- 
ing to the class of vehicle. 


ADVERTISEMENT 











AUTOMOBILE FREIGHT CAR UNLOAD- 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car im five minutes, Pulley and 
shaft, $15.65 postpaid. Send check or 
money order. 


D. C. CAUFIELD COMPANY 


1008 Corbin Ave., New Britain, Conn, 
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Dealer Displays to Start in Next Few Weeks... 


More Power, New Interiors for Studebaker 


(Continued from Page 1) 


clude the use of new decorator 
fabrics and trim materials, as well 
as new design. In some models 
seat backs and cushions are in 
different but harmonized patterns, 
set off by two-tone contrasts be- 
tween the upholstery and the side- 
walls and head-lining. 

For example, Elliott said, one 
upholstery color combination 
comes in medium gray for the 
cushions, and in gray and light 
green stripes for seat backs. 
These blend with aqua side and 
head trim. Another combination 
offers alternating stripes in taupe 
tones and soft green. With this 
the color used for side-walls and 
head-lining is taupe. 

In Regal Deluxe models this so- 
called “modern touch” has been 
further emphasized by the use of 
a new alligator leatherette for 
trimming doors and arm rests and 
for upholstery piping. 

« * + 

DOR STUDEBAKER’S _higher- 

priced Land Cruiser, the styl- 
ists have continued the nylon fab- 
ric first used in its automobile up- 
holstery by Studebaker in 1948, 
but have adopted a new colorful 
pattern. 

All convertibles now have leather 
cushions and seat backs, with 
leatherette side-trim. 

Instrument panels and window 
reveals, as well as steering 
wheels, are colored to blend with 
the new upholstery. 

Rubber from cushions, standard 
on the Commander series, are now 


you can DRY ¢ 
in LESS than 





available at extra cost on the 
Champion. 

A wide variety of new exterior 
colors is available for 1949, includ- 
ing new metallic shades for the 
convertibles in both Champion and 
Commander models. 

* * . 
PPING the list of Studebaker 
chassis changes are refinements 
which provide a stepping up in 
performance in both the Comman- 
der and Champion engines. 

The stroke of the Commander 
engine has been increased from 4% 
to 4% inches, bringing the power 
output up to 100 brake horsepower 
at 3,400 revolutions per minute as 
compared to the 94 horsepower at 
3,600 revolutions per minute ob- 
tained heretofore. 

The increase in Champion per- 
formance results from the adop- 
tion of a new carburetor and 
slight changes in the valve lift 
and the intake manifold, Stude- 
baker said. 

Also in the case of Champion 
models, better cooling is said to be 
provided by a larger radiator, the 
capacity of which has been in- 
creased 10 percent to 11 quarts. 

Tire size in the Champion series 
has been increased to 6.40x15 from 
5.50x15. 


The steering wheel on the Cham- 
pion has been increased to 18 
inches in diameter. The Comman- 
der Regal Deluxe closed models 
and convertibles, as well as the 
Land Cruiser, now boast a special 
three-spoke wheel. 

As in the past, Studebaker noted, 
the position of the steering wheel 
can be altered to suit the size of 


Bottleneck in your paint shop? 
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30 minutes ! 





the driver by simply changing the 
mounting bracket. 
+ . > 

Grace available for luggage has 

been increased in all Studebaker 
models, it was stated. This has 
been done by mounting the spare 
tire and wheel vertically. 

Six suit cases can be fitted into 
the trunk without difficulty, and 
the tire can be removed with little 
or no disturbance of luggage, ac- 
cording to Studebaker. Consider- 
able extra space at the right of 
the tire is available for small pack- 
ages, the company said. 

The new wrap-around bumpers 
are described as heavier and 
larger than on previous models. 
Additional frontal protection is 
provided by new high-type bump- 
erettes, designed to prevent 
“overriding” in tight parking be- 
hind older model automobiles. 

The basic design of both Com- 
mander and Champion radiator 
grilles has been enhanced by new 
chrome accents, and refinements 
have also been made in the chrome 
finish of the interior trim. 

Clear plastic control knobs, set 
off with jet black inserts and 
white lettering, complement the 
chrome of the instrument panel 
fittings. Above the glove compart- 
ment new script lettering in 
chrome indicates the name of the 
model—Champion, Commander or 
Land Cruiser. : 

* * > 

TtHER front door may now be 

unlocked from the outside with 
a key, even though the lock has 
been set by the handle from the 
inside. Windows can be raised and 
lowered with greater ease, Stude- 
baker said, due to a change in gear 
mechanism. 

Built into the handle of the 
parking brake is a new push- 
button release which eliminates 
any chance of the brake’s being 
released accidentally. 

| Windshield wiper action is im- | 
| proved through the use of a more | 
powerful vacuum motor. “Feather | 


Features 





IN THE COCKPIT—Clear, plastic control | 
knobs, set off with jet biack inserts and | 
white iettering, complement the chrome of | 
instrument panel fittings in the new 1949) 
Studebaker passenger cars. The Commander | 
Regal Deluxe closed models and convertibles | 
as well as the Land Cruiser shown above | 
have three-spoke steering wheel. Built into 
the handle of the parking brake on all mod- 
els is a new push-button release to prevent 
the brake's being released accidentally. 
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ROOMY INTERIOR—An abundance of space | 
in Studebaker passenger cars is evident in 
this Rogel Deluxe Champion five-passenger 
coupe. is particular model features two- 
tone contrasts between the upholstery and 
the side walls and head-lining. The two-tone 
touch is further emphasized by the use of a 
new alligator leatherette for trimming doors 
and arm rests and for upholstery piping. 
Position of the steering wheel can be altered 
to suit the size of the driver by simply 
changing the mounting bracket. 


edge” blades have been adopted 
to make wiping action smoother. 

Heat output in the Studebaker 
Climatizer heating and ventilating 
system has been increased by about 
15 percent as the result of a newly 


designed core housing, according 
to Studebaker. Flow of air through 
this underseat heating unit is re- 
directed to pick up the maximum 
BTU output from the hot-water 
heating core. 

* * * 


Studebaker Lists Prices 


On Its 1949 Trucks 


SOUTH BEND. — Increased fac- 
tory list prices on 1949 Studebaker 
trucks were announced by the cor- 
poration last week. 

The announcement said the com- 
pany plans to begin production 
shortly of new 1% and 2-ton models, 
superseding those now in the line. 
The price list included these pro- 
jected new models. 

Here is the complete list: 

Half-ton—chassis-cab-6%’ pickup 
body, $1,262; three-quarter ton— 
chassis-cab-8’ pickup body, $1,367; 
one-ton — 121” wheelbase chassis, 
$1,236; 121” w.b. chassis-cab, $1,421; 
121” w.b. chassis-cab-8’ pickup body, 
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$1,515; 131” w.b. chassis, $1,255; 131” 
w.b. chassis-cab, $1,440. 

One and one-half-ton — 131” w.b. 
chassis, $1,326; 131” w.b, chassis-cab, 
$1,511; 155” w.b. chassis, $1,346; 155” 
w.b. chassis-cab, $1,531; 171” w.b. 
chassis, $1,376; 171” w.b. chassis- 
cab, $1,561; 195” w.b. chassis, $1,396; 
195” w.b. chassis-cab, $1,581. 

Two-ton—131” w.b. chassis, $1,627; 
131” w.b. chassis-cab, $1,812; 155” 
w.b. chassis, $1,657; 155” w.b. chas- 
sis-cab, $1,842; 171” w.b. chassis, 
$1,697; 171” w.b. chassis-cab, $1,882; 
195” w.b. chassis, $1,727; 195” w.b. 
chassis-cab, $1,912. 


Olds Hydra-Matics 
Top 610,000 


LANSING.-— More than 610,000 
Oldsmobiles have been equipped 
with Hydra-Matic drive since in- 
ception of the unit in 1940, accord- 
ing to Sales Manager D. E. Ralston. 

Ralston’s statement accompanied 
the announcement that the Gen- 
eral Motors Detroit Transmission 
division had built its 1,000,000th 
Hydra-Matic transmission. Other 
GM divisions offering Hydra-Matic 
are Cadillac and Pontiac. 
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Two of the three payroll postings are completely 
eliminated by the simple, easy-to-operate Paywrite 


system. Without changing the writing poe’ one 
. the 


posting completes all three forms . . 


Check (or 


Cash Statement), Earnings and History Record and 
Payroll Summary. Errors in transcribing figures are 
eliminated and payrolls are prepared in half the 


time ... or less. 
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Whether you have a large or small pay- 
roll, Paywrite quickly pays for itself in 

time saved, Paywrite ends time- 
wasting repetition of entries and saves 
“proving” time, too .. . for every entry 
is identical on all three forms, 


TRANSCRIBING ERRORS ELIMINATED 
One writing posts all three records and 
thus eliminates errors that are bound to 
occur w figures are copied from 
record to record. 


PAYROLL AND RECORDS ON TIME 
Paywrite helps you meet payroll dead- 
lines by cutting preparation time in 
half. When Checks (or Cash Forms) 
are ready, Earnings Record and Payroll 
Summary are automatically up-to-date 

i ready for government reports or 
audit. 


Passes \$ EASY TO OPERATE 


Clerical employees quickly learn to 
operate the Paywrite system from sim- 
ple instructions. Operator is always 
seated in a comfortable writing posi- 
tion. Standard forms and multiple load- 
ing of checks make operation simple, 
quick and efficient. 
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Bright Light 
niaatue saci Pheta 


On Pa. Turnpike 


IRWIN, Pa.—James F. Torrance, 
secretary of the Pennsylvania 
Turnpike commission, recently 
closed the switch to change the 
yellow sodium light at the Irwin 
entrance of the turnpike to a bril- 
liant blue-white. 

In an informal dedication cere- 
mony, 26 new Westinghouse Lumi- 
naire mercury-vapor lamps were 
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switched on to light up both the 
Pittsburgh and Harrisburg ap- 
proaches to the Irwin toll gate for 
about a half-mile. 

The new lamps, shaped like over- 
sized footballs, provide brighter and 
more uniform light on road sur- 
faces. Each light uses a 400-watt, 
21,000 lumen mercury-vapor lamp. 

Accompanying Torrance were J. 
W. Hardesty, superintendent of 
maintenance on the turnpike, and 
J. H. Wenner, J. P. Boyden and J. 
M. Miller of Westinghouse Electric 
Corp. 


c 








SHOW ROOM 
FURNITURE 


Send for Free Chromaster Catalog 


KAY-DAVIS COMPANY 


886-890 Gerard Ave., New York 52, N. Y. 





BINDER for 
Automotive News 


NSWERING many 
A 


requests from our 


readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


a quality 


binder which will stand the gaff 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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May Reveal Name Today . . . 
Claim of New ‘Angel’ 
Delays Tucker Suit 


(Continued from Page 2) 


statement denying any negotiations 
with Tucker.) 

In reply to a direct question as 
to whether his client is in the 
automotive business, Jacobson 
countered by saying that this is a 
matter of “professional confi- 
dence.” 

A good deal of guesswork on this 
point arose here, with dealers 
frankly worried that the plant may 
be sold for purposes other than pro- 
duction of Tucker cars. 

At Liverpool, N. Y., George R. Mc- 
Kinney, through the Buffalo Tucker 
Sales Corp., obtained a warrant of 
attachment against Tucker Corp. 
equipment in Liverpool to enforce a 
claim for $5,000 which he said is 
due him from the company. 

Following Monday’s court order 
by Judge Igoe on the Jacobson 





(Continued from Page 3) 

of either make just couldn’t be 
built in spite of continuous factory 
expansion to meet the demand. The 
success record was ultimately to 
accumulate in 1927 when $10,000,000 
was paid to stockholders in divi- 
dends. 

Nash produced 53,000 cars. The 
price ranged from $900 to $2,100. 
The Lafayette had been discontin- 
ued, but the Mitchell plant in Ra- 
cine had been purchased. Plans 
were being made to put out the 
Ajax. 

In 1924 Pontiac was still Oak- 
land. C. W. Matheson, formerly 
of Dodge, was sales manager. A. 
R. Glancy was vice-president. 
Oakland, starting in 1923, was 
the first manufacturer to use 
Duco finish. 

Oldsmobile was building a six- 
cylinder car at $785. The produc- 
tion was more than 45,000 cars. 

Packard was building both ‘sixes 
and eights. Production was 16,000. 
Alvin Macauley was president. 

The Paige Jewett was a 50,000- 
car-a-year producer. More than 80 
percent of the output was Jewett; | 
20 percent was Paige. 

Studebaker produced 110,000 cars. 
The light six sedan sold for $1,485. 
Paul G. Hoffman sold out as a dis- 
tributor in Los Angeles to become 
sales vice-president. 

Willys-Overland produced 162,000 
cars in 1924. The Overland sold for 
around $655 and the Willys-Knight 
for $1,195. 


Fluctuations Shown 


In Car Prices 


FoR THE industry in general it | 
was a hectic year. As evidence 
of the unsettled situation, the man- | 
ufacturers juggled retail prices | 
several times even during the New | 
York show. There were many de- | 
creases as well as increases in list | 
prices during the year. The de-| 
creases were introduced to stimu- | 
late volume, and to clear out old | 
models. The increases generally in- 
cluded additions such as balloon 
tires and four wheel brakes. 

Manufacturers changed their sell- 

ing plans. Some went direct for | 
the first time. Dealers of some} 
lines were offered special discounts 
to encourage them to move cars. 
Both dealers and manufacturers 
did everything in their power to 
attract buyers. 

Many dealers are worrying 
now because it is evident that 
the market will not continue to | 
absorb the present volume at the 
present prices. But reduced 
prices, when they do come, will 
first take the shape of a boost 
in used-car allowances. That 
means a lower priced new car. 
But as in 1924, cuts by dealers 

will not be enough to bring back 
the market. Manufacturers had to 
cut irrespective of cost to main- 
tain their position in the industry. 
A lot of the dealers, who over- 
allowed, went out of business. The 
smaller volume manufacturers, 
with short working capital, could 
not compete with the volume oper- | 
ators. They found the going so| 
rough that they too soon passed 
out of the picture. 


plea, Tucker Corp. stock more 
than doubled in price Tuesday, 
being quoted at $2.12% bid and 
$2.87% asked, as compared with 
the previous quotations of $1 bid 
and $1.12% asked. 

Judge Igoe expressed surprise at 
the new turn in events when he 
said to Jacobson: 


“This is quite a mysterious pro- 
ceeding. I don’t know what I can 
do except grant the 60 days.” 


The attorney said he would be 
willing to tell Judge Igoe in pri- 
vacy the name of his client, but 
the court did not request the in- 
formation, he added, 

That the client is a newcomer 
among prospective purchasers was 
made clear when Jacobson said two 
technical men representing the per- 
son, persons or firm interested are 
being sent to the Tucker plant for 
an appraisal of materials and tools. 
The client, he said, “has the ability, 
financial strength, experience and 
organization” to revive the Tucker 
Corp. 


Tucker himself in a press confer- 
ence the previous week had prom- 
ised “an important announcement” 
to be issued on the day Jacobson 
entered court, and this development 
was regarded as the announcement. 

Judge Igoe ordered a progress re- 





Wisconsin Refuses 


To License Tucker 

MADISON, Wis.—B. L. Marcus, 
commissioner of the Wisconsin Mo- 
tor Vehicle department, has advised 
the Tucker Corp. that because of 
its financial difficulties he cannot 
approve its application for a 1949 
motor vehicle manufacturer’s li- 
cense in Wisconsin. 

The denial order is based on 
section 218.01 (3) (a) 1 of the Wis- 
consin statutes. The order denies 
the license until such time as “the 
financial condition of the corpora- 
tion is such that it is in a position 
to produce and deliver automo- 
biles.” 
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port filed with him by the compan 
within two weeks. He also ordered 
attorneys for the creditor groups to 
draw up an injunction against dis- 
sipating of assets by Tucker Corp. 
by spending money for any pur- 
poses outside the normal course of 
business. 


Previously, an uncertified balance 
sheet issued by Tucker showed total 
current assets of $6,270,141, of which 
$731,401 was in cash and U.S. 
Treasury notes, against total cur- 
rent liabilities of $1,423,558. 

Cash on hand amounted to 
$130,151, and Treasury notes $601,- 
250, for a combined total of slight- 
ly more than one-half the current 
liabilities. 

Listed among current assets was 
$3,389,205 in notes receivable signed 
by Tucker dealers and distributors. 
The largest items among current 
liabilities were $711,142 in accounts 
payable, $37,466 payrolls, $112,754 
employes insurance and taxes, $275,- 
369 local taxes, $25,500 with the ac- 
cessories package program. 


Cadillac Revamps 
Distributor Deal 
On West Coast 


LOS ANGELES.—A milestone in 
West Coast automobile merchan- 
dising was reached last week when 
Cadillac formally established fac- 
tory branches in Los Angeles, San 
Francisco and Oakland, replacing 
and expanding the 37 year super- 
vision of the Don Lee organization 
over Cadillac distribution, sales 
and service. 

Here for the occasion, Don E. 
Ahrens, general sales manager of 
Cadillac, paid high tribute to Don 
Lee, presently a division of Thomas 
S. Lee Enterprises, Inc. 


Ahrens pointed out that the Don 
Lee organization is by no means 
withdrawing from the Cadillac pic- 
ture in California but will operate 
Cadillac dealerships in Burlingame, 
San Diego and North Hollywood. 

Los Angeles factory branch man- 
ager for Cadillac is Fred H. Mur- 
ray, a Cadillac veteran and, until 
his transfer here several months 
ago, business management man- 
ager for the company at Detroit. 

The San Francisco operation is 
headed by H. W. Shepard, former- 
ly factory branch manager at 
Chicago. 





ta 4 


UTILITY DESK 


Combination Order Pad Stand & Ladder 





It speeds up the job of pre- 
paring order pads and taking 
Everything you 
need is at your finger tips. 
it will not tilt or topple over. 
Just push it and it glides 
along. Contains a compart- 
ment for extra order pads, 
inventory pads, bin labels, 


inventory. 


packing slips. 


Steel frame. Top 16’ wide, 
18” long, overall height 3/ 
92‘. Rubber wheel casters. 


$34.50 —F.0.B. Pgh.,Pa. 


l. M. KELLY 


GROVER PRODUCTS CO. 
1281 8. Hepe St. Bept. AN Les Angeles 15, Calif. 


Sliding Shelf 





1407 BRIGHTON PLACE 
PITTSBURGH 


12, PA 
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Macy Report Blames Manufacturers . . . 
Dealer Probe Revival Still Undecided 


(Continued from Page 1) 
flouted the subcommittee are in 
contempt of the committee and 
Congress.” 

“I am opposed to letting go un- 
punished anyone in contempt of a 
committee of Congress,” he said. “I 
feel sure the committee, when it is 
organized, will take whatever action 
is necessary against anyone who 
was in contempt of the previous 
committee.” 

The car firm which aroused 
Whittington’s ire—and escaped a 
bench warrant charging willful 
interference with a government 
function only because of insuffi- 
cient time before the 80th Con- 
gress expired—was identified as 
the Banning-Sheehy Motors 

(Dodge-Plymouth). 

It was said at Macy’s office that 
Chrysler Corp., angered at the ac- 
tions of the dealer, volunteered to 
help in the search for the officers 
and sent representatives to ques- 
tion employes of the concern re- 
garding the whereabouts of the 
missing officials. 

The firm’s identification was 
withheld from the press and public 
by Committee Counsel Reddan until 
after Whittington had expressed his 
feelings in the matter. 

The company is operated jointly, 
according to House investigators, 
by George S. Banning and Vincent 
A. Sheehy jr., the latter an attorney 
with downtown offices. 

= am am 

7 further positive action on 

car dealer practices may follow 
when the new Public Works com- 
mittee settles down to business is 
not, of course, definitely known 
now, but a poll of members avail- 
able indicated that chances of a 
continued probe by a new subcom- 
mittee were slightly better than 
50-50. 

Passage of a House resolution 
would be required to extend the 
investigation. 

As forecast by the correspon- 
dent in last week’s issue of Au- 
tomotive News, Rep. Macy, in his 


AUTO BOOKS © 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down’’ and 
real competition arrives. 


THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid, 


KNUDSEN. A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. $3.75 
Postpaid. 


AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid. 


DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Two books—Book No. 1, $2.00. Book No. 
2, $3.00 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 


FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
Paper cover, $1.50 each. Deluxe cloth- 
bound, $2.50. Steam-car edition, §2 or 
cloth-bound, $3 postpaid. 


LIFE, HIS WORK, 
Wm, A. Simonds. Re- 
Deluxe edition. 


HENRY FO 

HIS GENIUS. By 
printed by Floyd Clymer. 
$4 postpaid. 
INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 
no edition, $5 postpaid. Paper bound. 
3.50. 


MOTOR MEMORIES. A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid. 


FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 


FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MEROURY 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 


final report to the 80th Congress, 

did not recommend any legisla- 

tive action against the automotive 

industry and trade as a result of 
his subcommittee’s investigations. 

Explaining that he had been un- 
able to assemble the members of 
his group in time to approve a re- 
port before the subcommittee ex- 
pired with the adjournment of the 
80th Congress, Macy put his con- 
clusions on the investigation into 
the Congressional Record in lieu of 
a formal report. Very likely an 
extended report will be given later 
to the Public Works committee as 
the new Congress gets under way. 

Macy accused the automotive in- 
dustry of bad faith and said the 
abuses of which car purchasers 
have complained could be elimi- 
nated by manufacturers. Instead, 
he charged, manufacturers have 
“sought to soothe the public” by 
announcing policies which they 
“have made very little real effort” 
to enforce. 

* * + 

E SAID that, on the basis of 

findings of practices relating to 
tradeins and new-car sales in this 
region, he feels that the manufac- 
turers have not been sufficiently 
diligent in policing their own in- 
dustry. 

“However,” Macy said, “I am op- 
posed to government controls as a 
means of combatting the conditions 
set forth. I believe that the auto- 
motive industry can, if it will, do 
a far more effective job.” In this 
connection, he made the following 
statement: 


“I have never been in favor of 
government controls, However, I 
recognize the danger to our na- 
tional economy and our national 
safety inherent in all trade prac- 
tices which add to inflation at 
the present time. When I make 
that statement, I am referring 
not only to trade practices in the 
field of automobiles but in all 
other basic industries. We have 
passed the point where such 
gouging skims off what merely 
might be termed wartime savings. 
It has now reached the point 
where many must borrow against 
future paychecks in order to pur- 
chase current necessities. This is 
@ most dangerous road to be 
traveling today, since it leads 
directly to economic collapse, un- 
employment, and breadlines, all 
of which provide a most fertile 
field in which seeds of Commu- 
nism flourish, 

“I feel that it is high time for 
American industry to recognize 
these immediate dangers, and to 
take all measures consistent with 
our heritage of free enterprise to 
correct these abuses. I feel that a 
far better and more effective job 
can be done by industry itself, if 
it sincerely desires to do the job. I 
recognize that in a normal com- 
petitive market such policing would 
be unnecessary. However, during 
this present period of war-created 
shortage, it behooves us all to con- 
duct our business with that re- 
straint dictated by good business 
practices founded on sound eco- 
nomic principles.” 

+ + 7 

N HOLDING the auto manufac- 

turers largely responsible for the 
conditions turned up by his com- 
mittee, Rep. Macy said the public 
had “long since” recognized their 
pledges to assure fair trade prac- 
tices among dealers as “not worth 
the paper on which they are 
written.” 

Here is his full statement in ref- 
erence to the manufacturers: 

“The subcommittee feels that the 
manufacturers have not been suffi- 
ciently diligent in policing their 

own industry. While they have 
sought to soothe the public and 
build goodwill by announcing their 
policies relating to fair distribution 
and sale of automobiles, most com- 
panies have’ made very little real 
effort to see that these policies 
were put into practice. 

“The public has long since rec- 
ognized that in many instances 
such pledges are not worth the 
paper on which they are written 
and, from the complaints we have 
received, it appears that the pub- 
lic is becoming more than an- 
noyed at being treated like chil- 
dren in this matter. 

“Automobile manufacturers, by 
veiled reference to anti-trust cases, 


take the position that there is noth- 
ing they can do to correct the 
abuses which exist in the industry. 
However, I feel that their position 
is open to serious question. I know 
of no federal law, regulation, or 
decision which forces automobile 
manufacturers to renew the fran- 
chise of any dealer whose sales 
practices injure the reputation and 
goodwill of the manufacturers and 
bring his product into public dis- 
repute.” 


ACY said that at the outset of 

the committee’s investigation 
of motor-car sales practices in this 
area, “certain information” was re- 
quested from 30 new-car dealers, 
and subsequently seven more. The 
material submitted, he said, set 
forth data for the period of Jan. 1, 
1948, through July 31, 1948. 

This information, Macy said, cov- 
ered more than 60 percent of the 
new cars sold in this area for the 
first seven months of 1948. 


An analysis of the material re- 
vealed the following information: 


1. The number of new cars sold 
by individual dealers ranged from a 
low of 50 to a high of 1,376. 

2. From the information submit- 
ted by the first 30 dealers, the fol- 
lowing figures and averages were 
obtained: 

New-car unit sales, 9,540. 

Approximate dollar volume, 
$19,727,921. 

Dollar amount of extras, $2,- 
728,420. 

Average amount of extras, $286. 

Percent of extras over list price, 

15.08 percent, 

Number of cars taken in trade, 


3,805. 
Total allowances, $2,370,375. 
Ratio of trades to new-car 
sales, 40 percent. 
Average allowance, $754.37. 
Average resale price, $1,087.14. 
Total resale amount, $4,136,555. 
Average percentage of resale 
price over allowances, 43 percent. 
Average profit on trades, $332.78. 
Total profit on trades, $1,226,180. 
Average used-car profit per 
dealer, $42,206. 

In a summarization of the figures 
submitted, the report said that on 
$19,727,000 worth of new cars sold 
here in the first seven months, the 
public had been charged for $2,- 
728,420 worth of extras. 


Extras which the public had to 
take to get cars averaged $286 a 
car. Dealers on resales of tradein 
cars averaged a gain of 43 percent, 
the report said. 

The percentage of resale prices 
over allowance prices ranged from 
9.2 percent to 100.2 percent, while 
extras loaded on new cars ran from 
4.67 percent of the list price to 
26.15 percent. 

Of the 30 dealers quizzed by com- 
mittee agents, half of them admit- 
ted to putting on extras exceeding 
15 percent of the list prices. 

* * * 


54% of Sales Involve 


Tradeins in Cleveland 

CLEVELAND.—Further evidence 
debunking some of the testimony 
unearthed by the recent Macy hear- 
ings is turned up by the Cleve- 
land Automobile Dealers’ Assn. 

Secretary Earl Burrows has com- 
pleted a local survey covering used- 
ear deals for the first 11 months 
of last year. 

During that time 54.47 percent of 
all new cars sold by the dealers 
here were delivered without trade- 
ins. According to the CADA, one 
dealer didn’t sell a single new car 
without a tradein, while another 
took tradeins in less than one- 
quarter of all sales. 

The figures of the survey also 
show that “gross profits on resale 
of tradeins averaged “just over 22 
percent.” 


Butte Dealers: 
Elect Wakley 


BUTTE, Mont.—The Butte Auto- 
mobile Dealers Assn. has elected 
the following officers: 

President, Francis A. Wakley 
(Pontiac); vice-president, Tom 
Murray, Butte Truck & Parts Co. 
(GMC), and _secretary-treasurer, 
Robert Gussman, Wellman Motors 


| (Dodge). BADA includes 92 per-| The warehouse will be used pri- | 


| cent of the local dealers. 





TEXAS DEALERS SEE OLDS PLASTIC HOOD—They were keenly interested in the showing of 
the 1949 line at Dallas in December. The plastic hood crowning the 1949 Rocket gh 
compression engine drew the most attention as can be seen in this photograph. Oldsmobile 
executives held 25 zone city meetings for dealers throughout the nation in connection with 
the 1949 Futuramic line in advance of the public showing. 


More Goodwill 
Trade’s Big Need, 


Greiner Warns 


ZANESVILLE, O.—The auto in- 
dustry has a big public relations 
job to do and it had better start 
doing it right now, if it hopes to 
remain a successful business, Karl 
M. Greiner, Packard’s sales vice- 
president, told the Muskingum 
County Automobile Dealers Assn. 
here last week. 

Referring to the Macy commit- 
tee final report, Greiner said, 
“Probably never in the history of 
our business have so many head- 
aches been caused by so few deal- 
ers and individuals. I believe that 
a minority, not a majority, caused 
most of the criticism piled on us 
all. 

“But regardless of the fairness 
of the Macy committee’s conclu- 
sions, this truth stares us in the 
face: We have a big public rela- 
tions job to do and we'd better 
start doing it right now if we hope 
to remain successful.” 

Greiner warned that good public 
relations can be built only on good 
policies. 

“We should find prospects and 
sell them on our product,” he said. 
“We should make unusual efforts 
to seek out old customers and to 
improve our relationships with 
them.” 

He urged dealers to study their 
new-car salesmen, and get the an- 
swers to these questions: 

“Are they still just taking orders? 
Or are they using good, old-fash- 
ioned, tried-and-true salesmanship? 

“Do they get on the phone every 
chance they Have and try to im- 
prove relations with owners and 
prospects? Do they know their 
competitors’ products, as well as 
their own, and do they make per- 
suasive comparisons? 

“Do our salesmen give demon- 
strations, no matter how busy they 
are and how few new cars are/e 
available?” 


Packard Names 
Fenn Zone Chief |" 


@ Pr tir rim. i 
DETROIT.—Leo E. Fenn has been | * bruising or denting. No Pinching, 
appointed manager of Packard’s| , 
Cincinnati zone, according to Karl 
M. Greiner, vice- 


j Sullivan-Johnson 
Sullivan-Johnson Motor Co., 235- 
41 N. Santa Fe, Salina, Kans., has 
been incorporated for $500,000 by 
Carmen Johnson, 





| 
TIRE REPAIR 
COATS IRON TIREMAN 


You actually TRIPLE your profit on repair 
jobs... use you cut vont time %, 
with the Coats Iron Tireman, It ROLLS tires 
on or off the rim in just 30 seconds. Operator 
simply pushes down on the handle and 
WALKS AROUND THE TIRE. Patented ROLL- 
ERS do the work. Fastest, easiest, safest tire 
tool on the market. 


ONLY COATS GIVES YOU 
ALL THESE ADVANTAGES 
Much lower price—way lower than less 

efficient machines. 


@ The only tire tool that handles ALL sizes 
of passenger car tires including air cush- 
ions and protective type tubes. 


Customers like it! Keeps tires out of 
grease, dirt and gravel. 


Requires only three feet working radius. 


@ All welded steel. No castings to break. 


fa president and_| Boost YOUR tire repair profits! WRITE for 
§ general sales free, illustrated literature today to Jack 
Hennessy Sales Co. 
manager. 
Also, there are Coats Tire Machines for 


Fenn, 46, has 
more than 25 
years of automo- 
tive and sales 
background and 
immediately prior 


Trucks and Tractors. 

— JOBBERS! 
OAT ' 

ED) DISTRIBUTORS! 
$4 bY Ay 


Don't miss this opportunity. 





to his new ap- 4 Your territory may still be 
. im open. Write for our propo- 
pointment was sition, Today. 


general sales 
manager for an 
automobile dealership in the Detroit 
area. At Cincinnati Fenn succeeds | ( 
W. J. Collier, who has been named 
manager of Packard’s Detroit zone. 


Dealer Building Warehouse 


A warehouse, to be called the 
Butler building, is being erected in 
Hutchinson, Kans., for the Davis- | 
Child Motor Co. The $8,500 struc- | 
ture is being built at 709 W. Second 
St. and will measure 40 by 140 feet. 


L, E, Fenn 


I 


IRON T/REMAN 





Manufactured by 
COATS LOADERS AND STACKERS, INC. 
Fort Dodge, lowa 





National Sales Distributor 
JACK P. HENNESSY SALES CO. 
Dept. 20, P. O. Box 22, Audubon Station 
NEW YORK 32, N. Y. 


marily for storage of truck beds. | suas 
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1948 United States Passenger Car Production Totals by Months and Makes i 

Third ND 

Jan. Feb. Mar. ane Apr. May June alt July Aug. Sept. Quarter Oct. Nov. Dec. TOTAL 
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2,005 7,183 11,291 5,778 6,536 5,417 29,022 6,908 6,745 6,250 48,925 5,899 3,278 8,107 66,209 
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2,115 2,722 6,397 2,950 2,908 3 15,520 3,111 3,701 3,002 25,334 754 340 1,465 27,893 

11,136 658 31,744 11,997 12,667 14,420 70,828 11,568 531 8,110 91,037 15,049 18,427 19,184 143,697 

8,908 12,554 32,564 12,363 11,261 13,310 69,498 16,339 879 2,888 89,604 7,225 9,086 12,706 118,621 
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NADA States Its Case 


Gives the Record on Auto Trade Efforts; 
Blames Minority for Black Eye 


(Continued from Page 1) 


ers by factory salesmen, it also is 


charged. 


PARTICULAR quotes on these 
subjects follow: 

Q. Why cannot a car be bought 
from a dealer at the “factory list” 
price? 

A. The reason is that these so- 
called “factory lists” never in- 
clude all of the costs a dealer 
has to put in his price when he 
makes a sale. They do not in- 
clude freight or transportation 
charges, federal, state and local 
taxes, and many items listed as 
“extras” by most factories which 


Snyder Promoted 
At Sealed Power 


MUSKEGON, Mich. — Appoint- 
ment of Raymond A. Snyder as 
gales manager of the original equip- 
ment piston ring 
division of Sealed 
Power Corp. is an- 
nounced by Paul 
C. Johnson, execu- 
tive vice - presi- 
dent. Snyder, who 
has been with 
Sealed Power 24 
years, was for- 
merly assistant 
: chief engineeer. 

Don Paull, a mem- 
R. A, Sayéer ber of Sealed 
Power’s engineering staff since 1942, 
has been promoted to assistant 
chief engineer. 


Several changes have also been 
made on the sales engineering staff 
of the Original Equipment division. 
Ed Carlson, a member of the Sealed 
Power engineering staff since 1940, 
has been assigned as sales engineer 
to the Detroit office. Robert Haw- 
kins, who has been with Sealed 
Power since 1940 and a sales engi- 
neer in the Detroit office since 1945, 
has been named sales engineer for 
industrial sales. Stuart Nixon, who 
has been covering the industrial 
field, is being assigned to special 
work in the engineering depart- 
ment. Nixon has been with Sealed 
Power since 1933. 





are absolutely necessary to mak- 
ing a car serviceable. Also there 
are such things as automatic 
transmissions, heaters, and ra- 
dios, which are built in at the 
factories, and are not included 
in “factory list” prices, but are 
billed as “extras.” Besides these 
extras there are many other 
items which most car buyers 
want and feel are essential, such 
as backup and fog lights, extra 
windshield wipers, seat covers, 
etc., that never are included in 
“factory lists.” The manufactur- 
ers’ idea is to keep their figures 
down and thus make the “list” 
price of the car appear as low 
as possible to the buyer. This 
failure of factory sales depart- 
ments to point out many dealer 
costs often causes dealers to be 
accused of boosting selling prices 
to unreasonable amounts. It is 
not their fault that “factory list” 
prices are misleading. 

Q. Why do some dealers make 
a new-car purchase contingent 
upon large accessory sales? 

A. This is not a common prac- 
tice but it is one which NADA is 
trying to discourage. It is not al- 
ways the dealer’s fault. The term 
“accessories” covers a lot of 
ground. Many of them are parts 
built in at factories and cannot 
be removed by dealers. Again, some 
manufacturers not only build in 
“accessories” but they ship others 
separately to the dealer and he has 
to pay for them whether he likes 
it or not. Naturally, the dealer 
cannot afford to throw these ac- 
cessories, which have been forced 
on him, on the town dump, so he 
tries to sell them. Generally, how- 
ever, buyers want most of the ac- 
cessories they can get. During the 
war, when there was a great short- 
age of accessories, there was a tre- 
mendous demand for them. There 
still is a great demand in most 
communities. 


Other subjects dealt with are 
production and delivery delays, in- 
creased car costs, tradeins, used- 
car prices, bonus payments and 
how to obtain a new car in the 
quickest possible way. 





Let’s Just Call It a Vehicle 


VAN NUYS, Calif.—-Davis Motorcar Co. professes to be producing 
pilot models of a three-wheeled automobile, but California state 
authorities are either skeptical or just plain confused. 

Eight of the first Davis vehicles were licensed in Beverly Hills 
as motorcycles, since there is said to be no precedent for three- 


wheeler cars in this country. 


Then a company employe driving one of these models was stopped 
by Van Nuys police for license deficiencies. A call to Sacramento 
established that the license plates were not motorcycle plates after 


all, but trailer licenses. 


Davis officials say the legal snarl will not prevent the company 


from stepping up production. 





U.S. Accuses Five Dealers 
‘Of MoPar Price Plot 


| SEATTLE.—A federal grand jury 
here has returned an indictment 
charging two associations and five 
auto dealerships with fixing and 
increasing prices of replacement 
parts and engines for installation 
in Chrysler Corp. cars and trucks. 
Ten individuals, either officers 
or parts managers of the dealer- 
ships named, were also charged 
with violating the Sherman anti- 
trust act in the same indictment. 
The associations are said to be 
composed of wholesale and retail 
dealers of Chrysler Corp. parts 
and engines in the state of Wash- 
ington. The corporate defendants 
are authorized wholesalers of the 
same products. 
There was no comment from 
corporation spokesmen in Detroit. 
Names of defendants (individ- 
uals’ names in parentheses) are: 
Chrysler Assn. Parts Wholesalers, 
Northwest region; MoPar club; S. 
L. Savidge, Inc. (W. G. Powell and 


Truck Drivers’ Strike 


Averted in Chicago 

CHICAGO.—A strike that would 
have paralyzed trucking here was 
staved off last week by a truce be- 
tween union and trucking company 
representatives. The strike would 
have resulted in 14,000 truck drivers 
walking out. 

Terms of the truce called for re- 
newal of negotiations, with a stipu- 
lation that any wage increase sub- 
sequently agreed on will be retro- 
active to Jan. 1. Differences be- 
tween companies and union men 
were declared “narrowed down con- 
siderably.” 


John Munster); American Automo- 
bile Co. (Stanley Sayres and Ralph 
W. Hanson); Commercial Automo- 
tive, Inc. (Frank L. Hawkins and 
Carl J. Brush), all of Seattle; Win- 
throp Motor Co. (George W. Miller 
and Stanley Peterson), Tacoma, 
and Riegel Bros., Inc. (Dee R. Rie- 
gel and T. H. Naismith), Spokane. 

The indictment charges that on 
or about November, 1946, the de- 
fendants entered into a conspir- 
acy to fix the prices charged by 
wholesale and retail dealers for 
replacement parts and engines 
for installation in Chrysler Corp. 
vehicles. 

It was also charged the defen- 
dants conspired to fix the control 
discounts granted to independent 
garages, repair shops, service sta- 
tions and fleet customers on sales 
of parts and engines. 

It was further alleged that, pur- 
suant to the conspiracy, three sep- 
arate price increases on replace- 
ment parts and engines had been 
agreed upon and put into effect in 
| Washington during the period from 
November, 1946, through July, 1948. 

Commenting on the grand jury 
action, Atty. Gen. Tom Clark 
said in Washington: 

“It is particularly important that 
the sale of replacement parts and 
engines for automobiles be freed 
from price-fixing conspiracies of 
this nature, in view of the inabil- 
ity of many persons to buy or pay 
for new cars, and the necessity 
of purchasing replacement parts 
and engines in order to keep exist- 
ing automobiles in operating con- 
dition.” 





Dealer Memorial 
To Sloan Rises 
To $1,250,000 


CHICAGO. — William C. Stanlik, 
secretary of the General Motors 
dealers’ appreciation fund, reported 
here that GM dealers as of Dec. 
29 had contributed $1,250,000 in the 
campaign honoring Alfred P. Sloan 
jr., chairman of GM,-. and saluting 
his many years of keen interest 
in cancer research. 

Stanlik, vice-president of Frank- 
lin-Weber Motors (Pontiac), de- 
clared further that the returns in- 
clude only about one-half of GM 
dealers. When donations by the 
others are computed at the end of 
this month, he said, the total will 
be greatly in excess of the amount 
counted up to now. 

A testimonial dinner, supplement- 
ed by a speaking program, will be 
held Feb. 7 in honor of Sloan at 
the Waldorf-Astoria hotel in New 
York, Stanlik announced. 

Speakers at the event will in- 
clude Charles F. Kettering, re- 
search chief of General Motors; 
Dr. C. P. Rhoades of the Cancer 
Institute, and Sloan, among others. 
Honor guests will be top officials 
of GM and leaders in the field of 
cancer research. 

A highlight of the dinner meet- 
ing will be presentation of a check 
to Sloan for the amount raised by 
the GM dealer appreciation fund 
up to that time. 


Ford Sales School 
Attended by 43 


DEARBORN.—Forty-three young 
men are attending the 13th session 
of Ford’s merchandising school 
which opened last week, according 
to L. W. Smead, assistant general 
sales manager. 

Two students from Cuba and 
one each from Argentina, Colom- 
bia and South Africa are enrolled. 
The students, many of them deal- 
ers’ sons, are being given a four- 
week training program to prepare 
them for responsible dealership 
jobs. 

A major part of the instruction 
is conducted by sales department 
heads. John F. Heflin is director 
of the classes. 
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AUTOMOTIVE NEWS, JANUARY 10, 1949 
State Bans on Closed Shop Ruled Constitutional .. . 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 





Week Week dan, 1 dan. 1 
Ended Same Ended Total to to 
Jan, 8, Week Jan. 1, Jdan., Jan. 10, Jan, 8, 
1949 1948 1949* 1949 1948* 1949 
CHRYSLER .......... 23,216 18,249 16,969 23,216 20,529 23,216 
re 3,140 2,359 2,121 3,140 2,833 3,140 
_. ._ SEA 2,693 1,940 1,833 2,693 2,821 2,693 
BD Hb66s Sstieccdvda 6,722 5,304 4,806 6,722 6,722 
eee 10,661 8,646 8,209 10,661 9,012 10,661 
aerate 20,444 16,682 16,726 20,444 16,314 20,444 
Pa decreseee ue cess 16,294 12,816 12,891 16,294 12,816 16,294 
EEE oewevrreewwve 1,079 650 1,155 1,079 782 1,079 
BED -weewuwes ta9:0 3,071 3,216 2,680 3,071 8,216 3,071 
GENERAL MOTORS... 13,420 31,821 15,695 13,420 33,299 13,420 
ST 5,649 5,879 6,403 5,649 6,045 5,649 
pebecccsesene 1,603 1,418 1,752 1,603 1,708 1,603 
OEE 6 6.60veveens 1,300 15,711 1,051 1,300 15,711 1,300 
Oldsmobile .......... 4,816 3,506 4,166 4,816 3,651 4,816 
UND: Bb dcedslscces 52 5,307 2,323 52 6,184 52 
KAISER-FRAZER .... 1,780 -5,296 _......... 1,780 6,004 1,780 
Ae 757 BGR cesceeee 757 2,207 157 
PE: Sas cece ov nets 1,023 SERA once. 1,023 3,797 1,023 
ES 6 5 68% Faas 425 318 260 425 390 425 
Ey sc uVorse oe hos 4,326 2,469 3,761 4,326 2,856 4,326 
ES Rvbrh ode sss peas 8,022 2,842 2,800 3,022 2,842 3,022 
I, die obo a0 4-06) obey . 1,518 ne  ‘elneny eee aaeiaen 
STUDEBAKER ....... 3,503 3,107 2,937 3,503 3,107 3,503 
a 1,154 687 1,207 1,154 815 1,154 
Total Cars, U.S. .... 71,290 82,989 62,958 71,290 88,174 71,290 
+Station wagons and Jeepsters, *Revised. 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 


Week Week dan, 1 dan, 1 
Ended Same Ended Total to to 
dan, 8, Week Jan. 1, Jan., Jan. 10, Jan, 8, 
1949 1948 1949* 1949 1948* 194: 
CHEVROLET ......... 7,550 5,778 2,662 7,550 5,778 7,550 
EMPUEMEEE, cccscccccces 60 233 35 60 251 60 
OE TEs eweres ew — seve 209 Sse 209 sonidek 
EPR ekS CaN 8665 ees 50 80 37 50 80 50 
ED 0 dibs. hte’ 3,741 2,988 3,168 3,741 3,585 3,741 
SES 5 icin: garwirin dds. avenenes RO oe — |. fee 
EE 0 sGbve cs eedesd de 4,408 4,726 3,601 4,408 5,868 4,408 
SR diss tanta sion wae sss 623 1,953 319 623 2,953 623 
EE: S06 sls wine ciate olacaisaes ee a ee 
INTERNATIONAL 3,271 3,428 3,264 8,271 4,108 3,271 
ERY @ Salad dade dU 03 119 385 lll 119 385 119 
Sirs /e'y> bh £6-6'd- 0 6-409 101 454 120 101 454 101 
STUDEBAKER ....... 1,600 1,600 1,477 1,600 1,600 1,600 
Wavbad~ cece aves 223 419 225 223 419 228 
PED lui dine wiciele-ee 1,571 2,160 1,468 1,571 2,553 1,571 
MISCELLANEOUS 411 347 328 411 444 411 
Total Trucks, U.S. 23,728 24,990 16,942 23,728 28,917 23,728 
Total Cars, Trucks 
Raila eb 0:6 so. aici 95,018 107,979 79,900 95,018 117,091 95,018 
Total Cars, Trucks 
‘katate Ga =) 5,429 4,931 4,316 5,429 5,353 5,429 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....100,447 112,910 84,216 100,447 122,444 100,447 


*Revised, 
Drive, Sterling, Nash, etc. 


Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


61 


T-H Repeal Drive Jolted by High Court 


(Continued from Page 2) 


the court’s staunchest progres- 

sives. 

Following issuance of the court 
ruling, the Labor department re- 
ported that closed-shop bans were 
in effect in 13 other states—Arkan- 
sas, Delaware, Florida, Georgia, 
Iowa, Louisiana, Maryland, Nevada, 
North Dakota, South Dakota, Ten- 
nessee, Texas and Virginia. 

The closed shop is regulated, but 
not entirely prohibited, in four 
states — Colorado, Kansas, New 
Hampshire and Wisconsin. 

* 


- MICHIGAN, the auto state, 
there is no restriction on com- 






Teamsters Map 
Big Push on 
Chicago Garages 


CHICAGO.—Plans to organize all 
employes of automobile dealers, 
garages, service stations, parts 
houses and tire shop workers on an 
ambitious scale in the Chicago area 
are being made by the International 
Brotherhood of Teamsters—AFL, it 
was learned last week. 

A preliminary meeting of the 
union was held recently, the result 
being formation of an automotive, 
petroleum and allied trades divi- 
sion. A second meeting is scheduled 
here for Jan. 19-21 for purposes of 
organizing the drive for members. 

Of prime concern and a good deal 
of worry to Don Burrows and other 
officers of the Auto Mechanics Local 
701, also an AFL union, is their fate 
in the face of opposition from the 
more powerful teamsters union. 

The teamsters are reported to be 
intent upon including all mechanics 
within the scope of their union. If 
successful, they would render the 
mechanics union inoperative. 

The latter organization is opposed 
to invasion of its jurisdiction, and 
ready to put up a fight for its ex- 
istence, 

The CIO, through local 1 of the 
UAW, entered the picture some 
time ago with attempts to effect an 
overall organization of automotive 
workers, but up to now has made 
no appreciable headway. 

Another effort was made by the 
building service branch of the AFL 
to organize porters and window 
washers in automotive dealer estab- 
lishments. 





* °49 Production Is Off to a Slow Start 


(Continued from Page 1) 


cording to Automotive News com- 
pilations, 
: ” * 

BESIDES sending 1948 production 

to near-record heights, Decem- 
ber ended as the third best produc- 
tion month of the year for U.S. 
plants, being exceeded only by 
March and October. 

U.S. plants during the 23-day 
work period built 370,471 cars and 
103,961 trucks—a total of 474,432 
units. November production was 
only slightly under that total. 

However, the materials expend- 
ed in achieving all-out production 
in the last quarter of 1948 will 
probably result in output in the 
first three months of 1949 averag- 


ing slightly below the December 
total. 

Despite this, vehicle producers en- 
tered the new year full of optimism. 
Many car makers predict a 10 per- 
cent increase in production during 
1949. Truck makers predict that 
commercial vehicle output this year 
will not fall far below the 1948 total. 

+. * ” 

- CAR production does go up 10 

percent this year, it will bring 
total postwar passenger vehicle out- 
put close to 15,000,000 units. 

Canadian production is almost 
certain to fall below the 261,319 
cars and trucks built in 1948. For 
instance, curtailment of export 
shipments because of import and 








Get Rid of Gas Fumes 


SOLVE YOUR GARAGE AND SHOP VENTILATION PROBLEM 
THIS SIMPLE, INEXPENSIVE WAY 


What you have been waiting for—the final, successful solution to your garage 
ventilation problem, all available in a packaged kit, including motor and blower, 


ready to install, 


$187.50 


Complete 
Packaged Kit 
F.O.B. Decatur 


Writé for Circular 
Illustration shows standard kit with 
two extra tube outlets, 





| aged kit for under-floor installation. 


@ Removes gas fumes at source (ex- 
haust pipes. 

@ Simple installation — no change or 
alteration of existing facilities, 

@ Not in your way — instantly in use 
or out of the way when you don’t 
need it. 

@ Saves man-hours and helps keep 
employees. Mechanics have less 
sinus, headaches, etc. 

National also makes a complete pack- 


Literature on request. 
WRITE FOR CIRCULAR 
National System of Garage 





Ventilation, Dept. 83 M 
330 N. Church St. Decatur, Ml. 


World’s Largest Manufacturer of 
Exclusive Garage Ventilating 
Equipment 





exchange restrictions in overseas 
markets forced Ford of Canada to 
lay off 800 of its dominion em- 
ployes last week, 

It was reported that action by the 
South African government limiting 
funds for importation of vehicles 
and other goods would cut Ford of 
Canada’s shipments of cars and 
trucks to that country to about one- 
third of the number that had been 
scheduled, for 1949. 


* * * 


QTEEL MAKERS greeted 1949 
with some caution, but with a 
promise that they would turn out 
more steel than they did in 1948, 


The note of caution came from 
the fact that there was still no evi- 
dence that demand for steel was 
declining. Most opinion was that 
such demand would not begin to 
ebb until about the middle of the 
year. 

Hopes for a higher production 
year in the auto industry are based 
mainly on the assumption that 
other industries will be using less 
steel. 

However, Marshall plan require- 
ments and allocations for military 
Purposes may shoot holes into 
such prophecies. It is generally 
known that vehicle production in 
1948 was achieved with steel sup- 
plies that were on a hand-to- 
mouth basis. 

Most of the prospects of more 
steel during 1948 never did mate- 
rialize., 


Smith Heads C. of C. 


Harry B. Smith, president of 
Harry Smith, Inc. (Ford), North 
Adams, Mass., has been elected 
president of the North Adams 
Chamber of Commerce. 


pulsory unionism practices. Ford 
and Kaiser-Frazer are the only auto 
makers operating under union-shop 
contracts. 

The new Democratic governor of 
Michigan, G. Mennen Williams, in- 
dicated last week he would veto any 
closed or union-shop law enacted by 
the Republican-controlled state leg- 
islature. 

Justice Black’s opinion refuted 
the claims of union attorneys that 
the state laws “indicate a purpose 
to prohibit free speech, assembly 
or the right to petition.” 

The justice emphasized that to-be 
constitutionally valid, state legal 
codes outlawing closed shops must 
also ban “yellow-dog” contracts, in 
which employes agree not to join a 
union. 


Justice Black agreed that it “may 


be true” that the closed-shop bar- 
riers “weaken the bargaining power 


of unions and correspondingly 


strengthen the power of employers.” 


“But there are other matters to 


be considered,” he said. “The state 
laws also make it impossible for an 
employer to make contracts with 


company unions which obligate the 


employer to refuse jobs to union 
members. 
“In this respect these state laws 


Chrysler Closes 
Detroit Branch; 
Bliss Takes Over 


DETROIT. — David A. Wallace, 
president of Chrysler division, an- 
nounces termination of Chrysler 

og Detroit Co., which 
since 1930 has 
been operated as 
a factory branch, 
and the appoint- 
ment of Bliss Mo- 
tors, Inc., a new 
company, to rep- 
resent Chrysler 
and Plymouth as 
direct retail dealer 
and parts whole- 
saler in this zone, 
occupying the 


a 





C. H. Bliss 


same facilities, 

Bliss Motors, Inc., of which C. H. 
Bliss is president, has purchased 
the entire assets of Chrysler Detroit 
Co. Operation of the new concern 
began on Jan. 3. Bliss said that vir- 
tually the entire personnel of Chrys- 
ler Detroit was retained. 


The closing of Chrysler Detroit 
Co. and establishment of a direct 
dealership operated by an indepen- 
dent concern is in line with Chrys- 
ler’s policy of drawing away from 
the retail business when possible, 
Wallace said. It conforms to the 
decision of the company, made some 
years ago, to abandon all distribu- 
torships and place each outlet on a 
direct basis, he added. 

Bliss has been in the automobile 
business 25 years. He started as a 
dealer in Flint in 1914, carrying the 
Oakland line. 

The building which Bliss Motors, 
Inc., takes over extends from Wood- 
ward Ave. through to Cass Ave., 
with its southern boundary formed 
by Antoinette St. The total area is 
112,368 square feet. There also is a 
large lot on the south side of An- 
toinette, 





Packard’s ’48 Output 
Firm’s Second Best 


DETROIT. — Packard set a 
new monthly production record 
in December and scored its sec- 
ond-highest annual total in 49 
years by turning out 98,898 cars 
in 1948, according to President 
George T. Christopher. 

The year’s mark came within 
a few weeks’ reach, at the De- 
cember output rate, of the com- 
pany’s alltime yearly peak of 
109,518 units set in 1987. Only 
the loss of 41% days’ produc- 
tion—40 due to shortages, shut- 
downs and supplier plant strikes 
—prevented the company from 
equalling or exceeding the 1987 
figure, Christopher said. Deéem- 
ber’s total of 11,918 cars was 
the sixth time since last March 
that Packard surpassed its own 
monthly output records. 

























































protect the employment opportuni- 
ties of members of independent 
unions. This circumstance alone, 
without regard to others that need 
not be mentioned, is sufficient to 
support the state laws against a 
charge that they deny equal pro- 
tection to unions as against em- 
ployers and non-union workers.” 
+ * * 


Twin Cities Shop Accords 


Now Meet Wage Law 
MINNEAPOLIS.—Both the Min- 
neapolis and St. Paul auto dealer 
associations have revised their con- 
tract agreements with CIO union 
locals to bring the contracts into 
agreement with provisions of the 
wage and hours act calling for a 
five-day work week ending Friday. 
Heretofore dealers in the Twin 
Cities, in accordance with union 
wishes, have been ending the work 
week tor mechanics and other em- 
ployes on Wednesday and 
payrolls on Friday. Under the re- 
vised terms, the week will conform 
with wages and hours regulations 
and payrolls will be met on Tues- 


8. 

Both dealer groups feared they 
might be taxed time and one-halt 
on time and one-half should Satur- 
day remain in the middle of the 
work week as had been done. Pay- 
ments will be made Tuesdays in- 
stead of Friday and Saturday, as 
the union contract calls for no more 
than two days lapse before pay- 
ments are to be made following end 
of the work week, 

It is believed that the new ruling 
brings the contract into complete 
agreement with wages and hour 
provisions and a recent U.S. Su- 
preme court decision. 


Buick Officials 
Chart *49 Plans 


FLINT.—Ivan L, Wiles and Otis 
L. Waller, Buick’s general manager 
and sales manager, reviewed the 
company’s 1949 sales, production 
and distribution plans at a meeting 
of regional and central office sales 
executives here last week. 


‘Classified Want Ads 


(For Rates, Etc., See Next Page) 








Kindly Acknowledge 


Advertisers availing themselves ef this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 
SS 


HELP WANTED 


motive News, Detroit 26.0 eek. 

SERVICE MANAGER, capable of handling 
customers and men in new, superbly 
equipped, modern motor building. Desir- 
able climate, strong organization, El Paso 
Motor Company, Kaiser-Frazer Distribu- 

MONEY - MAKING OPPORTUNITY for 
salesmen, Quick selling specialty, Every 
service station or garage needs two or 
more. Write for information about our 
tested sales plan. Angel Sales Company, 
manufacturers of automatic attachments 
for Buckeye Nozzles, 43 School Street, 
Yonkers 2, N. Y. 

WANTED: TOP-NOTCH SERVICE MAN- 
AGER and MECHANICS. Lincoln-Mer- 
cury dealership located in Florida city 
of 30,000. Excellent pay and bonus, 

2757, c/o Automotive News, Detroit 26. 

SALESMAN-SAFETY SUPERVISOR—Pret- 
erably located in Central Ohio, with good 
automobile, wanted to travel several 
states, selling transportation service to 
automobile dealers and distributors. All 
expenses paid. State present position, 
age, experience and desired salary. Box 
2764, c/o Automotive News, Detroit 26. 


EXPERIENCED AUTO SALESMAN want- 
ed by G.M, dealer in metropolitan Detroit 
area, If you are (1) interested in mak- 
ing a permanent connection with an 
aggressive organization; (2) qualified to 
handle fleet and special accounts along 
with house business, you should be inter- 
ested in replying to this ad. State age, 
previous experience, education, nation- 
ality, and wages expected. Box 2767, c/o 
Automotive News, Detroit 26. 

EXPERIENCED PARTS SALESMAN 
wanted by G.M. dealer in metropolitan 
Detroit area. If you have a successful 
background of selling and know G.M. 
parts you will be interested in what we 
have to offer. In reply state age, pre- 
vious experience, education, nationality 
and wages 2768, c/e 

Automotive News, Detroit 26, 

































































SA -O Able, 
middle-aged man with successful whole- 
sale record with cars, trucks, buses in 
field and office desires suitable position. 
Twelve years with one manufacturer, 
Office and managerial ability in addition 
to being sales producer, Highest refer- 






| USED CARS FOR SALE 



















SMALL FLORIDA DEALERSHIP—Excel- 










ences. Box 2755, c/o Automotive News, f 60,000 population, 

Detroit 26, rood Naliding ae a highway, well Member Member 
GE MANAGER AVAILABLE, with uipped, immediate possession; will sac- | N-A-A-P-A 9 N-U-C-D-A 

experience covering all phases of dealer- ice. Box 2761, c/o Automotive News, | $2.50 Unsold $10.00 If Sold 













Detroit 26. 


ship management. Would like to join up 
CAR-TRUCK DEALERSHIP — Quota 150 


with a reputable dealer now merchandis- 







GOOD SALES 















ing a popular make car. A proven pro- FRIDAYS 

ducer of sales volume and profits, good| Units. Building 6.500 | a — SOUTH BEND, IND 

ideas, and an appetite for hard work.| 9,000 square feet. Em. Ot GREENS ’ : 
last year, trucks only, $20,000. Excellent SATURDAYS 


South, or southwest location preferred. 
Write Box 2759, c/o Automotive News, 
Detroit 26. _ . 
SALES MANAGER. General Motors experi- 
ence. Excellent operator, Alert, dynamic, 





service setup. Modern lubritorium. $18,000 
inventory. $48,000 building and lot. $7,000 
equipment. All for $70,000. Can 
financed. Located in New “Jersey, 65 
miles New York, 50 miles Philadelphia. 


WALKERTON, IND. 


ay A mal _— 
eservations, etc 
Phone South Bend 2-1897 

















efficient. Handle large or medium-sized | Owner ill. Must sacrifice. Box 2765, ¢/o ° 

deal, Finest references. Box 2763, c/o Detro Be 

Automotive News, Detroit 26. Automotive News, it 26. South nd Auto Auction 
ACCOUNTANT-OFFICE MANAGER. Gen- Co., Inc. 

eral Motors and Ford experience. Finan- Wm. P. "Wild Bill Donker . . . "Boss" 

cial and income tax experience. Will Vern "'Fat-Boy" Slater... Crier” 


DEALER WANTED 


Truck franchise available at Orlanda, Fla., 
for well known make of motor trucks, 
building complete line of units % to 35 
tons. Dealership can be acquired with 
approximately $5,000 outlay by party with 
sufficient capital to handle $25,000 invest- 
Territory offers excellent profit po- 
For full information contact: 


leave Detroit. Salary $100 week and " * " 
bonus, Box 2760, c/o Automotive News, America's Ace Team 


Detroit 26, 
0) MANAG Motors ex- 
experience 






















DOC GREINER'S 
BIG AUCTION _ EVERY THURSDAY 


Teleg rope Road, Rt. 24 
At the O io-Michigan Line 
One mile north of Toledo 


Col. Cari Marker, Auctioneer 
Auction Phone on Thursday, Ki 2675 
Business Phone, Adams 6397 
80 Cars on hand for Wholesale at All Times 
Flying Dutchman, Inc. 


Madison & 17th Sts. TOLEDO, OHIO 



















ment. 
tential. 


S. D. MENDENHALL 


Factory Sales Representative 
P. O. Box 2188 HOLLYWOOD, FLA. 





CAR AGENCY 


Authorized new car ‘ ular make, 
metropolitan area. Donte a service 


Sea “r —— eae agency 


“TB. B. BARTON, INC. 


100 W. 42nd St., New York 
Telephone BR 9-1247 























1949-1935 





























tn in. automot Wholesale Buyers 
jufacturers’ agent. Baldy Hall Doesn't Love Any Car! 
Ready for etn now. | Box 2768, ¢/o He'll Sell Them All 111 
[ DEALERS WANTED eos Detroit Headquarters for 
G.M.—PLYMOUTH—FORD, in California, Out-of-Town Dealers 
, will buy all oe pert Will nonslaue iso. | '00—New or Clean Used Cars—100 
car franchise and up. Have ample Contact George Sitler, Mgr. rt A L L-D Oo D D S 


BURTRUM MOTOR COMPANY 







b— factory top references, Re- vaca oo. ae anone 
poe . . " 
plies held in strictest confidence. Box| 5.. phone: 989 Res. Phone: ti2i-m | 2rdan 4-580! 21500 Woodward 


DETROIT 






USED CARS WANTED 




































fej 

‘: reasonable size deal considered. - ANTED—1948 1949 cars. Phone or 

Fi autp sine pacuitie. Write L, A. Rice,| wire Anderson Auto, Peoria, Ill. 

5 seat een, Cite. O-CYLINDER CROSLEY. Any body AUTO AUCTION 
WANTED: Word or General Motors fran- Style. State condition and price. Box 








TIM ANSPACH 


Albany, N. Y. 


2758, c/o Automotive News, Detroit 26. 


ANTED—1936-37 Cord Cag Sig 
Monson, 4631 W. 7th, Duluth, 



















































‘ SALE in USED CARS FOR SALE 
Northern Michigan town of 15,000." Ap- gs 
, long lease at attractive rental. 
ment andvieae bad ingoremens’ ai! A\ U CT |ON 
1968 net prods $25,000. Very good reason (Auto Dealers Only) WHOLESALE 


EVERY WEDNESDAY 


JOHN CORRIGAN 


1949-1940 AUTOS 


IMMEDIATE DELIVERY 





Metropolitan 










Auctioneer 
D 7 hi GEO. CASSIDY ALL MAKES AND MODELS 
wa are ip Manager SPECIAL PRICES TO 





QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


“Philadelphia's Largest Used Car Dealer" 
4539 CHESTNUT ST. 
Wire or Phone ALlegheny 4-4450 





+ + + now handling Hudson, in large mid- 
western city of over 300,000 population; 
400-car quota, completely remodeled 
building, perfect location in downtown 
loop. Doing large business. Good-sized 
used car lot in conjunction. Substantial 
1 service, parts and accessory business, both 
fy retail and wholesale. Completely modern- 
Hi ized service department. Approximately 
| $75,000 will handle. Owner selling be- 







Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So, Exchange Ave. Chicago, Iii. 
“Chicago Is the Place to Buy Your Cars 







































5 Sammeton paws |e PHILADELPHIA'S 
: FRANCHISE FOR SALE: Real money- KEN SCHAEFER'S AUTO AUCTION 

















The Only Indiana 
AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Road of America 
Mg yy ten 4 INDIANA 


j making franchise located in a southern 
t California city, population of 285,000, 
with sales territory of nearly 1,500,000 
within 20 minutes drive from agency. 
Gross profit in 1946, $60,000; 1947, $123,- 
000; 1948 to date, $175,000. Marvelous 
financial future—franchise 700-car con- 
tract. Retailing 80 to 125 units, new and 


EVERY TUESDAY ...11 A.M. 


6 
HARRY D. GILBERT 


Automobile Auctioneers 






















po rae fh aga 6600 N. Broad St. Phila., Pa. 

real — sees ey =. ° 

2758, c/o Automotive Soon, “Detroit 26 EX-TAXIS 1946-47 Plenty of Cars and Buyers 
$45,000 BUYS POPULAR ‘new car and * oa * 





Cree PLYMOUTH 
PACKARD SEDANS 


A 
UANTITY OF 4 TO 1 
EXCEPTIONALLY GOOD CONDITION 


Tel. Livingstone 8-3000 





















































: uring. — bisa, c/o yo News, R. A. AGENCY 
; three. 200-ear quota. Economically SHerwond TiTtE Pit 30, PA. WHOLESALE!!! 
; Requires substantial cash. No 1946 to 1949 Cars 

er er | Fleetwood, Modal 70°1047, equipped, with Sam Greenfield Co. 


hydromatic drive, radio and heater, Mile- 
age 21,000. Perfect condition. Original 
cost, $5,200. Contact Business Office, 
Westminster College, Fulton, Mo. for | 
sale price or further information. - 7 


including two 
ig oe (4 tenants). Beautiful sec- 
/ town. $38,000. Write or 
Sait’ cas 7th and Front St., Mil- 
: Pennsylvania. 






6619 Euclid Avenue 
Clevelan 
Phone UTah 












PHILADELPHIA, PA. 
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Pa WANT AD aaa 
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USED CARS FOR SALE 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 


Located 6 miles North of Lancaster, Pa 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 
a 
BUSES WANTED er. 7 


NEW SCHOOL BUSES—48, 54, 60, 66- 
passenger, any make, Give full details, 
including price, in first letter. Box 2762, 
c/o Automotive News, Detroit 26. 


BUSES FOR SALE 


SCHOOL BUSES. New: Chevrolet, 48 and 
60-passenger, Hicks & Superior bodies. 
Used: Chevrolet-Ford-GMC—48 to 60- 

1939 to 1946. Will 


Phone 233, Ebensburg, Pa. 


USED CARS FOR SALE 


AUCTIONEERS 
BUY FROM US! 


WHY DON'T YOU? 


Eliminate the 
Auctioneer! 


* 
NO MIDDLE MEN 








New Dodge School Buses 


Buy Direct From WAYNE OR CARPENTER BODIES 
MIDWEST'S LARGEST 


WHOLESALE DEALER 40 Passenger Bodies on 200” 


° dl 

1¥%-Ton Chassis ............ $2,995 
500 — Cars — 500 5 
SOLD WEEKLY 46 Passenger Body on 220 

OE SED Sev cseeasareda $3,995 


CHICAGO AUTO MART 


5325 Broadway CHICAGO, ILL. 
LOngbeach 1!-2937 


R. J. Chamberlain Motor Co. 


344 S. SCHUYLER KANKAKEE, ILL. 
















CHARLIE THALE'S 
THE ONLY 
QUINCY AUTO AUCTION 
(For Dealers Only) 
In Continuous Operation Since 1947 


EVERY FRIDAY 
Held at Broadway Motor Mart 


3200 Broadway—Te!l. 3200—Quincy, Ill. 
(11. Rt. No. 104 at 32nd St.) 
Roy Thompson and Joe Russell, Auctioneers 


FOR SALE 
New 1948 Model Bus Chassis 


We have a substantial stock of new 
1948 Model 161” and 199” Chevrolet 
Bus Chassis, 158” and 194” Ford Bus 
Chassis, and 195” K-5 International 
Bus Chassis. 

These Chassis are all new and avail- 
able for immediate delivery, f.o.b. 
Lima, Ohio. For complete details, 
prices, etc., write wire or call 





(Goodwill be aoe = Fees on Superior Coach Sales 
Comp pany 
2335 N.W. |2th Stree 
OKLAHOMA ein 7, OKLAHOMA 
AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


Y_ Mile East of lilinois State Line 
On Route 30 


EVERY FRIDAY I! A. M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy — Dealers Sell 


FOR SALE 
NEW BUSES 


10—Model 4162 Superior School 
22—-Model 4209 Superior School Type 
All of the above are mounted on 
New 1948 Model Ford Bus Chassis, 
some with heaters and some without. 
All have the following special equip- 
ment: Directional signals, front and 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation 
furnished. Call early for reservations. 
Transports available to move cars. 
GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


rear, combination tail and stop light, 
fire extinguisher, first aid kit, reflec- 


Phone 4111-4051 DYER, IND. tors, beaded stop arm, flags, flares and 
Res.: Lansing, Ill. 730 and fusees. Models 4162 have six rows of 
Lansing, Ill. 107R forward facing school seats and Models 


4209 have eight rows of forward fac- 
ing school type seats. 


These buses are available for imme- 
diate delivery, f.o.b. Lima, Ohio, at 
attractive price. 


Write, Wire or Call 


Superior Coaches of Texas, 


Inc. 
Phone Central 2533 
TEXAS 


AUTO AUCTION 


DEALERS ONLY 


Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 
3409-11 Main St. 


* DALLAS 1, 


Weekly Prices Mailed on Request. 


MANEY MOTOR CO. 


Murfreesboro, Tenn. 


TRUCKS WANTED 
WANTED TRANSPORT TRAILER—Prefer 
Whitehead & Kales, tanker type, dual 
wheel, 34 or 35 feet. Call or write Morris 
High, Phone 4-1320, or P.O, Box 68 
Little Rock, Ark. 
TRUCKS FOR SALE 
TWO NEW DODGE 1-ton, model D-116 
Montpelier Urban panels. 750x16 8-ply 
tires, prime color. Two new Dodge 1-ton, 
model D-116 Schnabel panels. 750x16 
8-ply tires. Two new Dodge 1-ton, model 
D-126 Oltman-O’Neill panels, 750x16 
6-ply tires. One new Dodge 3-ton, model 
B1-VA-136 tractor. 1000x20 12-ply tires. 
Immediate delivery. Steudel Motors, oy 
8620 Lorain Ave., Cleveland 2, Ohio, 











DEALERS' 
AUTO AUCTIONS 


WHEELING, ILL. 
25 Miles North of Chicago 
Every Friday . . . 12 Noon 
Phone Wheeling 348 











New Highway Semi-Trailer 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon Tanger tt Oe A irates 
Every Monday . . . 12 Noon 

Phone X-1573 $2,995.00 





R. J. Chamberlain Motor Co. 


bey S. SCHUYLER KANKAKEE, ILL. 


JOHN CORRIGAN, Auctioneer 
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and 
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3431 N. 15th 
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PARTS FOR SALE 
—_— 
FORD PARTS shipped _ ‘anywhere. Call, 


PARTS FOR SALE 
COMPLETE STOCK of new and used auto 


TRUCK EQUIPMENT WANTED 


write, phone. Tranter-Williams Motors, parts for every make and model. We complete less instruments. F.O.B. Corsi- 
Inc., 4016 Allston Ave., Cincinnati 9, have many late model hard-to-get parts cana, Texas, $350. New Dodge power 
Onio. Melrose 7275-6-7. and a good stock of the scarce older wagon windshield cowls. F.O.B. Corsi- 

parts. Fenders, doors, quarter panels, cana, Texas, 35. L. A. Vaughn Mo- 





motors, transmissions, rear ends, etc. 
Call us or mail a list of the parts you 
-— Will ship immediately to any part 

e country. DIEHL WRECKERS, 
t771- 5 Plymouth Rd., Ann Arbor, Mich. 
Phones 2-2327 and 2-0314. 


OLDSMOBILE 


tor Co., Highway 75 at 6th Ave., Corsi- 
cana, Texas. 


ACCESSORIES FOR SALE 


FORD 


GENUINE PARTS 


Buy a Little or a Lot of Scarce Items 
at ‘attractive Trade tarmac ananae 
rvice 


—Authorized Ford Parts Distributors— 





ee HEATERS with defrost- 
ers . 
cars and trucks through °48, Chrysler 
products and aeay older models and 


BOULEVARD MOTOR CORP. ae ee ee es ee 
each. 
2392 BBulevard PARTS AT WHOLESALE F.0.B. LaCrosse. Check with order. 
Jersey City, N. J. The eae Lee Sots DAHL MOTORS LA CROSSE, INC. 
Unit es LA CROSSE, WISOO’ 
Delaware 3-3400 INCLUDING (SHEET METAL, FRAMES a 





HARD- SoceT PARTS 
HYDRAMATIC PARTS AND SERVICE 
CENTER 





SHOP EQUIPMENT FOR SALE 


Mail Your Order or Wire Us Collect bins, hundreds in stock, set up, wrapped 
SHIPMENTS MADE PROMPTLY and cartoned for immediate delivery. We 
also have available new and used lockers 


KAISER BROTHERS py y Ry — A H A erin 


ers, Lyon tool toters, tool stands, 
storage cabinets, drawer files and on 
dreds of other items too numerous 
mention. We ship everywhere. Write for 
“‘In Stock’’ bulletins and tell us what 
items in particular you require. All re- 


Woody Pontiac 


Largest Pontiac Parts Dealer 


in the Midwest 
e Prospect 233! 


We Carry a Large Stock of 1540 5. Figueroa St. 
Fenders, Grilles, Doors 


and Panels WHOLESALE PONTIAC PARTS, large 
e stocks of hard-to-get parts, body and| quests cheerfully acknowledged. Rs 
fender parts for all models. Fast service, | stock what you sell. 
SEND US YOUR ORDER liberal discount. Walter H. Schultz Equipment 3400 W. Fort o. 
FILLED SAME DAY RECEIVED Pontiac, 16-20 Passaic St., Trenton 8,| Detroit 16, Mich. Telephone TAshmoo 
o 


New Jersey. 5-2310. 
12140 JOS. CAMPAU 


TWinbrook 1-600 MARGOLIS |PARTS TABLES 


BUICK PARTS AUTO SALES (30) 
* 2 

“WORLD'S LARGEST DEALER ee eee Used ... Good Shape 

OF GENUINE BUICK PARTS" One of the Largest Chrysler Parts = 

Dealers in the Midwest Miscellaneous Risers and Baskets 


© Dividers - Clips - Label Holders 
WE CARRY A LARGE STOCK OF 2 With Gasket Drawers 
FENDERS, GRILLES, DOORS, PANELS 
$38.50 Each 


Genuine Mopar 


Send Us ee Order Whole Lot $895.00 
| WEST PARK CHEVROLET 


Los Angeles 15 








DETROIT 12 





Wholesalers: We Are Quantity 
Shippers ...Same Day Service 
On Mail Orders and Inquiries 





All Shipments on C.O.D. Basis 
We Ship Anywhere 





* 
15315 Lorain Avenue 
ROBERTSON BUICK CO. ety ae CLEVELAND 11, OHIO 
“EDGE OF THE LOOP” real | Clearwater 2200 


1000 S. Wabash 
CHICAGO 5, ILL. 
Phone WABash 1030 


TWinbrook 2-7500 














MISCELLANEOUS 





TRUCK EQUIPMENT FOR SALE 
IMMEDIATE DELIVERY 


Automatic BraKinGs 
Arrows - - - Tow Pilots 


"1949 Model Fulton 


(Adjustable Jaw) 
Bumper to Bumper 
o s . 


Fire Extinguishers, New, Surplus, 


OLDSMOBILE 
And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


NEW TRUCK CABS 


FORD ’42-'47, Complete 
FORD °48-’49, All Models 
CHEV. ’41-’47, All Models 
CHEV. '48-'49, All Models 


CHEV. & G.M.O, C©.0.E., All Models 


All T - « » Save 50%! 
Hoods Core Supports Complete Front End Assemblies wa: ee 
etiiee Including front fenders, headlights, Sofety Chains 
oe Shock Absorbers parkin ~ _—— = "grille assem- 
oods. These units 
Sa Steering are axe semmplete, ready for installation, for Tow Bar Sales Company 
Fuel Pumps Cluteh Parte FORD °48-'49 Models F-1, ctory Distributors 
CHEV. °47-°49 %-1-1% and 2 ton 100 So. CLINTON CHICAGO 6, ILL. 
And Other Items DE 2-0700 AN 3-8888 - DO 3-8373 


WANTED 
Truck cabs and front end assembliles. 


CHICAGO TRUCK SALES 
4545 W. Madison St., Chicago 24, Ml. 
Telephone MAnsfield 6-7772 





SELMI MOTORS, INC. 


LARCee OLeeony PARTS 


USED CAR 
PROBLEMS? 


,| Can You— 





St. Philadelphia, Pa. 
Tel. Baldwin 9-0352 and 9-7295 | 





Remember... Every Wednesday 
at 12 O'Clock 


DETROIT'S BIG INDOOR AUTO AUCTION 


(Room for 150 Cars . . . Inside Heated Sales Arena) 
Right in the Heart of Downtown Detroit 


COL. BILL NAGY, Auctioneer - - - SAM GOODMAN, Manager 


Aptco Auto Auction 


124 SPROAT ST. DETROIT, MICH. 


| , ; ‘ 
| Estimate used car selling prices? 
Figure conditioning costs? 

Determine the right allowance 





on used cars? 

Repair the used car fast and 
economically? 

Advertise for the least cost— 
efficiently? 

Select used car sales locations 
for best results? 

Organize a hard-hitting, result- 
getting sales force? 


Analyze why some cars won't 
sell? 






- - - TE. 3-3129 






| The Happy Swede Invites You To... 
Two of the Finest Auctions in the icine’) 


lf you are not 100% on these, 
you need our course in 


Used Car Merchandising 
$15.00 . . . Full Price 


Every Friday 
at 12 O'Clock 
665 W. GOODALE 
COLUMBUS, OHIO 
MAin 4307 


Every Tuesday 
at 1 O'Clock 
4500 N. MAIN 
DAYTON, OHIO 


Taylor 8441 Mail check or money order to 


AUTO SALES & SERVICE 


- $5.00 N ALE 
a HOF 303 W. Main 


$10.00 SALE . 





Puyallup, Washington 





NEW DODGE POWER WAGON CABS 


SHOP EQUIPMENT FOR SALE ~— 








IMMEDIATE DELIVERY—New steel parts 
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MISCELLANEOUS 


Building? Remodeling? 


on Efficient LAYOUTS, Attrac- 


ENGINE REBUILDING — Crankshaft 
Hughes Motor Co., Inc., 
St. Lynchburg, Virginia. 

ri crea | five DESIGNS, “Custom-bullf” Planning. Profit 
ANTED — ive "'Custom-built"’ anning, 

nee camer Cars, Ecosmpantaes 68 oe experience of hundreds of Dealers’ Build- 
Blackwell, Dover, N. J. ings. 

AUTO BUILDING DESIGN & LAYOUT 





NEON OLDSMOBILE SIGN, 3x4 feet—$85. 
Kent-Moore wheel aligner, ramp type— 


$195. Jerome Oldsmobile, Pontiac, Mich. 


SERVICE 
BOX 71, DETROIT 20, MICH. 





BUY YOUR STOCK OF USED CARS 


AT OR 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 


RONALD D. WEST — Owner 
JOS. E. JOHNSON — Auctioneers — TEX RICKARD 


ASK FOR OUR WEEKLY MARKET REPORT 





EVERY THURSDAY — 12 NOON 


WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 


2300 READING ROAD OHIO 


CINCINNATI, 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 





BUSES — IMMEDIATE DELIVERY 


We have for immediate delivery 9 brand new Chevrolet Buses with 
capacity of 48 children or 32 adults, fully equipped with all modern 


Below Dealers’ cost. 


safety devices and extras. 


WRITE OR CALL 


TWIN TOWN CHEVROLET, INC. 


NORWAY, . MAINE 
Telephone Norway, Maine 104 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [(_] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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“COMMON SENSE....IMAGINATION....AND OUR 


NEW CARS AT CHRYSLER CORPORATION 


As we see it, we shoulder great responsibility to 
the public when we introduce new cars. 


We try to be the first to see the basic needs of 
the car buyer... and to meet them with imagina- 
tion in research and engineering, and, at the same 
time, with common sense. 


It began a generation ago when we introduced 
all-steel car bodies. It continued in 1924 when we 
pioneered hydraulic four-wheel brakes and the high 
compression engine. Our basic advances such as 
Light Weight Pistons in 1929 that made possible 
the high speed motor . . . sensational Floating 
Power in 1932 followed by ... Fluid Drive, safety- 
rim wheels, super-cushion tires . . . these and many 
others were great forward steps in automobile safety, 


comfort and performance. 


Our engineers had the creative imagination to 


BY K. T. KELLER 


PRESIDENT, CHRYSLER CORPORATION 


develop these advances .. . and the common sense 


to know that they were needed. 


Within the next few weeks, we will introduce still 
further basic automobile advances in our beautiful 


new Plymouth, Dodge, De Soto and Chrysler cars. 


Again, as in our models past and present, you 
will find the improvements that are needed, the 
advances that call for imagination in engineering 
and research, And you will also find plenty of good 


common sense, and good taste! 


Again, you'll be able to see over the hoods, and 
out of the rear windows. You'll get in and out with 
ease. Again there'll be room for your hat. Seats will 
be wider—yet the cars will fit into your garage. 
Fender dents won't cost a fortune to fix. You'll be 
able to change a tire, or put on a set of chains. 


Again, our cars will be easier to drive and park. 


AGAIN YOU GET THE GOOD THINGS FIRST FROM 


WATCH FOR 
THE NEW 


They'll start faster, theyll stop more quickly. | 


They'll have more performance than any cars we 
ever engineered—and they'll look it. 

We’re holding on to the good things that built our 
reputation with you. Again we’ve built from the 
inside out—first engineering cars that are safe, 
comfortable, convenient, and wonderful to drive 

. then creating beauty that reflects the good 


qualities underneath. 


Already materials and parts for our new cars 


are arriving at our manufacturing plants. 


On behalf of the superb team that created our 
beautiful well-bred new Plymouth, Dodge, De Soto 
and Chrysler cars, I cordially invite you to see them 


at your dealers when they are announced. 


They’re the finest that engineering, imagination 


and common sense ever built . . . and they look it, 


CHRYSLER CORPORATION 


DeSota 
bd 
Z 


PLYMOUTH DODGE DESOTO CHRYSLER 





drive 


good 


our 
> Soto 


them 





